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‘State of the Nation’s Hconomy: 
Up 
Hovusine Starts — Nonfarm hous- 
activity jumped from 66,000 
nits in January to 73,000 units in 
February, according to Bureau of 
abor statistics. 
Automotive Output — Was esti- 
mated last week by AUTOMOTIVE 
News at 144,472 units, compared 
with 132,175 the preceding week, 
an increase of 12,297 vehicles. 
Bank C.iearincs — Amounted to 
$16,920,235,000 in week ended March 
0, an increase of 2.5 percent over 
the like 1953 week. 
' Bumpine Awarps — Heavy-con- 
ruction awards in week ended 
arch 11 rose to $245 million, high- 
weekly volume thus far in 1954. 
Copper Use—Deliveries of refined 
topper in February amounted to 
87,834 tons, compared with 77,091 
n January. February production, 
owever, totaled 75,656 tons against 
16 in January. Stocks at the end 
f February were 10,296 tons above 
preceding month. 
s . - 


Down 

INDUSTRIAL OuTPpuT—Stood in Feb- 
at 125 percent of the 1947-49 
verage, or 1 percent below January 
nd 8 percent below a year earlier, 
according to Federal Reserve 
Board. 
Business Inpex—Declined in week 
ended March 6 to 98.6 percent of 
the 1935-39 base index, compared 
with 101.6 the preceding week, ac- 
cording to Barron’s. 
| Srore Sates — In week ended 
~ March 6, sales dropped 11 percent 
| below the like 1953 period and 5 

percent below the previous week. 
_ Proary Prices—Index declined in 
"week ended March 9 to 110.6 from 
110.7 in the preceding week, accord- 
‘ing to Bureau of Labor statistics. 
Srezi. Propucrion—Totaled 7,083,- 
000 net tons in February, a drop of 
68,486 from January and 1,849,779 
jess than in February, 1953. Last 
week’s output was at 67.8 percent 
wf capacity, compared with 69.3 
percent the previous week. 

Crupz-On. Stocxs—Totaled 261,- 

934,000 barrels in week ended 
March 6, a decrease of 2,327,000 
from the preceding week. 

Freight Loapincs—Totaled 590,567 

cars in week ended March 6, against 
| 595,031 a week before. 
' U. 8S. Exports—Totaled $203 mil- 
lion in January, 16 percent below 
1953 levels, according to Commerce 
Department. Imports, too, dropped 
8 percent below last year. 
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Top Cars 
New-car registration for Janu- 
ary, plus 14 states for February: 
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4 1954 Pos. Make 1953 Pos. 

; 1—98,591 Chevrolet 384,580— 2 

Pa 2—98,343 Ford 88,082— 1 

, 3—33,314 Plymouth 54,250— 3 

| 4—29,718 Buick 3L771— 4 

' 5&—28,990 Pontiac 31,049— 5 

: 6—28,112 Mercury 22,791— 7 

_ %17,372 Oldsmobile 22,630— 8 

| 8~—13,560 Dodge 24,973— 6 

| 910,686 ler 13,511—10 

| 10— 9,252 Studebaker 12,829—11 

— l11l— 7,982 DeSoto 10,583—12 

Pu 12— 6,898 Nash 14,905— 9 

| 18— 4,368 Packard 6 7,558—14 

; — 14— 4,340 Cadillac 9,568—18 

| 15— 3,479 Hudson 6,288—15 

' 16— 3,223 Lincoln 3,367—17 

lj— 1,662 Willys 5,180—16 

q 18 557 Kaiser 2,928—18 

> %& 194 Henry J 1,480—19 
j 1,881 Misc, 8,110 

to Total All Makes 

, 408,467 451,413 

: For further details see page 

33, today’s issue. 
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Nash Unveils Long-Awaited Small Car— 
Introduced by Nash dealers last Friday (March 19) were the Metropolitan hardtop and convertible. The cars, built in England, 
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are powered by the Austin 42-horsepower engine, have an 85-inch wheelbase, and have a large front seat and a small one in 
the rear. The Metropolitan was known during its development as the NXI and the NKI. (See other photos on Pages 12, 29.) 


David & General Motors 


There’s No Monopoly on Brains, Says Hoffman; 
Curtice Shooting for 48% of Market 


* * 


Nash Introduces 
Metropolitan, 


Starting at $1,445 


HE Metropolitan, a car designed 


by Nash with the help of public | C 


surveys in an effort to break the 
traditional American resistance to 
small cars, was unveiled Friday 
(March 19). 

It is the brainchild of George 
W. Mason, president of Nash- 
Kelvinator Corp., who long has 
insisted that Americans would go 
for a small car if it were designed 
from the ground up as a small 
car of top quality instead of being 
a big car squeezed down, 

The price on the hardtop Metro- 
politan is $1,445, FOB coastal port 
of entry, and on the convertible, 
$1,469, according to H. C. Doss, vice- 
president in charge of Nash sales. 

* 2B - 

RICES include continental rear 

tire carrier, directional signals, 

cigaret lighter, leather and nylon 
upholstery, foam rubber cushions, 
electrically operated windshield 
wipers and sun visors. 

Available as optional equipment 
is the Weather Eye heater at $69, 
radio at $60 and white sidewall 
tires at $17.95. 

The Metropolitan has an 85-inch 
wheelbase and is only 54% inches 
high. However, according to Doss, 
it has comfortable room for two 
persons, “with more legroom than 
the two largest-selling cars in the 
industry and with headroom equal 
to their average.” 

* 7 ” 

all-American in ideas, in- 
corporating as it does the 
changes suggested by the public in 
extensive showings of its predeces- 
sors, the NXI and the the 
Metropolitan is built in Birming- 
ham, England, by experts in small- 
car construction, Austin and Fisher 

& Ludlow. 

Coastal ports of entry now re- 
ceiving Méetropolitans include 
Charleston, S.C.; Baltimore; 
Houston; Philadelphia; Los An- 
geles; New Orleans; Savannah, 

(Continued on Page 12, Col. 1) 





HICAGO.—One of the highspots 
of the Chicago auto show last 
week was the ringing challenge to 
the big auto makers issued by the 
sales leader of the independents, 
the zestful Studebaker Corp. 

Two markedly different views 


Chrysler Sets Up 
Finance Aid 
For Dealerships 


ORMATION of a dealer enter- 

prise plan to attract younger 
men with the capacity, experience 
and desire to become auto dealers 
was announced last week by L. L. 
(Tex) Colbert, president of Chrysler 
Corp. . 

The plan provides for invest- 
ment by Chrysler in selected 
dealerships that meet rigidly high 
qualification standards, Colbert 
said. 

“The purpose of the dealer enter- 

prise plan,” he explained, “is to 
provide the exceptional individual 


the opportunity to acquire a dealer- 
(Continued on Page 34, Col. 3) 


of the industry came from the 
chiefs of Studebaker, and from 
Harlow H. Curtice, head of 45- 





Paul G. Hoffman 


year-old General Motors, the most 
successful example of consolida- 
tion. 

Paul G. Hoffman, chairman, and 
Harold S. Vance, president, of 
Studebaker, made it plain that the 
100-year-old independent is tired of 
denying rumors that it is going to 
merge with other makers. 

= * a 


SSERTING that there is a des- 
“3% perate need for several inde- 
pendents in the auto industry, Hoff- 
man declared: 
“We must offer the public bet- 
(Continued on Page 35, Col. 1) 





$8 Per Year, 25c Per Copy 


Week’s Output 
Of Cars Hits 
3-Month High 


13 Makers Increase 
Schedules; Chevrolet 
Boost Is Largest 


By Tom Hewitt 
Staff Writer 
thes production climbed 10 per- 
cent last week to the highest 
point in five months. 

Observers believe that increased 
schedules by 13 of the 18 car 
makers signal the, beginning of a 
push for the spring market. 


Built in U. S. plants last week, 
according to Automotive News 
estimates, were 121,848 cars and 


Half of the car boost came from 
Chevrolet, which built some 5,000 
cars more than in the week earlier 
by returning to a five-day week at 
all its assembly plants. Chevrolet 
had been on a reduced work week 
for two months. 

* * * 
O== reasons for the jump 
were: 

1. Dodge worked five days for the 
first time in a month. 

2. Plymouth boosted schedules on 
its newly installed second assembly 
line in Detroit. 

3. The Ford division was build- 
ing cars at a hot pace. On Mon- 
day (March 15) it turned out 5,- 
691 cars, the biggest day since 
Sept. 28, 1950, when 5,748 were 
produced. The firm slated Satur- 
day assembly operations at six 
plants, against three in the pre- 
ceding week. 

4. Hudson returned to work, after 
being down for six working days. 

5. Studebaker did likewise, 
following a week-long shutdown of 
its South Bend facilities. 


HE only new snag in last week’s 
car-output picture was elimi- 
(Continued on Page 37, Col. 1) 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


159,354 


144,472 


132,175 


Last Prev. 1953 
Week Week Week 

For complete production totals 
by makes, see table, page 37. 


Makers Back Anti-Bootlegging Clause 


Awe makers have unanimously 
approved NADA’s proposal de- 
signed to wipe out bootlegging of 
new cars, Frederick J. Bell, ex- 
ecutive vice-president, told AvurTo- 
MOTIVE News last week. 

The proposal is confined to the 
insertion of an anti-bootlegging 
clause in contracts which would 
make the offending dealers sub- 
ject to factory discipline. 

At presstime, it was understood 
that NADA officials would present 
the proposal to the U. 8S. De- 


partment of Justice within a few 





days for official Government ap- 
proval. ; 
* a + 
Wate plan was hammered into 
shape in a series of round-robin 
conferences between James Moore, 
NADA general counsel, and the 
various factory representatives. 
Moore had spent two weeks in 
discussions on the proposal. 

Bell said the conferences 
wound up with NADA and the 
factories “without exception” in 
full agreement on the proposal’s 
terms. 

Bell declined to make public de- 
tails of the NADA plan until the 
Justice Department has had a 
chance to study it. It is believed, 
however, to be similar to clauses 
in factory-dealer contracts which 


were used in the early postwar 
years to combat the new-car black 
market. 

Justice Department approval of 


any new restrictive clauses is 
(Continued on Page 10, Col. 1) 


Dealer Viewpoint 


Sought by Quinn 


IVE hundred dealers of the 

Chrysler division will meet Apr. 
12-13 in Detroit for the first of 
a series of “dealer conventions,” it 
was announced last week by E. C. 
Quinn, president of the division. 

Quinn also disclosed that the 
division was hiring three men 
with 


experience 
(See VIEWPOINT, Page 34, Col. 5) 
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Cite Need Now... 


AUTOMOTIVE NEWS, MARCH 22, 1954 
Spotlighting Auto Showmanship 


NADA, AMA Renew 
Plea for Excise Cut 


ASHINGTON.—In strongly 

worded statements last week, 
NADA and the Automobile Manu- 
facturers Assn. urged Congress to 
reduce the 10 percent auto excise 
taxes which are costing motorists 
$900 million annually. 

Alton M. Costley, chairman of 
the NADA national affairs com- 
mittee, told the Senate Finance 
Committee that the average 
dealer’s operating profit before 
Federal taxes was only $2.20 for 


Chrysler Slates 
Stockholders’ 
Meeting Apr. 20 


DETROIT. — Proxy statements 
mailed by Chrysler Corp. last week 
to stockholders announced that the 


EK, ©. Quinn W. ©. Newberg 


annual meeting will be held Apr. 20 
in Detroit. 

Two new nominees proposed for 
election to the board of directors 
are W. C. Newberg, president of 
Dodge, and E. C. Quinn, president 
of the Chrysler division. 

Those nominated for reelection to 
the board are James C. Brady, 
Waddill Catchings, Walter P. 
Chrysler jr., L. L. Colbert, Byron C. 

(See CHRYSLER, Page 10, Col. 1) 








GM to Continue Using 
‘Genuine’ Tag on Parts 


CHICAGO.—General Motors has 
indicated that it will continue to 
use the word “genuine” in adver- 
tising its replacement parts, ac- 
cording to Harold T. 
legal counsel for the National 
Standard Parts Assn. 

Earlier, an NSPA study com- 
mittee had reported after a con- 
ference with GM officials that the 
corporation was planning to dis- 
continue use of the “genuine” 
label. (Full text of the NSPA 


however, that the corporation had 
not intended to convey the im- 
pression it was abandoning the 
disputed term. The NSPA com- 
mittee retorted that it would con- 
sider use of the word “genuine” 
as false advertising and indica- 
tive of monopolistic tendencies. 





every $100 in sales, and that a 
price reduction, which a cut in 
excises would afford, is a much- 
needed stimulant. 

Costley said he was speaking not 
only for NADA’s 32,000 dealers, but 
also for the dealers’ customers, who 
depend upon cars and trucks for 
their livelihoods. 

* * 

A= plea for the excise reduc- 

tion was a last-minute state- 
ment from A. E. Barit, chairman of 
the AMA taxation committee, which 
came after Rep. John D. Dingell, 
Michigan Democrat, declared that 
he was “startled” to learn that the 
motor-car industry was willing to 
go along for “at least another year” 
with the 10-percent tax rate. 


Barit, president of Hudson Mo- 
tor Car Co., said that the warn- 
ings which the AMA gave before 
that the auto excises would seri- 
ously affect production, sales and 
employment are now proving 
true. 


The House last week approved 
the Reed bill which cuts certain ex- 
cises to 10 percent and continues the 
excise tax on cars at 10 percent and 
the excises on trucks, parts and 
accessories at 8 percent. 


Originally, the law provided that 
(Continued on Page 31, Col. 1) 


20 Cars Entering 
Mobilgas Run 
In Seven Classes 


LOS ANGELES. — Twenty new 
cars’ will compete in the 1954 
Mobilgas Economy Run, according 
to C. 8S. Beesemeyer, of General 
Petroleum Corp., the sponsor. 

The cars will line up in Los 
Angeles before midnight Apr. 4 
for the beginning of the = 
with Sun Valley, Id., as 
d 


estination. 

The lineup will include all U. S 
makes except Buick, Pontiac, Cadil- 
lac, Kaiser, Henry J and Willys. 

Sponsors of the two General Mo- 
tors cars— Chevrolet and Oldsmo- 
bile—are private owners. All other 
entries are sponsored by dealers or 
dealer associations. 

For the first time, cars will be 
entered from Portland, Ore., and 
San Francisco. 

A Studebaker Land Cruiser, with 
automatic transmission, has been 
entered by Don Rasmussen Co., 
Portland, and a Studebaker Land 
Cruiser with overdrive will com- 
pete under the colors of Paramount 
Motors Inc., San Francisco. 

The 20 cars are being selected 
by officials of the American Auto- 
mobile Assn. from a variety of 
southern California locations. 
Every car will be picked without 
warning to its owner, to preserve 
the stock of the event. 
(See MOBILGAS RUN, Page 38, Col. 1) 





Tipo# on Future Lincoln Windshield? — 


The construction of the wooden mockup in the foreground provides a possible 
clue to the wraparound windshield shape that may be under consideration for future 
Lincoln cars. A sports-car interior trim buck is seen in the background. Used for pre- 
liminary studies of interior trim, these dummy bodies enable stylists and designers 
to experiment with various upholstery, trim and decorative effects before completion 
of the first prototype steel bodies. The picture was included in a recent release of 
material comprising a pictorial story of activities in the Ford engineering staff's new 


styling building. 











‘Wheels of Preqveit hove Fascinates Chicago Enthusiasts— 


Chicago's vast International Amphitheatre was jammed with thousands of motor car fans who watched eagerly the demonstra- 
tions of “cars of the future.” Attendance was running only slightly behind the record year, despite bed weather. 





Regal Welcome at Chicago Show— 

Extending greetings to one of the community queens chosen for the Chicago Auto 
Show are James F. Goodwin (left), show chairman; Edward L. Cleary (center), manager 
of the Chicago Automobile Trade Assn., and Mayor Martin Kennelly. 


Up-and-Down Prophets 
Hit by Finance Group 


CHICAGO.—The same economists 
who declared that consumer install- 
ment debt was too high only a few 
months ago are now mourning the 


increase was 15 percent less than 
in the previous August. 

During September, the increase 
was 59 percent less than for the 


drop in the amount of installment | same month of 1952, Murdock said, 
debt outstanding and warning that | and represented the smallest dollar 


it threatens trouble for the econ- 
omy, according ‘to the American 
Finance Conference. 

John E. Murdock, president of 
the association of independent auto- 
mobile sales credit companies, said: 

“Credit extensions have been 
declining for seven menths, but 
because this was not immediately 
reflected in the amount of con- 


credit was being granted. Now 
some economists feel that the de- 
cline may precipitate a recession.” 

According to the Federal Reserve 
Board, installment debt dropped 
$363 million in January, bringing 
total installment debt outstanding 
down to $21.4 billion. 

FRB officials noted that the de- 
cline was in part due to seasonal 
factors, but one FRB authority said 
the figures showed that the upward 
trend in consumer credit has defin- 
itely ended. The drop followed 
steady reductions in the rate of in- 
crease of new credit granted over 
the past six months, he said. 

Outstanding credit in July, 1953, 
increased only about half as 
much as in the same month of 
the previous year, the board’s 
figures show. In August, 19538, the 


increase of any September during 
postwar years. 

The rate of extension of con- 
sumer credit continued to decline 
for both October and November, 
Murdock said, and in December the 
increase was only half as large as 
the increase for December, 1952. 

“It is an accepted economic 
theory,” Murdock said, “that as 
productivity and population grow, 

(See AUTO CREDIT, Page 38, Col. 2) 


Makers Warned 
On Coercion by 


Rhode Island 


ROVIDENCE. — Acting on re- 

ports that dealers are being 
harassed by auto makers, Rhode 
s registrar of motor vehicles 
formally warned makers that 
coercion of dealers can cost them 
their right to do business in Rhode 
Island. 

A threat to make full use of 
the State’s rigid licensing law 
was contained in a letter sent by 
Laure B. Lussier, the registrar, to 
officials of all the auto manu- 
facturers. ; 

He cited reports from the Rhode 
(Continued on Page 37, Col. 3) 


Chicago Auto Show 


Proves a Magnet 


For 46th Time 


By George 
Staff Correspondent 

CHICAGO. — The Chicago Auto- 
mobile Show maintained its record 
of being the nation’s No. 1 auto- 
motive event in attendance, closing 
its 46th run Sunday (March 21) at 
the International Amphitheatre. 

As of Wednesday evening (March 
17), the show had drawn 266,000 
visitors, compared with 282,000 for 
the same period of 1953. 

Continued at the same rate for 
the four concluding days of the 
nine-day event, the overall at- 
tendance promised to reach the 
previous four-year average of 
470,000 and to finish not far be- 
hind 1953’s record-breaking 481,- 
000. 


As never before in postwar years 
this show spotlighted salesman- 
ship. Chips were down in the 
buyers’ market, and every effort 
was made to build a purchasing 
urge in the minds of the public by 
exhibits of more than 150 
cars, visual presentations, animated 
displays, narrations and an elabor- 
ate stage show. 

A midweek rundown of exhibi- 
tors’ booths indicated that sales 
from the floor were running about 
even with last year’s averages, and 
that salesmen were building up 
considerably larger lists of “live” 
prospects than was the case a year 
ago. 

Factory representatives and 
dealers were reported highly 
pleased with the outlook. 

Edward L. Cleary, the show’s ex- 
ecutive officer and manager of the 
Chicago Automobile Trade Assn., 
sponsor of the event, declared that 
all elements of the industry were 
enthusiastic about the show’s re- 
sults 

“This year’s show, more than 
any other in history,” he said, 

“is fulfilling its prime job of 
showing manufacturers’ products 
(Continued on Page 30, Col. 1) 





Senate Body Sees Threat 
Of Auto Monopoly 

WASHINGTON.—Trends in 
the latter part of 1953 “show 
threats of monopoly in all busi- 
nesses,” including the automotive, 
the Senate Small Business Com- 
mittee will say in its annual re- 
port due this week. 

The report will note that, at 
the beginning of 1953, 
producers were turning 
14 percent of the auto ee 
total output, while by th 
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WE OF this generation have lived 
during the most wonderful 
period of the world’s history. I am 
sure that we are on the threshold 
of even greater developments and 
opportunities. When one takes a 
vacation for two months, such as 
I have just completed, and one 
drives from the Atlantic to the Pa- 
cific, he has more time to appreci- 
ate the time in history in which we 
live. One has more time for con- 
templation and tries to analyze the 
meaning and fruits of life. 

What is the best of all? I think 
I found it in the weeks of rest. 
It is in friendships. I am blessed 
with more friends than I can pos- 
sibly deserve. They have been so 
kind to me when there was s0 
little reason for kindness. They 
have been generous far beyond 
my right of expectation. 

It is always such a pleasure to 
meet so many new friends and re- 
new acquaintances with old friends 
as I did in Miami. It was a happy 
circumstance to visit with dealers 
enroute from the east to the west 
coast. 

I was happy during this vaca- 
tion. I am happy to be on the staff 
of Automotive News. I am happy 
because it gives me a continued 
opportunity to advance my lifelong 
projects: (a) develop a better un- 
derstanding on the part of the pub- 
lic as to the utility and economic 
value of the automobile; (b) the 
importance of the economic contri- 
bution automobile dealers make to 


Bell to Keynote 
Convention of 


Iowa Dealers 


DES MOINES.—Frederick J. Bell, 
executive vice-president of NADA, 
will deliver the keynote address at 
the 36th annual convention of the 
Iowa Automobile Dealers Assn. to 
be held here March 29-30 at the 
Hotel Fort Des Moines, according 
to L. E. Sinner, president. 

“Iowa’s Highway Program” will 
be the topic of an address by Ed- 
ward F. Koch, chief engineer of the 
Iowa Highway Commission, while 
Dr. Kenneth McFarland will be the 
banquet speaker. 

Paul M. Millians, vice-president 
of Commercial Credit Corp., will 
discuss “Financial Control—an Aid 
to Dealer Profits,” and Vince Baker, 
of Pueblo, Colo., will speak about 
“Controlled Selling.” 

A dealer panel under the chair- 
manship of E. E. Wheeler, state 
public relations chairman, will fea- 
ture Frank Yarnell, NADA vice- 
president, who will discuss business 
management; Frank Collord, NADA 
secretary, whose subject is “Em- 
ploye Compensation;” Byron Hawn, 
national chairman of the NADA 
Studebaker line advisory commit- 
tee, who will discuss dealer-factory 
relations, and Dale Norton, who 
will analyze relations among deal- 
ers. 
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By John 0. Munn 





the industry and the nation; (c) 
gaining a better contract for 
dealers. 

« 


What's Wrong? 


O, I WILL not retire. I don’t 

believe in retirement. Perhaps I 
do less work, but I enjoy it more. 
One’s attitude changes with age. 
Many things in the past that ap- 
peared to be important no longer 
seem so, 


One of the things for which I am 


deeply grateful is that my life was 


directed to the automobile business 
in its infancy. I am glad, too, that 
after a ten-year experience as a 
manufacturer’s executive, I cast my 
lot with dealers. Therefore, I am 
resentful when people in high 
places accuse dealers of laziness, 
publicly claim they have forgotten 
how to sell and that they spend 
too much time on the golf links. 


Why isn’t an automobile dealer de- | j 


serving of time on the golf links? 

Isn’t it good for any business- 
man to break with routine and 
look at his business from afar in- 
stead of close up? What have 
automobile dealers ever done to 
deserve that they should be sen- 
tenced to a life working seven 
days a week and every night? 
This timetable is the record of a 
great many automobile dealers; 
their wives seldom see them. They 
are busy on the sales floor day 
and night. Automobile dealers and 
salesmen are rated high, right 
now, in my book for selling effici- 
ency. Did they not sell more cars 
last year than ever before except 
1950? Remember, each sale was 
an individual sale. The method 
was persuasion, 

Automobile dealers and salesmen 
always enjoyed the greatest respect 
by their contemporaries in other 
lines of trade. I am certain they 
are not so far off the beam now, 
as some persons would lead us to 
believe. We must remember, too, 
that this trade does not wholly 
exist in metropolitan cities, where 
multiple dealerships make competi- 
tion rough. The majority of cars 
are sold and the majority of dealers 
are in smaller cities and towns. 


There are plenty of dealers—the 
younger ones who are just getting 
started—who are still working 12 
hours a day. I ran onto them in my 
cross-country trip. For instance, a 
dealer of one of the Big Three in 
a@ small town on the main road. 
He had gasoline pumps; two wreck 
cars and his important income was 
from the road rather than from the 
sale of new cars. 

* - * 


Typical Businessmen 


SMALL town automobile dealer 

is often also the large farm im- 
plement dealer. He usually operates 
in separate locations. Many dealers, 
in addition to selling cars, are gas- 
oline distributors for their area, In 
some towns, the dealers also own 
such things as cotton gins. 

These kind of dealers—and they 
are typical—are businessmen. 
They are not going to jeopardize 
the income from their business 
by giving away automobiles. They 
have sufficient lines of endeavor 
so that no economic force is 
strong enough to place them in a 
position to sell cars without 
profit. 

So, in supporting the dealer, I 
do so not alone because I know the 
contribution he has made to bring 
greatness to this industry, but be- 
cause I know what a vital force he 
will be in the future. It seems to 
me that the purpose of life is not 
altogether to make money, but to 
make friends. And today, after that 
long vacation, I am more deeply 
conscious that the spirit of broth- 
erly love is the most satisfactory 
philosophy of life. Such a philoso- 
phy has both purpose and meaning. 
It brings one a peace of mind that 
is wholly durable, and from it alone 
can come tranquility and progress. 








New, Used Units Share Gains... 





By Bob Lienert 
Staff Writer 

A STEADILY improving market 

for both new and used cars is 

apparent in many parts of the 
country. 

A minor boom was reported in 

some areas last week, with sales 

well ahead of those a month ago. 


In general, sales have shown 
growing strength in each succes- 
sive 10-day period, starting with 
the first of February. New - car 
stocks are said to be dropping. 

Dealers say, however, that buyers 


have adopted a cautious attitude 
and aren’t jumping into the mar- 
ket without carefully surveying it 
first. 


Some blame recent “scare” head- 
lines on unemployment, layoffs, 
economic dangers ahead, etc., for 
driving people away temporarily. 
Others think that some potential 
buyers have waited until after filing 
income-tax returns to make major 
purchases. 

* + ? 


tyes dealer, who subscribes to 
the income-tax theory, said 





Sioux Falls Dealers in Air Patrol— 


Prominent in the South Dakota Civil Air Patrol are (from left) Maj. Robert E. Trager, 
executive officer of the South Dakota Wing of the CAP and a Chevrolet dealer in 
Sioux Falls; Brig. Gen. Joe Foss, chief of staff of the Sovth Dakota National Guard 
and a Packard dealer; Col. Frank Prather, who is on the national advisory staff of 
the CAP and a Pontiac dealer, and Col. Joe Floyd, commander of CAP's South Dakota 
Wing and a former Hudson dealer. They recently participated in a rescue mission 
to locate a commercial transport plane which was lost in a snow storm on a flight 


from Salt Lake City to Rapid City, S. D. 


BALTIMORE. — A Maryland bill 
which would place ceilings on fi- 
nance charges for automobiles has 
passed both houses of the General 
Assembly and is awaiting the 
signature of Gov. Theodore R. 
McKeldin jr. 

The measure, the result of news- 
paper accounts of abuses in certain 
used-car dealings, was aotively 
supported by the Automobile Trade 
Assn. of Maryland. 

Numerous association sug- 
gestions were adopted before the 
bill was passed. 

The measure would limit auto fi- 

nancing charges to: 

Class 1—Any new motor vehicle: 
$9 per $100 a year on the principal 
balance. 

Class 2—Any used vehicle desig- 
nated by the manufacturer by a 
year model not more than two 
years prior to the year in which 
the sale is made: $12 per $100 per 
year on the principal. 

Class 3—Any used vehicle 
designated by the manufacturer 
by a year model more than two 
years prior to the year in which 





Fibber McGee to Get 


A ‘Would-You-Take’ 

LOS ANGELES.—The comedy 
team of Fibber McGee and Molly 
becomes entangled with a 
“would-you-take” car offer in a 
broadcast to be released Wednes- 
day (March 24) over the 
National Broadcasting Co. radio 
network. 

Robert M. Sample, vice-presi- 
dent of the Better Business 
Bureau of Los Angeles, said the 
program would help acquaint the 
public with the sales practices 
of “bushers,” or unscrupulous 
ear dealers. It will be heard 
locally at 7 p.m. over Station 
KFL 





Md. Finance Bill Passes 


Association-Backed Measure Would Penalize 
Anyone Who Exceeds Set Fees 


the sale is made: $15 per $100 
per year on the principal. 

No other charge could be in- 
cluded in a retail sales agreement. 

If anyone collects more than 
provided by law, he is required to 
forfeit to the buyer all finance 
charges paid or payable under the 
agreement, unless the overcharge 
results from a bona fide error in 
computation, which must be cor- 
rected within 60 days of the date 
of the installment agreement. 

The bill further provides that 
should an overeharge be made, 
the seller or _installment- 
agreement holder will be liable 
to the buyer for 10 times the 
amount of the overcharge. 

The Maryland association also 
notified its members that the in- 
surance licensing bill has been 
killed. The association waged an 
active campaign against the 
measure, feeling it would be detri- 
mental to dealer interests. 










crowds in his showroom since 
March 15 have been the biggest 
and “buyingest” since his 1954 
models were introduced. 

Dealers doing business in areas 
dominated by self-employed and 
professional persons, who pay 
taxes annually or quarterly, say 
the buying upsurge following tax 
deadlines is always noticeable. 
At any rate, official registration 
figures thus far available show 
February sales running nearly 4 
percent ahead of the same period 
of 1953. And unofficial reports in- 
dicated last week that March retail 
sales are running 10 to 20 percent 
ahead of the same February period. 


* * * 


E manufacturer, whose sales 

established a record in Febru- 
ary, said last week that sales in 
the first 10-day period of March 
“were better” than in the first 10- 
day period of February. 


A midwestern dealer in one of 
the top-selling lines said last 
week he had noticed the buyers’ 
cautious approach to the market. 
It is his experience, he said, that 
the people who have the least to 
fear economically are the ones 
most timid about buying. 

But when they do buy, he said, 
they go for the more expensive, 
more completely equipped cars. 

He reported that 60 percent of 
his sales last week were in 
premium-priced models and only 
13 percent were in low-priced 
models. The other 27 percent fell 
in the middle-price range. 

Another dealer, who has three 
price areas in his line, said he is 
selling practically nothing in the 
low-price range. 

* * * 
B ETTER weather, particularly 
in the midwest and east, last 
week cheered a lot of dealers who 
said the warm sunshine would 
bring out customers. But one 
dealer cast a dissenting vote. 

“Dealers have been crediting 
spring weather for years for the 
upturn in business,” he said. 
“Well, I don’t give the sun a bit 
of credit. 


“Everybody gets rarin’ to go 
when a nice spring day comes 
along. The salesmen feel like work- 
ing, get outside and hit hard and 

(See SALES on Page 37, Col. 4) 


Officers Elected 
In 2 Fla. Cities 


ORLANDO, Fla.—Dealer associa- 
tions in Clearwater and Lakeland 
have elected new officers. 

Elected by the Clearwater Auto- 
mobile Dealers Assn. were William 
E. Crown (Chrysler - Plymouth), 
president; George W. Butcher (De- 
Soto-Plymouth), vice-president, and 
M. A. Moshell (Lincoln-Mercury), 
secretary-treasurer. 

New officers of the Lakeland 
Automobile Dealers Assn. are 
Horace Jones (Chevrolet), pres- 


ident; H. 8. Hill (Dodge-Plymouth), 
vice-president, and Robert Forslev 
(Hudson), secretary-treasurer. 


Buchanan Uses Corvette for Charity— 


Buchanan Chevrolet Co. took advantage of Spokane's annual “Junior League 
Follies” show to promote the Corvette. The car was exhibited in a hotel lobby and, 
in keeping with the jewel theme of the display, was substituted for diamonds in a 
parody on “Diamonds Are a Girl's Best Friend.” A local artist appears in the fore- 


ground, attired in a miniature Corvette. 


Hundreds of persons attended the two 


evening performances, the proceeds of which were used for charitable purposes. 








XU 
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Capsule Comment 


Reports from Washington indicate that some auto makers 
are “going along” with the Administration’s program to 
keep automotive excises at their present levels until 1955. 

We can’t believe an industry would not press for tax 
relief at a time when its well-being is at stake. 
* * . 


NADA, with the aid of dealers and state associations, is 
fighting new-car bootlegging from virtually all angles. 


A valiant job by all. 


Thirteen makes of cars will be represented in the 1954 
Mobilgas Economy Run, to be held Apr. 15-17 from L. A. to 
Sun Valley. 


May the best car win! 


Faced with convincing facts that the nation’s economy 
isn’t as bad as they contended, many gloom chasers have 
changed their tune and now predict a “pretty good” year 
in 1954. 


We’ve never been able to determine which comes first: 
the gloom or the gloom chasers. 


* - * 

New York and several other states are considering legis- 
lation making liability insurance compulsory for all motor- 
ists. 

Something drastic has to be done about the irrespon- 
sible drivers. 
* * * 

Big Three auto makers are currently producing about 97 

percent of all new cars. 
An unhealthy situation. 
ca a , 

Wholesale used-car prices have strengthened again after 

almost two years of decline. 


A healthy sign. 











Coming 
Events 


Dealers Auto Shows 


March 25-27—Boone County Home and 
— Show, Lebanon Armory, Lebanon, 
nd. 


March 25-28—Missoula Automobile Show, 
Montana State University Field House, 
Missoula, Montana. 


March 26-28—Lewiston Auto Show, Lewis- 
ton, Idaho. 


March 27-28 — Kansas Automobile Show, 
Hutchinson Sports Arena, Hutchinson, 
Kansas. 


April 3-11 — Quad-City Autorama, Rock 
Island gener. Rock Island, Illinois. 
April 19-25 — Denver Auto Show, Denver 

Municipal Bidg., Denver. 
April 22-25—Sioux City Automobile Show, 
Municipal Auditorium, Sioux City. 
May 22-31 — Indianapolis Custom Auto 
ow, Manufacturers Building, Indiana 
State Fairgrounds. 
ee & 


Dealers Conventions 


March 29-30 — lowa Automobile Dealers 
Association Convention, Hotel Fort Des 
Moines, Des Moines. 

March 30—Brooklyn & Long Island Auto 
Dealers Association Convention, Hotel 
Granda, Brooklyn. 

April 8—Rhode Island Automobile Dealers 
Association, Sheraton - Biltmore Hotel, 
Providence. 

April 15-16—Automobile Dealers Associa- 
tion of Indiana Convention, Claypool 
Hotel, Indianapolis. 

May Illinois Automotive Trade Associ- 
ation Convention, Leland Hotel, Spring- 
field, Il. 

May 10-li—Missouri Automobile Dealers’ 
Association Convention, Muehlebach 
Hotel, Kansas City, Missouri. 

May !1-12—Massachusetts State Automo- 
bile Dealers Association Convention, 
Hotel Statler, Boston. 

May [8-23— North Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 


muda. 

May 18-23 — South Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 


muda. 

May 27-2@—Michigan Automobile Dealers 
Association Convention, Pantlind Hotel, 
Grand Rapids. 

June 3-5 — Washington State Auto Deal- 
ers Association Convention, Bellingham, 
Washington. 

June — Automobile Trade Association of 
— Convention, Ocean City, Mary- 
and. 

June 7-8—Automobile Dealer Associations 
of Ontario Convention, Sheraton Brock 
Hotel, Niagara Falls. 

A + — Automobile Dealers Association 
ot West Virginia, Greenbriar Hotel, 
White Sulphur Springs. 

Sept. 10-11—Colorado Automobile Dealers ~ 
— Broadmoor Hotel, Colorado 

rings. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Rockland, Maine. 

Sept. 12-13— South Dakota Automobile 
Dealers Association Convention, Rapid 

City, South Dakota. 

Sept. 16-18—New Mexico Automotive Deal- 
ers Assn. Convention, Hotel Hilton, 
Albuquerque. 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Fargo, 
North Dakota. 

Sept. 19-22—New York State Automobile 
Dealers Convention, Saranac Inn, Sara- 
nac, New York. 

Sept. 20-2I—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 

Hotel, Minneapolis. 

Sept. 20-2|—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee. 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 

Oct. 3-5—Automobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 
sippi. 

Oct. &9—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Agle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associa- 
tion Convention, Peabody Hotel, Mem- 


phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Hotel George 
Washington, Jacksonville. 

Oct. 26 — Connecticut Automotive Trades 
ciation Convention, Hotel Mayflower, - 
Akron, 

Nov. 7-9— Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 


(See CALENDAR on Page 31, Col. 4) 


10 Years Ago... 


The Big Story 


Postwar visionaries who have dreamed up a car of the future which 
would look like a “transparent teardrop on three wheels” are far 
ahead of the buying public, said W. F. Hufstader, Buick general 
sales manager. The public wants nothing radical, but is quick to 
accept sound progress in design, he said .. . Auto and aviation in- 
terests in several of the west central states are combining their in- 
terests to make appeals to the platform committees of both the 
Republican and Democratic national conventions for a leading place 
in postwar planning and construction . . . Postwar tires will be better 
and cheaper than pre-Pearl Harbor tires, largely as a result of the 
national synthetic rubber program, James J, Newman, vice-president 
of B. F. Goodrich Co., forecast .. . Another Goodrich official, George 
W. Vaught, predicted that bullet-sealing fuel tanks would serve as 
forerunners of crashproof gas tanks in autos . . . Lighter, more 
economical to operate and possessed of greater visibility—that is 
the car of the future as seen by Raymond Loewy, industrial designer. 
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ANOTHER OSGSOP FABLE a 

@SEE ALL THE BUGS AND WORMS COMING UP TO 
CHEW HELL OUT OF HIS GARDEN ? 

® AY, BUT SINGING ABOVE H/S HEAP /S THE 
BLUE BIEP OF HAPPINESS. 

®@ WHAT /S THE LITTLE B-B-OF-H SINGING ? 

"TIS SPRING, KIND FRIEND, GET OVT 


AND BUY THAT NEW CAR, BUB" : 
CYICRAL : 
: YOU CAR DEALERS HAVE 4 FIENDISH ALLy! [i 
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Letterbox 


‘Bilking Dealers ...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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teacher and principal and claims 
Methodist faith. 

He is accompanied by his wife, 
Martha Jean, who is 24, 5’ 2”, 115 
pounds, blond hair, blue eyes, nerv- 
ous disposition. She is not wanted 
on warrant. 

A very smooth talker, he traded 
me a 1953 Chrysler which had a 
$2,295 lien against it. He went to 
Alabama, registered the car with- 
out the lien and then came to New 
Mexico and secured a clear title. I 
traded him a new 1953 Pontiac with 
a mortgage against it. He took it 
to Georgia, cleared the lien and 
sold it to a dealer in San Antonio. 
The Sheriff of Roosevelt County, 
N.M., has a warrant for him and 
will extradite. Call him collect at 
Portales, N. M.—R. J. Srarrorp, Doc 
Stafford’s Motor Co., Portales, N. M. 

= + * 


Watch for Him 

This is written to warn other 
dealers about a thief who preys on 
auto dealers. He uses these names: 
Ww. E. White, 
Waldo Emerson 
White, William E. 
White and others. 
Since 1945 he 
has robbed on the 
average of one 
dealer a month of 

$3,000 to $4,000. 
His description: 
White, male, 42 
ee years of age, 53’ 
W. E. White 10”, 190 pounds, 
blue eyes, reddish- 
blond curly hair, regular build. He 
usually obtains employment as a 
salesman in a used-car lot, but also 
poses as a retired Marine, 32nd de- 


gree Mason, former high-school Answers Salesman 


Re your editorial, 
Salesman’s Side.” 

I would like to take issue with 
Murray P. Zealor of Wayne, Pa., 
with regards to statement that he 
makes referring to what a dealer- 
ship offers a salesman. He further 
states that a dealership offers a 
salesman little of money, rare se- 
curity, promotion, advance in pay, 
with possibility of ownership or 
partnership being remote, particu- 
larly where the agency may have a 
son, brother or nephew. 

It seems to me that today too 
many of our young people, in- 
cluding automobile salesmen, are 
placing emphasis on what they 
get out of life and not what they 
can put into it. If Mr. Zealor 
really wants to become an auto- 
mobile dealer, nothing in the 
world can stop him from becom- 
ing one, except he himself. 

It seems to me the smart thing 

(Continued on Page 38, Col. 1) 
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PORCELAINIZE 


OFFERS A QUICKER, EASIER WAY TO MOVE CARS FASTER 
NEW 1954 MODELS jo buyer's market it pays to 


show your product to the best advantage. The car that outshines, 






outsells. So why not Porcelainize every new car before display? 


The added beauty is the greatest of all sales appeals. 


USED CARS What is your rate of turnover? 30 days? 
40 days? National tests prove conclusively that Porcelainized used 
cars sold in an average of 4.48 days. Why? Because Porcelainize 
gives used cars the impression of excellent general care by former 


owners. Buyers buy more confidently, more freely. 





POWER YOUR SALESMANSHIP WITH PORCELAINIZE! 


PORCELAVNIZE = 24 tuna J 


FREEMAN & FREEMAN, INC. 
DENVER 3, COLORADO 
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in Competition . . . 


Unions Up Dealer Pressure 


By Joe Callahan 
Staff Writer 

HERE was evidence last week 

of increased union activity 
among dealership employes in sev- 
eral sections of the country, with 
labor leaders apparently acting in 
the belief that the present compet- 
itive market provides them with a 
“golden opportunity.” 

A labor organizer said that 
with both the manufacturers and 
the public “putting the squeeze” 
on dealers, it was only natural 
that the dealers should squeeze 
their salesmen and, therefore, the 
salesmen needed to organize for 
their own protection. 

He said that the dealers were be- 
ing pinched by the factories through 
overproduction and by the buying 
public’s tendency to shop for better 
prices. 

Arthur Stringari, attorney for the 
Ford and Lincoln-Mercury dealer 
associations in Detroit, said: 

“The auto dealerships are the 
unions’ most fertile source of new 
members today. Because of the 


Packard’s Profit 
For 1953 Holds 
~At $5,440,996 


DETROIT. — Sales for 1953 of 
$335.8 million, an increase of 43.6 
percent over 1952, were reported by 
Packard last week in the annual 
stockholders’ report. 

Net earnings of $5,440,996 for 1953 
were close to the $5,618,263 for 
1952. The company’s working 
capital was $40.6 million, compared 
with $40.2 million Dec. 31, 1952. 

The increased sales volume re- 
flects the first year’s results of the 
company’s new program of re- 
organization, James J. Nance, 
president said. Despite production 
curtailments during the last quar- 
ter when Packard cooperated with 
its dealers to keep their inventories 
in balance with market demand, 
the year’s results reflect healthy 
progress for the company, Nance 
said. 

The company also started its 
basic internal modernization, which 
included a $2 million styling re- 
search laboratory, modernization of 
methods and development of prod- 
uct features for its 1954 cars, with 
all costs absorbed in operations, 
Nance said. He added that the 
company had continued its con- 
servative dividend policy with 
payments during the year of $2.9 
million out of earnings. 

Nance further reported in the 
statement: 

“During the first six months of 
the year, demand for automobiles 
was such that it was necessary to 
run our factory on an overtime 
basis, pay premium prices for steel 
and other materials, and hire and 
train additional inexperienced labcr 
force. In spite of these heavy ex- 
penditures to maintain high level 
production, we were unable, dur- 
ing the first part of the year, to 
keep up with our dealers’ demands 
for cars. 

“After midyear, with the whole 
automobile industry geared to 
heavy production, supply exceeded 
demand and it was necessary to 
drastically curtail production in 
‘order to avoid unbalanced inven- 
tories. 

“At the same time our schedules 
for defense production, which were 
at high levels as we entered 1953, 
were reduced and extended over 
a longer period of time in accord- 
ance with national defense policy, 
again necessitating adjustments of 
inventories and labor force.” 


Dealers to Elect 
Officers for R. I. 


PROVIDENCE. — The Rhode 
Island Automobile Dealers Assn. 
will elect officers for the coming 
year at the annual banquet and 
business meeting Apr. 8 in the 
Sheraton-Biltmore Hotel. 

Romeo D. Asselin, president, will 
preside at the business session. On 
the banquet committee are C. 
George DeStefano, chairman; Phil 
Dwares, and Dave Fitzgerald. 


competitive nature of the auto mar- 
ket, salesmen are making less 
money.” 
* * * 
y= organizers have been 
particularly busy in Bogalusa, 


Motorama Sets 
Record in L. A. 
With 469,767 


LOS ANGELES.—General Motors 
closed its Motorama here last week 
after having broken all previous 
attendance marks for the _ ex- 
hibition with a nine-day crowd of 
469,767. 

Harlow H. Curtice, GM president, 
said that the “tremendous _re- 
ception given Motorama in Los 
Angeles speaks eloquently for the 
vigor and the size of the auto 
market in this area.” 

Highest previous attendance for 
Motorama was 318,000 during a 
nine-day period in Miami last 
month. 

The Los Angeles single-day at- 
tendance record of 81,098 on March 
7 also was the highest ever re- 
corded for the show. Outside of 
Los Angeles, the top daily figure 
was 53,400 in Dallas in May, 1953. 

Curtice expressed gratitude to 
the people of Los Angeles for their 
hospitality and added: 

‘I believe that the success of 
Motorama in Los Angeles empha- 
sizes the basically sound state. of 
the economy of this great region.” 

Motorama will be in the Civic 
Auditorium of San _ Francisco 
March 27-Apr. 4, for the final show- 
ing of this year. 

Admission-free, it features nine 
experimental “dream cars,” the gas 
turbine Firebird, a Kitchen of 
Tomorrow, a musical stage and 
fashion show, wide-screen color 
movies and more than 100 exhibits 
of science and engineering. 


La., where the AFL Machinists 
and the AFL Teamsters petitioned 
for NLRB elections at nine dealer- 
ships. 

The unions lost at eight firms 
but won at one dealership, Guidry 
Auto Service (Kaiser-Willys), 
where the employes involved went 
on strike shortly after the election. 

After eight weeks, the unions 

called off the strike on the day 
that both sides appeared in State 
Court for the trial of an in- 
junction suit brought by the 
dealers. 

At Guidry, where the unions won 
the election by a 2-1 vote, the 
question of representation is still 
unanswered, pending a protest filed 
by the company with the NLRB. 

Among the Bogalusa dealerships 
in which the unions were defeated 
are Wesley Motor Co. (Chrysler- 
Plymouth), Lindsley-Feiber Motor 
Co. (Chevrolet), Hagedorn Pontiac 
Co., Bogalusa Motors, Inc. (Ford) 
and White-Knight Motors (De- 
Soto-Plymouth). 

* . * 
HE AFL Auto Salesmens Union, 
Local 376, increased its organi- 
zational pressure in Detroit last 
week with a newspaper ad urging 
new and used-car salesmen to join 
the union. 

Signed by “Henry Lower,” the ad 
read: “One last attempt is going 
to be made to organize us. I'm an 
auto salesman like yourself. I sin- 
cerely believe this is our last but 
golden opportunity, with the help 


of the AFL.” 
Al Vignali, organizer for the 


the 

that “would give the whole auto 
industry a lift, without hurting 
the dealers.” 

He said, “We believe that the 
salesman’s salary, say 4 or 5.per- 
cent of the price, should be tacked 
right on the cost of the car, like 
taxes, extras and other items. I 

(Continued on Page 30, Col. 4) 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyright, 1954, by Automotive News 


(Aptco Auto Auction. Sales every Wednesday) 


Wednesday, March 17 
(Sale very fast—weather fine, Sold 
113 cars cut of 150 entries.) 
—’53 Super 4-dr., $1,390. 
i, ape, Riviera 


3 Special b ~ on osunn, $900*. 
per 4 $650*. ’°49 RM 2-dr., 
$305*, °48 RM ‘'4-dr., $180. 46 RM 4- 
dr., $135. 
eee 46 (62) 4-dr., $200. 
2-dr., $150. 


"41 


CHEVROLET — "53 (210) club coupe, 
$1,200; Bel Air sport coupe, ee 
2-dr., $1,455*, 


Deluxe hae 


CHRYSLER — ’52 Windsor 2-dr., $1,- 
075*. ’51 Imperial club coupe, $999°. 
‘O—’'53 Fire Dome 4-dr., $1,510. 


$460. 
— 52 Wayfarer 2-dr., $780 
Saenes club coupe, $1, 025°. 
Meadowbrook 4-dr., $640. 
FORD — '53 Victoria, $1,600, 


$1,030; 
club coupe, 
station wagon, $1,625. ‘52 Custom 
(8) 2-dr. ; 4-dr., $1,015. 
Custom Deluxe (8) Victoria, $885; 
oaeer Squire, $705; Deluxe (6) 
$530; club coupe, $655; 4-dr., 
g075 (8) 2-dr., $705. °50 Deluxe (6) 
$400. 46 2-dr., $155. 
HUDSON ~~ 50 Pacemaker 4-dr., $300. 
KAISER—’51 club coupe, $415. 
LINCOLN—’49 club coupe, $150. 
MERCURY — '53 club coupe, $1,850*, 
$1,740*; Monterey 4-dr., $1,550*. ‘51 
club coupe, $720*; 4-dr., $780, $665, 
"50 4-dr., $515, $530; club 


$600. 
NASH” 50 4-dr., $335. 
OLDSMOBILE — ’50 (88) club coupe, 
=" 2-dr., $675°, °48 (78) 4-dr., 


$2. 
PACKARD—’50 4-dr., $285. °49 4-dr., 
$175. '47 4-dr. $100. 
PLYMOUTH—’'53 Cambridge Suburban, 
$1,210. '52 Cambridge 4-dr., 05, 
$690. '51 Savoy, $800; 4-dr.” $540. 
"50 Deluxe 4-dr., $550. °49 "Deluxe 
2-dr. 50. 
"52 


PONTIAC—'53 (8) 4- dr., 


(8) 


$1,780°. 


‘Indicates automatic transmission or overdrive, and (ps), 


"49 (8) 4-dr., $435; 2-dr., $465°. 
STUDEBAKER — ’53 Champion 2-dr., 
$1,100. - 
* * 


Wednesday, March 10 
Sale very fast and one of our best. 
Sold 115 cars out of 150 entries. 
BUIOK—’52 Super 4-dr., $1,155°. °51. 
$935*, $930°; 
* "50 RM 
L "49 2-dr., $560°; 


$ 
Fire Dome 4- ar., $1, 615. 
"52 Fire Dome 4-dr., $1,120. 

DODGE — '53 Coronet (8) 4-dr., $1,- 
265*; chub coupe, #1. 150. "52 Meadow- 
brook 4-dr., $915, Wayfarer 
as coupe, $510. Bi Wayfarer 

2-dr., $580*. '50 Meadowbrook 4-dr., 


$530,” $515. 

—'53 Main (6) 4-dr., ex 2- 
$1,000, $970; (8) 4- dr., $1,250 

2: 4 2 at $1,275*, $1,215. 52 Mats 
(6) 2-ar. $925, $800: Custom (8) 
2-dr., $1, 650, $990. *51 Victoria, $650; 
Custom (8) 2-dr., $73@; (6) chit 
. °50 Crest (8), ¢ 


$365. 49° «o) 4- dr. $125; 2-dr., $415, 

mo $310, 2 at $240, $125. 
IN—’51 Hornet 4-dr., $825*; club 

ae $545*. 

MERCURY—’52 Monterey club coupe, 
$1,400*; 4-dr., $1,230. '51 4-dr., $775, 
; club coupe, $815, $785, $770. 
$465; club coupe, 


7 -dr., $450. '50 4-dr., $355. 
OLDSMOBILE—'53 (88) 4-dr., $1, 850°. 
"52 (98) 4-dr., $1,450°; (88) conv., 
$1,650*. °51 °(98) 4- ar., $1,050 
Holiday coupe, $1,050* 


Cambridge “ ‘club 
cu 


coupe, 
luxe ib coupe, $515. 
club coupe, $376, °48 leidiies 2-dr., 


$150; 4-dr. $265. 
$3 ¢8) «2-ar., $1,625° 
. "52 @ ) ear. 1 


$530. 
power steering. 


Other Auction reports are on Pages 25, 26 


Aarere Dealers Choose Officers— 


The Avrora (lll.) Automobile Dealers Assn., which is a division of the Aurora | 


Chamber of Commerce, has elected new officers. From left are Ewart Crowe, vice 


president; L. M. Peterson, outgoing president; 


Laz, treasurer. 


Ralph Knight, president, and LeRoy 


As Top Salesmen See It 


Chevrolet Aces Say Car Appearance Ranks 
Foremost in Buyer’s Mind 


DETROIT. — According to top 
salesmen of Chevrolet, appearance 
of a car is the most important ele- 
ment in closing a deal. Economy 
ranks second, these authorities say, 
with reliability coming in third. 

Opinions on sales appeal were 
at a meeting here of the 

41 presidents of Chevrolet zone 
100-50 Car Clubs, who were guests 
of the company as a reward for 
more than $25 million 

worth of retail business last year. 

Appearance was voted “most im- 
portant” by 27. Economy drew 11 
first-place votes, getting strongest 
support from salesmen in the mid- 
dle eastern states. 

A wider variety of opinions was 
evident when salesmen were 
checked on the role a woman plays 
in family auto transactions. Her in- 
fluence is greatest, said the retail- 
ers, in southeastern states. She has 
the least to say about the purchase 
of an auto on the Pacific coast. 

One midwestern salesman found 
the wife entering into virtually all 
of his sales. A salesman from the 
southwest, however, didn’t think she 
was a factor in one sale in 10. 

The overall vote estimated a 
wife’s judgment is solicited in 60 
percent of auto sales discussions. 
The woman has the final say in 37 
percent of the deals, the salesmen 
believe. 

Asked what advice they could 


tioned a consistent followup after 
sales. Some of the random com- 
ments on selling were: 

“Work like you are in business 
for yourself, no matter who is 


L-M to Enlarge 
|| Output Capacity 
Of N. J. Plant 


DETROIT.—Construction of two 
wings and three smaller buildings 
at the Lincoln-Mercury assembly 
plant in Metuchen, N. J., started 
last week, according to Benson 
Ford, general manager of the Lin- 
coln-Mercury division. 


Ford said the work is part of a 
$13 million development program 
for the division and a part of the 
previously announced $1% billion 
general plant expansion now un- 
derway in Ford Motor Co. 

The work will increase production 
capacity of the plant and enable 
Lincoln-Mercury to give its dealers 
in the eastern part of the U. S. 
better service, Ford said. 

Peak hourly production at the 
Metuchen plant now is 32 units. 
New facilities will boost peak hourly 
production to 45 units. 


e . 
Corbitt Denies 
* * - 
It’s Liquidating 
HENDERSON, N. C-—According 
to President W. W. Bowers, tem- 
porary layoffs at Corbitt Co., truck 
manufacturer, do not mean liqui- 
dation of the company. He said 
operations will be resumed as soon 
as details have been cleared on 
certain Government contracts. 
“There is positively no foun- 
dation for reports that the compa- 
ny will be liquidated,” Bowers 
stated. 


boss.”—-John H. Hubbard, Norfolk, 

a. 

“Build customer confidence. Never 
make a promise you cannot keep.” 
—Farris B. Miller, Kansas City. 

“Always remember it is a rare 
customer who buys only one car 
during his lifetime.”—F. P. Fiem- 
ing, Nashville. 

“Your customer is your best ad- 
vertisement. Keep him looking 
good.”—C, L. McDonnell, Ander- 
son, Ind. 

“Super salesmanship can’t take 
the place of hard work.” — Wally 
Soderberg, Seattle. 

“Never try to outsmart a cus- 
tomer. Handle every one as if he 
were smarter than you are.”—J. L. 
Barry, Bronx, N. Y. 

In experience and age, a tabula- 
tion of the Chevrolet men showed 
no fixed specifications for a good 
salesman. Ages ranged from 27 to 
65 and selling experience from four 
to 33 years. 


Borg Makes Bow 
In Plastics Field 


CHICAGO. — Borg-Warner Corp. 
announced last week that it was 
entering the plastics manufactur- 


ing field with a new multi-purpose — 


resin, to be made by its Gary (Ind.) 
subsidiary, Marbon Corp. 

Roy Shattuck, Marbon president, 
said the new plastic might have 
uses in the automotive field. Be- 


» 


cause of its seemingly good friction © 
qualities, he said, it may: be satis- — 
factory for dry bearing materials. ~ 
Other possible uses, he said, are ~ 


for steering wheels and pipes. 
Called Cycolac, the new thermo- 
plastic is described as 


the toughness of rubber and the ~ 


surface hardness of most metals. 
According to Shattuck, “It is so 
shatterproof that it can be molded 
into gold club heads; so heat-re- 


sistant it can hold boiling water, : 


and so soluble it can be sprayed on 
in colors on elastic rubber surfaces, 
but won’t chip off.” 

Borg-Warner will sell the raw 
material only. 


Studebaker Viewer— 


Price-O-Matic is the name of this elec- 


tronic machine, which reproduces in color 
each model of a car together with prices. 
Displayed at Evans-Eger, Inc. (Studebaker), 
Cleveland, it is inspected here by Norman 
Evans (left), chief engineer of Cleveland 
Electronics, Inc., and Sid Eger, co-owner of 
the dealership. By pressing buttons, the 
viewer can see a lighted color picture of 
a model, along with. prices and added 
equipment. Studebaker officials say they 
spent $7,500 to produce the color photos 
and that plans are to provide each dealer 
with the machine, 
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COMPLETE LINE-ERIE KARGARDS 


® MAXIMUM FENDER-TO-FENDER PROTECTION. RUSTPROOF — New improved chrome plating. 
ONLY Erie Kargards fasten to farthest bolt hole on e TWO GUARDS 
bumper’s end. 


@ WITHSTANDS HEAVIER IMPACTS because of extra 
strength in the EXCLUSIVE fluted design. Securely 
braced to frame. 


in one—Grille Guard and Fender 
Guards for front and rear. 


Stock what’s easiest to sell ...the recognized No. 1 

seller... most popular with car dealers and car owners 

@ EXCLUSIVE FLUTED STYLING blends beautifully ... fast turnover—more profits. See your jobber or 
with all 1954 cars. write for further information today. 





ERIE MANUFACTURING DIVISION 


PRESSED STEEL CAR EOMPANY, JAC. et 


General Sales Office: J & H Sales Company, 75 E. Wacker Drive, Chicago 1, Illinois 
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FOB FACTORY 


Auto Industry Turns 
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To Cold Extrusion 


gg rebel reports, unconfirmed up to now, that General 
Motors is interested in purchasing Mullins Mfg. Co., 
which has developed the so-called Koldfio extrusion process, 
are another reflection of intensive activity by the auto indus- 
try in the cold forming of metals. While the number of cold 
extruded jobs in operation to-@———- 





day is small, the extent of au- 
tomotive experimental work 
in this field is sarge. It is a reason- 
able assumption that within two 
years, every major car producer 
will be using cold extrusion for at 
least one production part. 


It would be surprising if some car 
manufacturers are not using cold 
extrusion for a number of parts 
that now require hot forming and 
subsequent machining or stamping 
and assembly. 

Cold extrusion undoubtedly will 
find a place in each of these 


fields, according to prominent 

automotive processing engineers. 

Basically, cold extrusion is simple. 
Through the use of much stronger 
dies and more powerful presses, 
metallurgists have learned that 
carbon steel, particularly the low- 
carbon grades, is a remarkably 
elastic material. 

Using new die materials and new 
die designs, newly developed lubri- 
cants, pressures and speeds that 
suit the application, a remarkable 
amount of cold forming can be done 


without resulting in failure of the 
material. 

More importantly, size can be 
held very closely. Scrap is virtually 
eliminated. Simultaneously, as the 
steel is cold worked, its strength 
increases—often in the range that 
would otherwise have to be accom- 
plished through heat treatment. 


* * * 


Economy Demonstrated 


OLD extrusion activity is not 
confined to the auto industry 
but it seems probable that many of 
the more spectacular applications 
may eventually be found in Detroit. 
Mullins Mfg. is specializing in the 
production of cylindrical shapes for 
peacetime use. 

In addition to improved strength 
requirements of hydraulic cylinders 
that are produced to close toler- 
ances, it has been adequately dem- 
onstrated that cold extrusion can 
eliminate many operations that 
were formerly needed. 

An example of the practical use 
of cold extrusion was shown re- 
cently before the Society of Auto- 
motive Engineers. One part of the 
assembly consisted of a casting; 
one end was turned and threaded 
and two holes were drilled. This 












































































Campbell Packard Changes Hands— 


The new operator of Campbell Packard, Inc., 22-year-old dealership in Huntington, 
W. Va., is Mays Packard, Inc., with Byron B. Mays (center) as owner. John Herndon 
(left) is general manager. At right is A. W. Bercin, Packard's assistant Cincinnati zone 
manager. 


was joined to a tube that required 
threading at both ends. 

An oil-tight fit was necessary, of 
course. A barrel, turned and thread- 
ed on one end, was required. Two 
powdered metal bushings and a 
spacer completed the assembly. 

A redesign of the part for cold 
extrusion replaced these six pieces 
with one piece. While replacing six 





all-time 


yes, sir.... were at an 


high! 


This picture is a way of reminding you that you have 
to look UP these days if you want the latest facts 
about The National Geographic Magazine. They’re 
facts well worth looking up! 


Since 1945, this favorite magazine of so many American 
families has become a favorite of so many more that 
our paid circulation has increased by a whopping 67%! 


Today, according to the latest ABC score-sheet, 
The National Geographic Magazine's paid circulation 
is at an all-time high of over 2,000,000 copies a month! 


Does that surprise you? Then so will a number of 
other facts about today’s advertising effectiveness 
of The National Geographic. Why not let us tell 


you about them? What we have here is a real model 
for media economy. Ask us to prove it ! 


THE NATIONAL 
GEOGRAPHIC 
MAGAZINE 


Washington 6, D. C. 


owned and read by over 2,000,000 modern families 








individual parts, the following op- 
erations were eliminated: 

(1) Threading a tube at both 
ends; (2) threading one end of the 
base; (3) threading one end of a 
guide; (4) turning one end of a 
base; (5) turning one end of a 
guide, and (6) drilling a center hole 
in the base. 

* * * 


Big Three Experiments 


MANY more examples of cold ex- 
truded parts could be men- 
tioned. Chrysler has been using a 
transmission shaft made by this 
scrapless process for several years. 
At least one small part for a Chrys- 
ler engine is being made by this 


|method. Extensive experimental 
| work on other parts has been car- 
|ried out successfully by Chrysler, 


but the new processing has not yet 


| been adopted for production. 


Pontiac will use cold extrusion 
for the production of at least one 
part of its new V-8 engine, Exten- 
sive experimental work in this field 
is being carried out in cold extru- 
sion at Pontiac and other GM divi- 
sions, 

Ford is known to have a num- 
ber of cold extruded parts in ex- 
perimental production, but a se- 
crecy lid has been clamped on 
this development. Cold rolling of 
splinded axles is reported to be 
one of the developments that is 
well under way at the Rouge. 

With its promise of production 
of parts of high strength -to ex- 
tremely close tolerances with a sub- 
stantial production in machine 
hours and greatly increased output 
per square foot of floor space, it is 
not surprising that the auto indus- 
try has shown a great deal of active 
interest in the new cold extrusion 
methods that were used so success- 
fully in Germany during World 
War II. 

The possibility of producing alu- 
minum pistons by cold extrusion, 
instead of in permanent molds, has 
been seriously considered by at 
least one auto firm. 


GM ii isertlaws 
Invent Device for 
Sorting Metal 


DETROIT. — A fast, non-de- 
structive instrument for sorting 
metal parts with varying alloy 
content has been developed by 


General Motors research labora- 
tories. 
Known as the _ thermoelectric 


metal comparator, the instrument 
is portable, easy to operate and 
usable whenever it is necessary to 
distinguish one part from another 
with composition the only distin- 
guishable feature. 


In plants and warehouses where 
bar stock or parts shipments have 
been scrambled inadvertently, the 
new comparator is expected to be 
a key device in reclassifying ma- 
terials. 


The comparator can detect chills 
in castings, which cause hardness 
differences. Favorable results also 
have been obtained by using it to 
measure thickness of paint films 
and metallic planting. Further in- 
vestigation is underway. 


Dr. Edward J. Martin, head of 
GM research laboratories’ physics 
and instrumentation department, 
said the comparator often accom- 
plishes, by measuring minute tem- 
peratures differences, what is done 
by four other types of analysis— 
chemical, spectrographic, magnetic 
and spark tests. 
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Bendre the only performance PROVEN ei 
Low Pedal Powte Shake - 





Specified by More Car Manufacturers 
Than Any Other Make 


The car buying public has been quick to recognize that the Bendix* Low 
Pedal Power Brake is not only a most desirable new car feature but that 
its effortless, quick and positive braking is a revolutionary advancement 
in motor car control. Thus, the car manufacturer offering his customers 
this advanced feature has a decided advantage over competition. 


That this is an established fact and not a theory is unmistakably proven 
by the ever increasing percent of car buyers specifying the Bendix Low 
Pedal Power Brake on cars offering it as optional equipment . . . tangible 
evidence that the Bendix Low Pedal Power Brake is one of the most 
popular devices offered the public in years. 

This greatest improvement in braking since four wheel brakes is unique 
in many ways. It is, for example, the only low pedal power brake that 
has met the test of millions of miles under all operating conditions. In 
fact, Bendix Low Pedal Power Brake is specified by more manufacturers 
than any other make. Remember, too, this new low pedal power brake 
is the product of Bendix—world’s largest producer of power brakes and 
leader in braking developments since the earliest days of the industry. 


For any car manufacturer interested in adding a big plus to his sales 
story, the Bendix Low Pedal Power Brake is the answer. REG. U.S. PAT. OFF. 


now SUopping 


Is AS EASY as accolnating 











it is no longer necessary to lift the foot and exert leg 


power pressure to bring your car to a stop. With the ? PRODUCTS 

Bendix Low Pedal Power Brake on about the same level Bendix BEN DIX DIVISION SOUTH BEND 
as the accelerator, an easy ankle movement, much like : 

working the accelerator, is all the physical effort re- 


cured fr baking. And by marly svating he toot |B Ty a Bendix 


made in far less time. AVIATION CORPORATION 


kesubt! MORE DRIVING COMFORT, | ya 7 KY] 


LESS FATIGUE AND GREATER SAFETY 








Export Sales: Bendix International Division, 205 East 4 
42nd St., New York 17, N. Y. © Canadian Sales: 
Bendix-Eclipse of Canada, Lid., Windsor, Ontario, Canada 
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Justice Dept. Okay Awaited . . . 


Makers Back Anti-Bootleg Clause 


(Continued from Page 1) 


necessary to avoid any charges in 
the future that the manufacturers 
and dealers were acting in restraint 
of trade. 


a e 

Lge it is known that NADA 

already has approached the 
Federal Trade Commission for ad- 
ditional support in its war on the 
bootleggers, the FTC has refused 
to comment specifically on reports 
that it is conducting its own in- 
vestigation. An FTC spokesman, 
however, said: 

“It is conceivable that boot- 
legging of new automobiles may 
violate some of the laws which 
we administer, but we would not 
announce such an investigation 
until we were ready to take some 
firm action.” 

Meanwhile, Harlow H. Curtice, 
president of General Motors, spoke 
out in support of revising present 
laws to punish dealers who stoop 
to bootlegging. 

At a press conference in Chicago, 
Curtice said GM had been reluctant 
to give up territory security clauses 
and provisions for dealer penalties, 
but had to do so because such re- 
strictive covenants had been ruled 
illegal. 


F A WAY could be found legally | th: 


to reinstate such clauses in 
dealer contracts, Curtice said, GM 
doubtless would do so at once. 

In the meantime, he said, GM 
is doing everything in its power 
to stamp out bootlegging. He ad- 


Chrysler 


(Continued from Page 2) 


Foy, B. E. Hutchinson, W. Alton 
Jones, K. T. Keller, Nicholas Kelley, 
Neil McElroy, R. E. McNeill jr., 
Raymond T. Perring, Carl J. Sny- 
der, C. B. Thomas, Juan T. Trippe, 
G. W. Troost, L. A. Van Bomel, A. 
vanderZee and James C. Zeder. 

Newberg was elected president of 
Dodge in 1951 and a vice-president 
of Chrysler Corp. in 1953. Quinn be- 
came president of the Chrysler divi- 
sion in 1953 and at the same time a 
vice-president of the corporation. 

The statement also lists the fol- 
lowing annual fees and salaries for 
officers of Chrysler Corp.: 

L. L. Colbert, president, $200,900; 
B. E. Hutchinson, chairman of the 
finance committee, $142,267; K. T. 
Keller, chairman of the board, $300,- 
900; Owen R. Skelton, engineering 
consultant, $50,450; Carl J. Snyder, 
operating manager, $75,300; C. B. 
Thomas, vice-president, $75,300; G. 
W. Troost, comptroller, $100,700; A. 
vanderZee, sales. vice - president, 
$110,700; Herman L. Weckler, gen- 
eral manager, $61,667, and James C. 
Zeder, engineering and research di- 
rector, $115,400. 
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mitted, however, that the corpo- 
ration has not canceled any 
dealers in 1954 for that reason. 

Dealers who are _ bootlegging, 
Curtice added, are either lazy or 
selfish and don’t want to put in 
the effort necessary to selling. 

Legal aspects of territorial- 
security clauses, as pointed up in 
Curtice’s statement and by NADA’s 
extreme care in cooperating with 
Federal agencies, has been a chief 
stumbling block to any quick 
action. ; 
* ” > 

RIOR to 1948, most franchises 

included provisions guarantee- 
ing territorial security and pro- 
hibiting bootlegging. Even after 
such clauses were ruled illegal, the 
contracts carried certain other sell- 
ing restrictions. Those, too, were 
removed following a Supreme Court 
decision in 1948. 

Many persons in the industry, 
however, feel that a workable 
clause on _ territorial security 
could be inserted in dealer con- 
tracts and kept within legal 
bounds. 

One such plan which came to 
light last week is an expansion of 
a device suggested by the Kentucky 
Automobile Dealers Assn. 


The plan worked out last week is 
is: 


The factory would change the 
present method of billing to a 20 
percent discount on each car, with 
the balance of the discount payable 
at the end of the month, upon re- 
ceipt of an affidavit from the sell- 
ing dealer showing the sale was 
made in his area. 

. * - 

T= additional amount payable 

would be called a special al- 
lowance for local advertising and 
service. If a complaint was re- 
ceived from another dealer, the 
factory simply would take the re- 
bate off the next check due the 
offender and put the burden of 
proof on him to reestablish his 
claim. 

The dealer would get the 
special allowance only if the car 
buyer lived or had purchasing 
authority in his area. The car 
could not be transferred to an- 
other dealer within 90 days or 
nearer than 1,500 miles away. 
Cars purchased in quantities 
would have the same limitations. 
The car could not be offered for 
sale by a used-car dealer within 
six months or with less than 3,000 
miles, unless it could be proved 
that the original buyer bought the 
car with no intention to resell. 

No request for a reinstatement of 
claim could be made after 30 days 
” * ” 

from the date of disallowance. 
Tos factory would notify a com- 
plaining dealer when a de- 


Plant Scenes Enliven Autocar Manual— 


duction was made against an of- 


fending dealer. The factory also 
would notify the complaining 


dealer in case of change in the 


status of any disallowance. 

The factory would allow funds 
to a complaining dealer for 
service work actually performed 
under warranty, if the complaint 
were established as bonafide. 

Under this plan, the factory 
would keep claims collected, except 
for warranty work. 

* * 


C S. KLUGH, general manager 
* of the Pennsylvania Automo- 
tive Assn., last week questioned the 
sincerity of auto factories in their 
attempts to end bootlegging. 

“Why in the name of sanity did 
General Motors and Ford top 
geniuses make the subject matter 
public?” Klugh asked. “What pur- 
pose did it serve? What was the 
motive? What is the interest of 
the public in the problem of stop- 
ping dealers from selling new cars 
to bootleggers? None whatsoever! 

“This is a problem that can 
only be handled by the factories 
and the dealers. The public is not 
involved by any stretch of any 
idiot’s imagination ...” 

Klugh went on to say that the 
only purpose served through 
publicizing the bootlegging problem 
was to tell the public that a new 
Ford or Chevrolet could be 
purchased at a lower price else- 
where than from an authorized 
dealer. 

“Who cares about first place?” 

(Continued on Page 37, Col. 3) 





Award to Top L-M Salesman— 


Tom Scahill (center), salesman for William & Frederick Motors, Inc. (Lincoln-Mercury), 
San Francisco, receives a $1,000 check as Oakland district winner in L-M's recent 
nationwide sales contest. Harry Crimmins (right), district sales manager, presents the 
award, while Fred Lowery, owner of the firm, looks on. 





Mixed Pattern Is Noted 
In Sales-Tax Activity 


A MIXED pattern of retail sales 

activity is reflected by analysis 
of sales-tax-yield reports from a 
sampling of eight states. 

Declining receipts, compared with 
corresponding levels of a year ago, 
are reported by Arkansas, Kansas, 
Maine and North Carolina, while 
higher yields are noted in Colorado, 
Georgia, Tennessee and Wyoming. 

Arkansas sales taxes, the 
state’s major general revenue 
source, dipped to $2,126,346 in 





Oil Reserves Set Record 


Untapped Supplies Up 1.4 Billion Barrels 


In 1953 Despite 


NEW YORK. — Proved reserves 
of liquid petroleum and natural gas 
rose to new peaks in 1953 despite 
the highest production rates in 
history, according to the American 
Petroleum Institute and the Ameri- 
can Gas Assn. 

Proved reserves of liquid pe- 
troleum now total 34.3 billion 
barrels, and those of natural gas 
211.4 trillion cubic feet, the 
groups said. These represent net 
increases of 1.4 billion barrels in 
liquid petroleum, and 11.7 trillion 
cubic feet in natural gas re- 
serves. 

Liquid petroleum consists of 
crude oil and natural gas liquids. 
The proved reserves of crude oil 
showed a net increase of 984 
million barrels, rising to 28.9 billion 
barrels as of last Dec. 31. Natural 
gas liquids reserves went up 441 
million barrels, from 49 to 5.4 
billion barrels. 

The additions to proved reserves 
were accomplished in the face of 
recordbreaking withdrawals of oil 
and gas in 1953. Production of 


liqyid petroleum was estimated at 


2.6 billion barrels, and that of 
natural gas at 9.2 trillion cubic 


feet. 


New supplies of liquid pe- 
troleum developed in 1953 ag- 
gregated slightly more than four 
billion barrels, according to API. 
This means that for each barrel 
of oil withdrawn’ from the ground 
last year, the industry found 
enough not only to compensate 
for each barrel produced, but 
also to add slightly more than 
half a barrel to reserves. 
Natural gas supplies developed 

last year amounted to almost 21 
trillion cubic feet for each cubic 
foot of gas withdrawn from the 
ground, 1.27 cubic feet were added 
to reserves. 

The joint report also covers re- 

visions of previous estimates and 


Mitchell Dealers Elect 


Freeman President 
MITCHELL, S.D.—The Mitchell 
Automobile Dealers Assn. has elect- 


Peak Production 


extensions of known pools. The re- 
serves represent known supplies, 
the location and extent of which 
have been established by continu- 
ous drilling programs. 

They do not include any estimate 
of the oil or gas in the U. S. which 
later may be found to underlie the 
vast acreage known to be favorable 
to the accumulation of oil and gas 
but which still remains untested. 





Auto Maniacs Schedule 
Parley in Detroit March 27 


DETROIT. — Problems of roads 
and auto building will be the main 
topics at the national spring con- 
ference of the Auto Maniacs of 
America, scheduled for March 27 at 
the Hotel Detroiter here, according 
to Harold L. Mayer, executive 
secretary. 

Cecil Fausch, regional director of 
the National Highway Users Con- 
ference, will speak on the topic, 
“Adequate Roads Don’t Cost— 
They Pay.” Fred Cowin, Cadillac 
research engineer, will discuss the 
question, “Building a Motor Car 
as the Motorist Would Build It,” 
touching on the likes and dislikes 
of car buyers. 

The program also will feature 
movies, exhibits and plans for 
motor hobbyists. 


February, compared to $2,323,708 
@ year ago. 

Sales-tax collections in Colorado 
during February were $2,521,600 
compared with $2,295,810 in Febru- 
ary last year, a jump of $225,790 or 
nearly 10 percent. 

Georgia’s sales-tax collections in 
February were $7,616,288, an in- 
crease of $249,763 over a year ago. 

o z * 
GALES TAX revenue in Kansas 
dropped to $3,621,887 in Janu- 
ary, 6.36 percent lower than Janu- 
ary, 1958. 

Maine sales-tax revenue for 
January and February ran below 
corresponding months last year. 
Despite the decline, total receipts 
in Maine for the fiscal year from 
July through February were 
higher than for the correspond- 
ing period a year ago. 

The tax returned $916,474 in Feb- 
ruary, compared to $926,632 a year 
ago. January returns from the tax 
totaled $1,321,302, compared with 
$1,370,515 for the year before. 

For the fiscal year to the end of 
February, the tax has netted Maine 
$9,603,749, compared to $9,540,808 to 
the end of February, 1958. 

* e s 


For the second month in a row, 

sales-tax receipts in North Caro- 
lina showed a decline of 3.04 per- 
cent. Collections totaled $4,022,376, 
a decrease of $126,050 from receipts 
in the same month a year ago. A 
month before, North Carolina’s 
receipts were off 3.32 percent. 

Tennessee’s sales-tax income 
for the first two-thirds of the 
current fiscal year totals $35,308,- 
620, an increase of 4.46 percent 
over the same period last year. 

Collections in Wyoming totaled 
$658,000 in February, an increase 
of $6,000 over the same month the 
vear before. 


SPS Vertical Labels 


JENKINTOWN, Pa. — Standard 
Press Steel Co., manufacturer of 
socket head screws and fasteners, 
is now printing its products labels 
vertically. SPS distributors report 
that the new label greatly speeds 
order checking and stock picking. 














ed the following new officers: 

President, Tom Freeman (Dodge- 
Plymouth); vice - president, Chuck 
Rozum (Ford-Mercury), and secre- 
tary-treasurer, J. J. Verschoor 
(Chevrolet). 


To help capture the prospect's attention, the new sales manual of the Autocar 
division of White Motor Co. utilizes photographs placed all around on the divider 
stock. Tabbed along the outside edge, the dividers, which provide a means of quick 
reference to various sections of the manual, show the prospect some of the steps 
in the manufacture of the firm's vehicles. The eight dividers show plant scenes on 
both sides of the sheet. 


Auto, Shoe Styles Have Rendezvous— 

The Stone shoe store of Cleveland displayed this 1954 Nash Ambassador durinc 
its introduction of Italian-styled shoes. The car also was styled by an Italian, Pinir 
Farina. Colorful indoor and outdoor displays centered around the exhibit. 
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Q3.A. Why, year after year, does 
| The Saturday Evening Post carry the 


most automotive advertising—and in 

every category? (In 1953, it was 386 
pages ahead of the second magazine 
and carried more than twice as many 
pages as the third.) The answer is that 
Post readers are live prospects. And 
millions believe in shopping the Post 
first before buying any- post 3 
thing from a new car to a 
a battery. The Post gets fim 
to the heart of America. fm 





a 
Metro 
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litan ‘Built to U. S. Taste’... 





Nash Bares Small Car 


Starting at $1,445 


(Continued from Page 1) 


Ga.; San Francisco; Seattle; New 
York; Boston; Portland, Ore.; 
Halifax, N.S.; St. Johns, N.B., 
ahd Vancouver, B.C. 

The ports of Tampa, Fla., and 
Mobile, Ala., are scheduled to be 
used soon. As navigation opens up, 
Canadian and Great Lakes ports 
will be utilized. 

* + * 

oe testing on cross 

country runs, proving grounds 
and an officially sanctioned race 
track have established the gasoline 
consumption of the 42-horsepower 
Métropolitan to be up to 40 miles 
per gallon at normal highway 
speeds. 

These tests also recorded top 
speeds in excess of 70 miles per 
hour and day-long operation at 
60 to 65 miles per hour. 

Originally shown in a series of 


“surview” showings across the 
country in 1950, the prototype of 
the Metropolitan, under the name 
NXI, was literally redesigned by 
the American public who expressed 
opinions in person and by question- 
naire in a survey covering 235,000 
people. , 

In developing the original con- 
cept of an American type of 
“small car,” 38 different cars from 
all over the world were pur- 
chased, tested and evaluated un- 
der the direction of M. F. Moore, 
Nash research vice-president. 
These cars ranged from one- 
cylinder engine vehicles through 
three- wheel and _ rear - engine 
types. 

Doss said the Metropolitan “pro- 
vides a solution to traffic congestion 
and parking problems for those 





S2us 


PENQ-| 


THE NUMBER 15245 ON THIS BEARING 
CUP coupled with 15123 on the cone tells you 
it’s a certain size tapered roller bearing com- 
monly used on front wheels. But with the 
trade-mark ““Timken®” also stamped on the 
bearing, the number tells you a great deal 
more — about the quality that’s built into the 
bearing and the service that goes with it... 


TAILOR-MADE FOR BEARINGS—To be 
sure of getting steel to meet our exacting re- 
quirements we make our own. This piercing 
mill turns out high quality seamless tubes for 
bearing cones and cups. It uses the special 
“elongator” process, developed by the Tim- 
ken Company, to give closer size tolerances 
than conventional mills. 











| 
| 


* * * 


driving in highly congested metro- 
politan areas. 

“We do know that the Metropol- 
itan will not replace the family car, 
because it was not designed as a 
substitute,” he said. “We deliber- 
ately created maximum front seat 
comfort and spaciousness, perform- 
ance and economy, for two adults, 





SO ACCURATE that gage blocks stick to the plate. Flat to 
within 0.00007 inch, this 36’’ x 60” surface plate is one of the 
scientific devices used in our tool inspection laboratory to keep 
our gages accurate—the indispensable must for super-quality 
Timken tapered roller bearings. 


CONSTANT IMPROVEMENT —resulting from never-ending 
research and development. This machine studies the effects of 
vibration on bearings. It’s part of our program to make bearings 
last even longer. So when you specify a bearing number, specify 
“Timken’”’ too. And for full value always use a Timken bearing 
cone with a Timken bearing cup. The Timken Roller Bearing 


Company, Canton 6, Ohio. 






Built Like Other Nash Models— 


The Metropolitan utilizes the Nash unitized Airflyte body construction. In unitized 
construction, the function of the body and frame are integrated into an all-welded 
unit. According to Nash engineers, the parts of the underbody, floor and frame un't 
are interchangeable between the convertible and hardtop models. 


- * * 
with adequate room for three. A 
utility seat in the rear provides for 
children.” 





x * x 


oo new in size, the Metro- 
politan incorporates many styl- 
ing details found in the Nash Am- 
bassador, Statesman and Rambler 
models. Overall length is 149% 


What else does the 


number tell you? 


t 








TIMKEN is number 1 for VALUE where value counts most...in the vital zone 


TRADE MARK REG. U.S. PAT. OFF 


NOT JUST A BALL © NOT JUST A ROLLER (> THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL d AND THRUST -(@~ LOADS OR ANY COMBINATION 


inches, width 61% inches and heig it 





54% inches. 

The front grille consists of a 
single diecast horizontal bar with a 
Nash medallion in the center. Tie 
Weather Eye intake extends tle 
width of the hood, and is an in- 
tegral part of the overall design. 


The windshield is of one-pie.e 
flat laminated safety glass, framed 
in chrome. The glass area is 5¢9 
square inches, with lower edge 
shaped to follow the hood and 
fender contours. 


The large wrap-around three- 
piece rear window on the Metro- 
politan hardtop has an area of 821 
square inches. The center section 
is flat and separated from the 
two curved sections by chrome 
dividers, The entire rear window 
is framed with chrome. 

The vinyl top of the convertible 
is supported by a folding metal as- 
sembly that has been designed to 
combine maximum weather protec- 
tion with simple lowering proce- 
dures. It features a_ three - piece 
vinylite rear window. 

+ . x 

tt square-cut doors are front- 

hinged, and the “dropped” por- 
tion allows the occupants to com- 
fortably rest their elbows on the 
window sill. The outside door 
handles are of the safety push- 
button type. The side windows of 
both models have attractive chrome 
frames, and may be lowered com- 
pletely. 

The continental spare tire car- 
rier is of the stationary non- 
swiveling type, with the rear li- 
cense light and bracket mounted 
on the spare wheel hub cap. The 
spare wheel has an off - white 
vinyl cover. 

The hood is lowered to provide 
maximum forward vision. The air 
scoop on the hood is a styling ele- 
ment, 

Front fenders are placed above 
the hood line, as in all Nash models. 
Both rear fenders are visible to the 
driver. 

7 es * 

HE instruments are located di- 

rectly in front of the driver in 


|}a single cluster. Speedometer, odo- 


meter, fuel gauge, oil pressure 


(Continued on Page 29, Col. 1) 





‘Interior Styling— 





Instruments are located in a_ single 
cluster, and the glove compartment is of 


| the open type. One upholstery combination 


is available—old ivory leather and beige 
nylon cord, with black and yellow stripes. 
Inside door panels are finished in ivory 


plastic and striped vinyl. 
Dealership Sued 


For Selling Car 
To Death Driver 


KNOXVILLE, Tenn. Thad 
Cheatham Motors, Inc. (Lincoln- 
Mercury), and James R. Fritts, 19, 
are being sued for $345,000 dam- 
ages as the result of a traffic ac- 
cident Jan. 11 which cost the life 
of Kenneth Johnson, 18. 

Fritts, driver and owner of the 
car, had just purchased it from 
the dealership with money alleged- 
ly stolen only a few hours before 
the accident. 

The suits charge that the dealer- 
ship entrusted Fritts with a car 
when it should not have. 

Placed in Eastern State Hospital 
a mental institution, for obser- 
vation after indictment on a man 
slaughter charge, Fritts also has 
been indicted on a charge of lar- 
ceny in connection with the theft 
of $2,516 from a local restaurant 

Jessie Johnson, mother of the 
victim, is suing Fritts for $250,00( 
damages, and Dorothy L. Williams 
sister of Delores Williams, 17, whc 
was injured in the crash is suing 
the dealership for $95,000. Miss 
Williams was a passenger in John- 
son’s car. 





’ 
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SELL MORE MEN TO SELL MORE CARS 


AND AUTOMOTIVE PRODUCTS 


4 out of 5 times men (not women) buy the family car 
4 out of 5 times men (not women) choose the make bought 


sell more men fo sell your cars! 


9 out of 10 times men (not women) buy the tires and tubes 
9 out of 10 times men (not women) choose the brand purchased 


sell more men to sell your tires and tubes! 


9 out of 10 times men (not women) buy the car battery 
9 out of 10 times men (not women) select the brand bought 


sell more men to sell your batteries! 


And 10 sell more men effectively and economically in 1954 sell them in... 







AMERICA’S LARGEST SELLING MAN’S MAGAZINE 


TRUE 


Circulation guarantee: 1,750,000 THE MAN’S MAGAZINE 


A FAWCETT PUBLICATION, 67 WEST 44th STREET, NEW YORK 36, N. Y. 


Detroit Office: 
r » 1659 Guardian Building 
eo -— Detroit 26, Michigan 
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Highways & Safety... 





Young Drivers Cause 
Insurance Headache 


By Gerhardt Neumann 
Staff Writer 


ASSACHUSETTS drivers under 
25, who represent 17 percent 
of the car-owning public, are near- 
ly three times as 
bad as the 70 
percent over 25, 
is the finding of 
@ survey under- 
taken by the 
Casualty In- 
surance Co. of 
Massachusetts. 
(The other 13 
percent are cars used in business.) 


The survey, which is based on 
1952 accident figures, cites young 
drivers from Chelsea, Revere and 
Springfield as “worst.” 

It is claimed that Revere 
drivers under 25 were 170 percent 
more costly to the insurance firm 
than older drivers. For the young 











DELCO RADIO 


drivers, it was one personal in- 
jury claim for every four cars; 
for older drivers, one in 10. 
The young Chelsea drivers were 
81 percent more costly than their 
elders. There it also was one claim 
for every four cars against one 
in seven for the older motorists. 
The young Springfield drivers 
were 148 percent more costly than 


Bratcher, Triplett Elected 


To L-M Regional Council 


DALLAS. — J. B. Bratcher, of 
Plainview, Tex., and Fritz L. Trip- 
lett, of Sherman, Tex., have been 
elected Dallas district delegates to 
Lincoln-Mercury’s southern region 
dealer council. 


Bratcher was named chairman of 
the district council, with Triplett as 
alternate. 


e DIVISION OF GENERAL MOTORS -e 


AUTOMATIC m \ 
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the older group, despite the fact 
that claims totaled one in 11 cars. 
Claims by older persons were one 
in 25. 


* * * 


Selfishness on the Road 


ELFISHNESS and ruthlessness 

were blamed as the foremost 
accident factors by Thomas N. 
Boate, accident prevention § de- 
partment manager of the Assn. of 
Casualty & Surety Companies, at 
the recent Southern Safety Con- 
ference in Louisville. 

“The manner in which the auto- 
mobile is used,” Boate deciared, “or 
misused, in America today is one 
of the cruelest and most blatant 
expressions of arrogant mass self- 
ishness of which mankind has ever 
been guilty.” 

He described the public as “in- 
different, complacent and non- 
chalant about traffic accidents,” 
adding that a mania for speed 
was another principal cause for 
accidents. 

Boate called for expansion of 
driver education in schools, broad- 
er mass education, adult driver edu- 
cation and psychological testing of 
drivers. 

This attitude, he declared, can 


only be overcome by the enactment 


force and the 70-mile speed limit, 


of uniform traffic laws, effective| (The New Jersey pike has a 60- 


licensing procedures, stricter law 
enforcement, stiff penalties for of- 
fenders, broader use of license rev- 
ocation and suspension authorities, 
together with emphasis on “atti- 
tude development that will teach 
the youth of the country to live 
safely with the automobile.” 


* + * 
Which Pike Is Safer? 
HICH is safer — the New 
Jersey or the Pennsylvania 
Turnpike? 


A study of the Keystone Auto- 
mobile Club presents the following 
summary: 

There were 91 fatalities in 1953 
on the Pennsylvania road, and 36 
on the New Jersey expressway. 
But the total vehicle mileage in 
Pennsylvania was 1,205,329,762, or 
38.5 percent greater than New 
Jersey’s total of 870,445,941. 

The survey also states that the 
323-mile-long Pennsylvania pike 
is patroled by 87 troopers, while the 
New Jersey pike of 118 miles has 
a 77-man patrol. 

The Club believes that the great- 
er death toll in Pennsylvania is 
due to the inadequacy of the patrol 
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Delco Signal-Seeking Tuner 
takes the human error out of auto 
radio tuning... automatically ! 


Delco% Signal-Seeking Tuner—an exclusive 


Ge 


al Motors development—eliminates the 


hyman error in auto radio tuning by elim- 


ating human effort! Here’s how it works: 
Touch the selector bar and this tuner brings 


same hairline accuracy . . 
the dial. The Signal-Seeking Tuner adds to 
motoring safety by making it unnecessary to 
shift your eyes from the road to select a 
station . . . it tunes with amazing speed 
and sureness for your greater safety and 


in a station, electronically and automatically 
—wherever you drive! Press the bar again, 
and the next station comes in tuned with the 


. and so on across 


listening pleasure. This exclusive Delco Radio 
feature is now available on several fine 
American cars. Ask your car manufacturer. 


KOKOMO, 


INDIANA 


mile speed limit.) 

“More police and less speed con- 
ceivably could spell the differ«nce 
between a safe road and a potenti- 
ally dangerous one,” it is poirted 


out. 
* + * 


Teen-Agers Plan 


National Roadeo in 
Capital, Aug. 10-14 


Jaycees in more than 800 com- 
munities will start local preliminar- 
ies Apr. 1 to the third national 
Teen-Age Roadeo to be held in 
Washington Aug. 10-14. 

The contests, which are patterned 
after the national truck roadeo, are 
sponsored by the U.S. Junior Cham- 
ber of Commerce, the Liberty Mu- 
tual Insurance Co. and the Amer- 
ican Trucking Assns. 

State contests will be held in June 
to select the 50 finalists for Wash- 
ington. Last year more than 80,000 
teen-agers participated in the con- 
tests. 

The competition is open to drivers 
who have not reached their 20th 
birthday on or before Aug. 14. Each 
entrant must have a driver’s license 
or learner’s permit, and must not 
have been convicted of any traffic 
violation for six months prior to the 
contest. 

The contests include a written ex- 
amination, driving skill exercises 
and driving in traffic. Five national 
winners will receive scholarships 
ranging from $250 to $1,250, along 
with trophies. 

= 


Ford Nemes Platt 
To Safety Post 


Appointment of Fletcher N. Platt 
as manager of the traffic safety and 
highway improvement department 
of Ford Motor Co. 
was announced 
last week by Ger- 
ald J. Lynch, 
manager of the 
office of defense 
products and gov- 
ernmental rela- 
tions. 

Platt will evalu- 
ate and coordi- 
; nate Ford’s activ- 

a ~ . ities in the pro- 
Fletcher N. Platt motion of modern 
streets and highways and reduc- 
tion of traffic accidents. He also 
will work with governmental, civic 
and private agencies engaged in 
similar activities. 

Platt joined Ford in 1950 in the 
truck and fleet sales department of 
the Ford division. From 1951 until 
his present appointment he was a 
member of the company’s product 
planning committee. 


Civic Duty 
Pa. Dealers Giving 400 Cars 


To Teach Drivers 

Pennsylvania's new-car deaiers 
now contribute $1 million to safety 
education in the State by providing 
about 400 cars for use in driver 
training programs in high schools, 
a meeting of Cambria County (Pa.) 
dealers in Johnstown was told. 

Edwin W. Parkinson, assistant 
manager of the Pennsylvania Auto- 
motive Assn., said that 444 high 
schools in Pennsylvania are offer- 
ing driver education, with about 
45,000 students enrolled. 

He cited a 3 percent decline in 
both traffic fatalities and pedestrian 
deaths in 1953 from the previous 
year. 

Urging his listeners to continue 
their safety efforts, Parkinson 
stressed that a part of PAA’s 
program for improvement of traffic 
safety is the active support by 
dealers of the driver training 
program in schools. 

. + . 


H & S Shorts 


R. E. Donovan, of Standard Oil 
Co. of California, is the chairman 
of the newly formed west coast 
subcommittee of the highway safe- 
ty committee of the Private Truck 
Council of America . .. Mason Ma- 
hin, attorney for the Kansas State 
Highway Commission since 1951, 
has joined the legal division of the 
Automotive Safety Foundation. 
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AUTOMOTIVE WASHINGTON 
' Tax Revision Defended 


As Easing of Inequities 


By William Ullman 


Washington Correspondent 


CS | that the pending tax revision bill is for the 
benefit of the wealthy alone were challenged last week 
by the Council of State Chambers of Commerce as “patently 
false.”” An accompanying council study listed seven major 
features of the bill which it said give relief from tax in- 
equities to the public ne ST ERE SS ar ore 
ally. Pointing out that the) the National Distribution Council, 
purpose of the tax revision| parent of the Office of Distribution. 
bill is reform of the Internal Rev- 

enue Code—not tax reduction, the} A Taxing Week 

study urged that the bill be con- vus week is expected to be a 
sidered on its merits. hummer — taxwise — on Capitol 

The council cautioned Congress | Hill. The end of the week, which 
“not to endanger the success of this| will leave only three legislative 
great effort by tying it in with the| days before Apr. 1, should produce 

<a important but side | the House-Senate positions on ex- 
issue of general! cises and tax revision. 
tax relief.” Unless Congress can reach an 

Inequities which | ——— an - ~ 
the bill will cor- | 
rect, the council | 
said, involve new | 
allowances for) 
child care ex- 
penses, medical 
expenses, credit 
for dependents, 
heads of families, 
retirement in- 
come, soil conservation expenses | 
and dividend credits. 

Features which would provide in- 
centives for economic growth in-| 
clude relief from double taxation of 
dividends, greater flexibility of de- | 
preciation allowances, a new rule | 
on corporation surplus accumula- 
tion and deductions for research | 
and development. 

There seems to be little doubt 
that this important bill will be} 
vetoed if any heavy specific revenue | 
losses are tide in with it through | 
politics. 











William Uliman 


x * x 


‘Compounded Confusion’ 


HE U.S. Chamber of Commerce 

last week raised a question on 
one provision of the tax revision 
measure reported by the House 
Ways and Means Committee. 

Chamber tax experts think “com- 
pounded confusion” might result if 
“pay-as-you-go” taxes for corpora- | 
tions are written into law, as the} 
measure provides. 

The present law provides that 
corporations pay taxes on any 
year’s income the following year. 
The new bill calls for corpora- 
tions with more than $50,000 tax 
liability to pay part of each year’s 
estimated tax liability in Septem- 
ber and December of the same 
year. 

This was the “speedup” provision 
that President Eisenhower’s budget 
message proposed for all corpora- 
tions. But somewhere in committee 
processes the idea was amended to 
exempt corporations whose tax li- 
ability was less than $50,000 a year. 

The confusion would rise at the 
$50,000 margin. 

“Assume for example,” the cham- 
ber explains, “a corporation which 
estimates in September that its 
liability will be about $49,000 and 
that no tax payment would be due 
at that time, only to find in Decem- 
ber that its actual liability will be 
slightly more than $50,000. It obvi- 
ously will be impossible for such a 
corporation to comply with the 
law.” 


* * x 


Market Guide Appears 


OL. 1, Number 1 of “Distribution 

Data Guide,” compiled by the 
Office of Distribution, a unit of the 
Business and Defense Services Ad- 
ministration, Department of Com- 
merce, appeared last week. 

It is to be issued monthly, list- 
ing publications and reports con- 
taining basic information and sta- 
tistics for use in market research, 
merchandising, sales promotion, 
advertising, etc. 

Copies of the guide will be dis- 
tributed free upon request during a 
preliminary period, after which it 
is anticipated that the service will 
be placed on a regular subscription 
basis. 

Frederick J. Bell, executive vice- 
president of NADA, is a member of 





agreement on taxation that will 
bring the Treasury revenue in 
accordance with the views of 
President Eisenhower, a veto of 
the whole works may result. 

At the moment, the President 
says the Treasury can’t stand the 
tax reductions that most Demo- 
crats, and some Republicans, seem 
ready to vote. 

Debate on the subject should 
reach its peak during the next few 
days. House Speaker Joe Martin 
has predicted that President Eisen- 
hower will veto the tax revision bill 
rather than accept added loss in 
revenue. 

Politics is indeed a tough game. 

* x * 


Buyers’ Strike Feared 

URING consideration of the 

House tax bill, only one Repub- 
lican, Rep. Thomas Curtis, of Mis- 
souri, spoke against the decision of 
the GOP conference to set a one- 
year limitation on the extension of 
the motor car, gasoline, liquor and 
automotive parts excises, which the 
Ways and Means Committee later 
approved and offered as an amend- 
ment to the bill. 


Curtis said that putting a fixed 





N fact, 7 Lincolns were 

in the list of the 10 prize 
winners in the recent 
annual Mexican Pan- 
American stock car race 
and all were equipped 
with Thompson Front 
Suspension Ball Joints. 


This severest automotive 
test in the world... 1,912 
miles over every type of 
roadway .. . has proved 
beyond the shadow of a 
doubt that Thompson’s 


famous Front Suspension Ball Joints provide the easiest 
handling and steering control in automotive history. 


In addition, Thompson’s ball joints reduce lubrication 
points from 12 to 4... 


eliminate front end suspension 
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as the end of the tax draws near. 

He claimed that buyers had held 
off this year—especially in the auto 
market—expecting the Apr. 1 de- 
creases to occur, and that they will 
do the same next year when the 
expiration date approaches. 

* * * 


Ready for Roads 
CCORDING to the International 
Road Federation, considerable 
highway development is contem- 
plated under the U.S.-Spanish 
agreement. 

In anticipation of an intensified 
roads construction program, says 
the IRF, the Spanish Roads Assn. 
has inaugurated a school for 
training operators and mechanics 
of roadbuilding equipment. 

Three U.S. contractors have been 
selected to perform construction 
work at several military bases in 
Spain, in accordance with U.S.- 
Spanish military and economic as- 
the report 


Foxes Switch— 


Ed J. Fox (left, president of Fox Bros., 
Inc., St. Paul, signs a Dodge-Plymouth | ~: 
franchise while his brother, Frank V. Fox, |SiStance agreements, 
looks on. Standing behind them is R. P. | S@YS. 
Hart, regional manager. The firm had 
represented Nash since 1939. 


Hamrick Elected 
At the annual meeting of Ham- 
date for expiration of excises is | rick Motor Co. (Ford) Greenwood, 
“economically defenseless” be- |Miss, L. F. Hamrick jr. was 
cause it fosters “buyers’ strikes” | elected vice-president. 


This Thompson ‘Engineered Steering’’ development is a good example of 
Thompson cooperation with the automotive industry for more than 50 years. 


[F2"3" and 4™ PLACE WINNERS 
OF WORLDS TOUGHEST ROAD RACE 


were Lincolns, equipped with Thompson Front Suspension Ball Joints 


bind ... create new space for wider modern engine 
design ...and increase service life many times over. 


Thompson’s front suspension ball joints, used suc- 
cessfully on Lincolns for the past two years, are now 
found on the latest Mercury and Ford models. 


If you have a steering problem you'd like to talk over 
with Thompson’s skilled and experienced engineers, 
just write, phone or wire Thompson Products, Inc., 
Michigan Plant, 7881 Conant Avenue, Detroit 11, 
Michigan. 


You can count on 


Thompson Products 


MICHIGAN PLANT 
FRUITPORT 


DETROIT PORTLAND 















New Dodge Firearrow Bows in Chicago— 


The newest Dodge Firearrow, a four-passenger convertible with a Regimental Red 
body and black top, made its debut at the Chicago show. Although essentially an 
idea car, it incorporates latest engineering advances. The car is equipped with a 
150-horsepower Red Ram V-8 engine, PowerFlite transmission, hydraulic brakes, safety 
rim wheels and high-roll-center front suspension. 





Teachers to Focus on Auto Industry 


TROY, N. Y.—The automotive in- 
dustry will be host May 14-15 to the 
fourth session of the Industrial 
Council, a semi-annual forum of 
education leaders along with exec- 
utives and scientists of American 
industry, organized by Rensselaer 
Polytechnic Institute. 

The session will be held on the 
RPI campus with approximately 
1,000 industrialists, educators, writ- 
ers and public-opinion experts in 
attendance. Principal addresses will 


be made by leaders of the auto in- 
dustry. 

The purpose of the council is to 
promote better understanding of in- 
dustry’s key role in today’s world. 
In preceding sessions, the oil, chem- 
ical and electrical manufacturing 
industries were hosts to nearly 2,000 
high-school teachers from across 
the nation. 

The automotive session of the 
council has been indorsed by the 
Automobile Manufacturers Assn. 


AUTO 
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With the Staff.. 





ALONG DETROIT'S AUTO ROW 


The Art of Selling 
“The trouble with the salesmen 
of today is they don’t know how to 
do anything but take orders,” says 


_|a dealer handling a medium-priced 


independent make. 

“Most of them can’t do any- 
thing but talk price. If another 
maker comes out with something 
new, they have to start compar- 
ing their car with the new make. 

“They’ve lost the art of selling 
their car on its merits alone. If 
they can’t do that, they might as 
well go back to operating an eleva- 
tor.” 

+ * * 
Looking to Weather 

Disheartened by sales so far this 
year, one Big Three dealer still re- 
tains an optimistic view of the 
future. 

His rosy outlook, he says, stems 
from the fact that warmer weather 
isn’t far off and “there’s nothing 
like hot weather to bring out the 
bugs in the old cars.” 

“That’s the time,” he says, “when 
the people that can’t afford a new 
car will keep our service depart- 


ment busy and the ones that can 


will be buying as usual.” 
o * * 
Gloom Hurts Sales 

“It’s these prophets of gloom 
that are ruining the automobile 
business,” says a large indepen- 
dent dealer. 

“Warmer weather should bring 
out a lot of potential customers,” 
he says, “but we’re not going to 





Tenn. High Court Rules 


Title Amendment Valid 


NASHVILLE.—Tennessee’s 
controversial title - law 
amendment, which was adopted 
in 1953, has been ruled constitu- 
tional by the State Supreme 
Court. 


Earlier, two Davidson County 
judges had ruled the amendment 
invalid on grounds that the body 
of the act was broader than the 
caption. 

The act raised title-law fees, 
canceled license plates on vehi- 
cles sold or transferred after 
Sept. 1, and provided for a manu- 
facturer’s certificate of origin. 





A money-saving message for used car dealers . . . 





BUT ONLY THROUGH THESE 100% SAFE FIDELITY TITLE-INSURED AUCTIONS 


Baker Auto Auction 
Capitol Auto Auction 
Cofield Auto Auction 
Columbus Auto Auction 
Concord Auto Auction, Inc. 
Dixie Auto Auction Sales 
Dixie Motors Auto Auction 


Red Farmer's Auto Auction, Inc. 1010 S. State St., Jackson, Miss. 


Mauldin Auction Sales, Inc. 
Middle Georgia Auto Auction 
Montgomery Auto Auction © 
Page Bros. Auto Auction 
Southern Auto Sales 

Tinnin Auto Auction 


Mr. Auto Auction Owner: 


It costs you nothing to learn how Fidelity Title Insurance builds volume for 
ainst money and time losses due to invalid titles. 
or the full story. 


you... protects you a 
Write, wire, or call today f 


FIDELITY INSURANCE COMPANY 


Gulfport Airport, Gulfport, Miss. Thur. 

4365 Florida Ave., Baton Rouge, La. Fri. 

Boaz, Ala. ; Mon. 

2603 Cusseta Road, Columbus, Ga. = Thur. 

29 Sudbury Road, Concord, Mass. Mon. & Fri 

217 Gadsden Road, Birmingham, Ala. Mon. 

718 Angier Ave., Atlanta, Ga. Tues. & Fri. 
Wed. 

3601 S. 7th St. Rd., Louisville, Ky. Tues. 

1227 New Buncombe, Greenville, S.C. Tues. 

Eastside Highway, Macon, Ga. Wed. 

729 N. Court St., Montgomery, Ala. Wed. 

35th at Divine Sts., Chatt., Tenn. Wed. 

Rt. 5, Warehouse Point, Conn. Wed. 

Buckwalter Stadium, Meridian, Miss. Tues. 


OF TENNESSEE 


204 Stahiman Building 


Nashville, Tennessee 


sell anything as long as news- 
papers and radio keep telling peo- 
ple the world’s ready to fail 
apart.” 

' ° . * 


Rumor Yields $10 


A Detroit dealer has won himself 
a $10 wager in disproving the ru- 
mor that the panoramic windshield 
cracks when the ’54 Buick is jacked 
up. 

“Sure, we’ve had a couple cases 
of cracked windshields,” he says, 
“but we had a couple last year, 
too. It doesn’t mean a thing. Most 
every time a windshield cracks, 
it’s caused by a binding screw— 
not by stress or strain on any 
part of the chassis.” 

The dealer put up $100 to $10 for 
a challenger, who claimed he had 
“it straight from the horse’s mouth” 
that the glass would “pop out” when 
the car was jacked up. 

* ¢ @ 


Prices and Taxes 

“Things just can’t get any bet- 
ter as long as this talk is going 
on about cutting taxes and 
prices,’ says a dealer in a 
medium-priced Big Three line. 

“Everybody,” he explains, “is 
either waiting for the big break 
in prices or is afraid to spend his 
money for fear that he may be 
out of work next month.” 


Ford of Canada 
Hits New Peak 
For Dollar Sales 


WINDSOR, Ont.—An increase in 
the sale of vehicles by Ford Motor 
Co. of Canada, Ltd., raised total 
dollar sales in 1953 to a new record, 
President Rhys M. Sale told share- 
holders last week in a preliminary 
report on last year’s operations. 

The total value of sales at $309,- 
443,029 represented an increase of 
$41,759,060 over 1952. Sales in 
Canada totaled $287,469,995. an in- 
crease of $59,612,643, or 26 percent. 

Unit sales of Ford of Canada 
cars, trucks and tractors in do- 
mestic and export markets in- 
creased 20 percent to a total of 
165,802. 

Particularly significant in the 
1953 operations, Sale said, was Ford 
of Canada’s increased share of the 
Canadian market for new cars of 
the North American type, which 
rose from 26.4 percent in 1952 to 
32.3 percent in 1953. Truck sales 
represented 28.8 percent of the total 
truck market in Canada, compared 
with 26.9 percent in the preceding 
year. 

Higher dividends were received 
from wholly owned subsidiary 
companies overseas, amountings to 
$9,434,013, after taxes withheld at 
source, compared with $4,615,161 in 
1952. 

This additional revenue from 
overseas resulted in an increase of 
30 percent in Ford of Canada’s net 
profit after taxes, which amounted 
to $20,029,513, compared with $15,- 
342,920 in 1952. 

However, operating profit, which 
might normally be expected to rise 
proportionately with the higher 
volume of sales, decreased to $17,- 
022,833, as compared with $22,621,- 
281 in 1952. Profit on operations 
was affected adversely because the 
accounts for the year reflect pre- 
production expenses and ab- 
normally high costs during the 
period in which production was 
being built up in the new Oakville 
assembly plant, the report said. 

At Windsor, as well, pre-pro- 
duction expenses were incurred in 
connection with the development of 
the new engine plant which is just 
starting into partial production. 

The ratio of current assets to 
current liabilities at the end of 
1953 stood at 2 to 1, compared with 
2.23 to 1 at the end of 1952. 


Pelunis Expands 
A. D. Pelunis, DeSoto-Plymouth 
dealer, has announced a $100,000 
expansion for his Cleveland-area 
dealership, Included in the program 
are a new paint-spray booth, bak- 
ing oven and plant enlargement. 
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town, Pa. had a net income of 
$1,081,970 in 1953, only slightly be- 
jow 1952’s record of $1,106,098. 

Volume for 1953 amounted to $77,- 
211,569, compared with $90,815,915 
n 1952. 

F. R. Wills president, told stock- 
holders that there was no reason to 
anticipate a serious break in the 
nation’s economy in 1954. He added 
that sufficient funds are on hand to 
accommodate the business of the 
firm’s expanded organization. 

os . - 


Canada International Nickel 


Lists Decline in Earnings 

Net earnings in 1953 for Inter- 
national Nickel Co. of Canada were 
$53,694,526, down from the 1952 
earnings of $58,891,282, according 
to John F. Thompson, chairman, 
and Paul D. Merica, president. 

Last year’s sales amounted to 
a record $338,579,995. Sales in 1952 
totaled $314,228,747. The decreased 
earnings were charged to higher 
labor and material costs and to an 
increased provision for depreci- 
ation. 


* * * 
°53 Profit of $3,748,611 
Is Reported by Clevite 
Clevite Corp., Cleveland, reports 
a profit of $3,478,611 for 1953, com- 
pared with $3,444,240 in 1952. 
Sales totaled $71,304,940, accord- 
ing to James L. Myers, chairman 
and president, against $54,103,077 
the year before. 
= 


* * 
3M Sales Set Record; 


Net Is $17,977,771 


Record sales of $219,916,383 for 
1953 have been reported by Minne- 
sota Mining & Mfg. Co. The figure 
represented an increase of 19 per- 
cent over 1952 sales amounting to 
$185,241,760. 

Net income in 1953 was reported 
at $17,977,771, second only to the 
1950 record net of $41,030,904 and 
comparing with the 1952 net in- 
come of $16,089,995. 

* * 


LOF Reports 1953 Profit 


Of $19,233,667, Peak Sales 

Libbey-Owens-Ford Glass Co. re- 
ported record sales of $212,490,726, 
- &@ gain of 28 percent over the previ- 
ous year. 

The firm said that taxes amounted 
to $29,491,872, including a provision 
of $4,700,000 for excess profits tax. 
Net profit, it said, was $19,233,667. 

x 7” a” 


GMAC Income Shows Rise 


To $28,626,359 for Year 


A net income of $28,626,359 for 
1953 has been reported by General 
Motors Acceptance Corp. The net 
income for the previous year was 
$21,062,683, it said. 

Dollar volume of retail receiv- 
ables purchased during 1953 totaled 
$2,795,382,000 GMAC said, and the 
wholesale volume of receivables 
purchased was $3,902,450,000. The 
amount of receivables outstanding 
at the end of the year, it said, was 
$2,468,319,000. 

* 


* * 


National Automotive Fibers 


Lists $3,231,040 Profit in ’53 | 


J. R. Millar, board chairman of 
National Automotive Fibers, Inc., 
reported the company’s consolidated 
net profit for 1953 amounted to $3,- 
231,040, compared with a net profit 
of $2,053,346 in 1952, 

Consolidated sales totaled $90,- 
609,934, compared with $73,573,521 
in the preceding year. 

* ” * 


ALCOA Reports 1953 Net 
Totaling $48,848,094 

Consolidated net income of 
Aluminum Co. of America in 1953 
was $48,848,094, compared with $43,- 
527,142 in 1952, according to the 
firm’s annual report. 

Revenue from sales, services and 
other sources in 1953 amounted to 
$711,073,898, compared with $584,- 
005,750 in 1952. 

* 


Goodyear Sales, Earnings 
Reach Record High in 1953 


New records in production and 
peacetime employment, as well as 
alltime highs in sales and net earn- 
ings, were established by Good- 
year Tire & Rubber Co. in 1953, 
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On the Financial Front 


General Acceptance Corp., Allen- | according to the 55th annual stock- 





holders report. 

The 1953 sales of $1,210,508,783 
compared with $1,138,403,608 in 
1952. Consolidated net income was 
$49,323,167, compared with $39,009,- 
866 for 1952. 

Employment averaged more than 
101,000 employes, worldwide. The 
total payroll was $350 million or 
about 29 percent of total income. 


* * * 
Continental Motors Nets 


$1,317,750 in Quarter 

Continental Motors Corp., De- 
troit, and consolidated subsidiaries 
had net earnings of $1,317,750 in 
the three months ended Jan. 31, ac- 
cording to C. J. Reese, president. 

This compares with net earnings 
of $1,602,496 in the previous year. 

* * 


DuPont Sales Set Record; 


Net Totals $236 Million 
DuPont sales in 1953 totaled $1,- 

750,000,000, a record 9 percent 

greater than the previous high 





NATIONAL’S SIMPLICITY and ease of operation save both operator’s and customer’s time. 





Ford 25-Year Pin— 


C. G. Johnston (left), southeastern re- 
gional sales manager for the Ford division, 
receives a 25-year pin from L. W. Smead, 
general sales manager, at a luncheon in 
Dearborn. Starting as a clerk in the 
Chester (Pa.) sales office in 1929, Johnston 
has held his present position since May 
of last year. 


mark set in 1952, the firm said in 
its report to stockholders. 


The report put net earnings at 
$236,000,000, of which $162,000,000 


came from duPont sources and 
$74,000,000 from General Motors 
dividends. The company’s record 
earnings were $308,000,000 in 1950. 


* * * 
Maremont Reports Increase 


In Sales and Net Profit 


Maremont Automotive Products, 
Inc., Chicago, has reported a net 
income of $809,640 in 1953, com- 
pared with $708,799 the year be- 
fore. 

Sales last year totaled $21,405,000 
against $16,540,000 in 1952. 

+ * + 


Towmotor Reports Drop 
In Sales and Income 


Towmotor Corp., Cleveland, man- 
ufacturer of fork lift trucks and 
tractors, has announced net sales 
for 1953 of $22,069,200, and a net 
profit of $966,248. 

Sales in 1952 were $28,907,884, and 
profit was $1,131,563. 

* * 


a 


Philco 


Philco Corp. sales established a 
record in 1953 of $430,420,000, an in- 
crease of $63,456,000 or 17 percent 
over 1952, William Balderston, 
president has announced. Total 
earnings were $18,351,000. 


keeping. 


“Our ational System 


pays for itself eve 


saves valuable time!” 


— East Akron Nash, Inc., Akron, Ohio. 


‘Before we adopted National machines we couldn’t 
get our sales summary figures until 2 or 3 P.M. the 
next day. Now we get these figures within fifteen 
minutes after closing time each day. 

“The 12 hours a week our National System saves 
us is now devoted to other equally important parts 
of our operation. Because National equipment is 
fast, accurate and simple to operate, we need less 
personnel to do the same work. This gives us a 
direct payroll saving each week. 

‘‘We conservatively estimate our National Sys- 
tem pays for itself-every year.” 

Wise business operation depends on wise use of 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


17 


FLASH-A-CALL 
SAH HD, 


offers you 


100% to 200% Absorption 


We will personally discuss 
with you the problems of 
your shop, corrective 
measures that must be 
taken. Train your entire 

antee 













labor sales or you owe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this urpose alone, havin: 
the highest known sta: 
of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all major 
factories. Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


ae ee 1S 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-83, Chicago 5, Illinois 






















EAST AKRON NASH INC., where a National 
System provides accurate, fast record- 





Cc. E. MeDOWELL, proprietor of East Akron 
Nash, Inc., Akron, Ohio. 


year... 


time. Because the National System saves time and 


reduces detail work, savings 


such as these are ex- 


pected by its users. Why don’t you investigate the 
many advantages of a National System? Your 
nearby National representative—a trained systems 
analyst—will show you how much you can save. 



















Chrysler Sets Speed Record— 


A 1954 Chrysler New Yorker four-door sedan set ao speed record of 115.9 miles 
per hour at the West Palm Beach Winter Carnival of Speed. It also took the trophy 
for the flying quarter-mile at 96.5 miles an hour. Capt. Thomas M. Holdcraft (at 
wheel) and Pilot Warren C. Koechling (second from right), of Eastern Air Lines, were 
the drivers. The car was entered by John F. Zeder (second from left) and H. 
Munroe (right), partners in Munroe-Zeder, Inc. (Chrysler-Plymouth), Miami. 


s « 


700 horsepower. Everything about it is on a colossal scale. 


for the dual front wheels. 
Hydraulic Power Steering having used it since 1938. 


of mobile equipment. Ask for new Catalog M-5101. 


VICKERS Incorporated 


DIVISION OF THE SPERRY CORPORATION 
1532 OAKMAN BLVD. e DETROIT 32, MICH. 


PITTSBURGH + ROCHESTER » ROCKFORD « SEATTLE 
TULSA * WASHINGTON + WORCESTER 
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ENGINEERS AND BUILDERS OF 
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Dart Model 60 Truck is shown carrying full 75-ton payload. 


This Dart behemoth with a gross vehicle weight of 240,000 Ib is 
said to be the largest truck in the world. It has two engines totaling 


A new hydraulic circuit was developed by Vickers expressly for 
Model 60. The driver steers this truck with no more effort than he 
would a passenger car as the steering gear merely actuates the 
valve that controls the flow of oil to the steering cylinders. Twin 
cylinders provide 50,000 Ib steering force (at 1000 psi oil pressure) 


Dart is thoroughly familiar with the many advantages of Vickers 


Vickers hydraulic equipment is available for all types and sizes 


Application Engineering Offices: ATLANTA * CHICAGO (Metropolitan) 
CINCINNATI + CLEVELAND + DETROIT + HOUSTON + LOS ANGELES 
(Metropolitan) + NEW YORK (Metropolitan) «+ PHILADELPHIA (Metropolitan) 





Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

ROM time to time I have re- 

ceived letters from automobile 
dealers asking whether they can 
depend on verbal or eral promises 
made by a “direct dealer” from 
which they received an “associate 
dealer” contract. 


Last month a higher court 
answered this question. This court 
held that an automobile company 
is not liable for an-oral promise 
or agreement made to a dealer, 
in violation to the written con- 
tract. 

Briefly, an associate automobile 
dealer alleged that, relying on an 
oral promise by the direct dealer 
that his contract would not be can- 
celled, he proceeded to spend con- 
siderable money for improvements, 
and yet his written agency contract 


c.| was cancelled. 


The court held the direct dealer 


USED ON ae 


not liable in damages to the associ- 
ate dealer 


* a * 


| Associate Dealer Signs 


N BROWN, INC. v. Weber Im- 
plement & Automobile Co., 260 

S. W. (2d) 751, the testimony 
proved these facts: John T. Brown 
owned 98 percent of a corporation 
| engaged in seHing cars. 
| Weber was a direct dealer for 
Chrysler Corp. in the marketing 
of DeSotos and Plymouths in 

specified areas, 

Brown, as associate dealer, and 
| ee as direct dealer, signed a 
| contract. 
| The contract required the asso- 
ciate dealer to maintain a suitable 
place of business, including appro- 
priate stocks of new cars, parts 
and accessories, salesroom, etc. 

* * * 


Termination Clause 


4 igs agency contract held by 
Brown contained a clause that 
this agreement shall terminate im- 


mE Te 
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OIL HYDRAULIC EQUIPMENT SINCE 1921 


mediately in the event Brown se'ls 
any other line of motor vehicles 
Also, the contract contained a 
clause that the agreement may 
be terminated at any time upon 

not less than 90 or more than 95 

days’ written notice by the direct 

dealer to the associate dealer. 

This contract was signed in 1944, 
;} and at that time Brown sold Cad- 
| illac automobiles and GMC trucks 
in the same building. 

In 1947 the manager of Weber 
came to Brown’s office and, ac- 
cording to Brown’s testimony, the 
manager told him that they were 
going to offer him a cancellation 
Brown argued with them. 

They stated that the Plymouth 
and DeSoto business had to be sep- 
arated from the Cadillac and GMC 
truck business and that Brown's 
building had to be expanded 30,000 
square feet. 


* 


Cancellation Called Off 
ROWN also testified that at this 
same meeting the Weber man- 
ager and another representative 
said that the contract would not 
be cancelled if Brown made these 
improvements and changes. 


The manager stated that they 
were going to forward a can- 
cellation notice, but if Brown 
made the suggested improve- 
ments the cancellation notice 
would not be enforced, 


The following day Brown received 
a registered letter from Weber 
which contained the cancellation 


However, Brown, relying on the 
verbal promise of the manager and 
his assistant not to cancel the con- 
tract, made arrangements to house 
the Cadillacs and GMC trucks in 
another building, which he pur- 
chased for $40,000. 


| * * * 


| Associate Sues 


EN Brown's contract was can- 
celled Brown sued Weber for 
| $200,000 damages for breach of con- 
| tract, and $200,000 actual and $300,- 
| 000 punitive damages for fraud and 
deceit. 
| The higher court held that 
| Brown could not rely upon the 
| alleged verbal or oral promise 
| made by the Weber represent- 
| atives to not cancel the contract 
| if Brown proceeded to make the 
required improvements. In hold- 
| ing Weber not liable, the court 
| said: 

“Plaintiff (Brown) may not de- 
feat the termination notice given 
by the alleged parol agreement. 
Such an alteration of the terms of 
the contract, creating a new exec- 
utory contract, required a writing 
and may not rest partly in the orig- 
inal written contract and partly in 
parol.” 


| 


'N.M. Dealers Slate 
‘Year of Decision’ 


Business Clinics 


ALBUQUERQUE, N. M. — Every 
dealer in the country has been in- 
vited to attend the “Year of De- 
cision” business clinics of the New 
Mexico Automotive Dealers Assn.. 
set for March 27-28 at the Hilton 
Hotel here. 

Speaking on “The Master Key to 
Service Profits,” Jack Williams, 
service department authority, will 
| give dealers the lowdown on things 
that make the cash register ring. 

Williams also will conduct a spe- 
cial clinic for service and parts 

managers. 

Leon Sarkisian will discuss “Man- 
agement Must Actually Manage.” 
and Vince Baker’s topic will be 
“Controlled Selling.” 
| At the March 27 steak dinner, 
| Frederick Bell, NADA executive 
| vice-president, will speak. 

There will be no registration fee 
for the clinics. 








St. Paul Hydraulic Hoist 


Names 2 Distributors 


| WAYNE, Mich.—Appointment of 
|two St. Paul Hydraulic Hoist dis- 
tributors has been announced by 
Leo M. Brown, sales manager. 
Timpte Bros., Inc., Denver, was 
granted exclusive sales rights for 
Colorado and Wyoming, with the 
exception of eight northern coun- 
ties, and some parts of New Mexico 
Corts Commercial Body Works. 
Whitesboro, N. Y., will be the dis- 
tributor for the Utica area. 
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N WEDNESDAY, Feb. 17, 

Thomas J. Watson, chairman 
of International Business Machines 
Corp., observed his 80th birthday 
by forgetting to “work”... a past- 
time to which he had devoted him- 
self religiously for more than 60 
years. 

But he did not neglect that 
other famous slogan . . . “Think” 
; . which he gave to National 
Cash Register Co. many years ago 
and which guided the men who 
have “made” his worldwide organi- 
zation in promoting the almost 
universal use of those machines 
which can “almost think,” auto- 
matically. 

(You won’t care if I turn this 
into a “slightly” personal letter 
addressed to those scores of top 
salesmen who were members of 
the first class of “trained sales- 
men” to find success in American 
industry.) 

“Course, you remember Tom... 
He was one of the few old Cash 
Register men who didn’t go into 
the automobile business. He was 
that tall, good looking “man of 
distinction” (yet nobody ever dared 
try to bribe him into posing for a 
whiskv ad). 

In his talk with the reporter 
who interviewed him on his birth- 
day, he did not make any ponder- 
ous public pronouncements about 
the economic shape of things to 
come It would hardly be 
necessary from the executive who 
demonstrated his faith in the 
future by keeping his plants going 
and adding to his sales force when 
others were ‘“‘retrenching” in the 
early days of the 1930 depression. 


* * * 


Start as Bookkeeper 


“MJOTHING more would have 

been accomplished if the 
prophets of doom had been cor- 
rect,” he continued. “In that event 
everybodv would have been in the 
same luckless boat. We were for- 
tunate, as all salesmen must be, 
in finding new markets . .. and I 
visualize even greater things in 
the coming generation.” 


Tom’s first job was as a book- 
keeper in a market at Painted 
Post, N. Y. He had given up the 
idea of being a lawver, as his 
father wanted. He wanted to be a 
teacher, but he decided he 
“couldn’t stay in a classroom all 
day long” ... So he decided to 
become a salesman, selling pianos, 
organs and sewing machines. He 
had found his true calling. 

Then, more than 40 vears ago, 
he joined National Cash Register 
and rose to the position of 
general sales manager. After 
serving John Henry Patterson 
until 1983, he decided that he 
could no longer serve the “old 
man” whole-heartedly. 

So he did two very important 
things .. . He organized the Com- 
puting Recording & Tabulating 
Co., which grew into International 
Business Machines, and married 
the former Jeannette M. Kittredge 
... Who has since traveled all over 
the world with Tom, visiting I.B.M. 
installations. 

“Mrs. Watson has traveled every- 
where with me,” said Tom, “But 
she has never made a speech.” 

On Watson’s desk is a large re- 
production of a perfect presenta- 
tion of the idea which inspired 
him when he originated his famous 
slogan, presented to him by his 
friend, the late Dr. Nicholas 
Murray Butler, former president of 
Columbia University. 
= * . 


4 Famous Slogan 


‘ Au the problems of the world 
could be settled easily if men 
were only willing to think. The 
trouble is that men often resort to 
all sorts of devices in order not 
to think because thinking is such 
hard work,” reads the inscription. 
That’s why every old Cash 
Register man remembers Tom’s 
slogan .. . while every LB.M. 
man sees that word on a placard 


wherever he looks. (You can’t 
tell me it didn’t have a lot to do 
with the success of those organi- 
zations. Why not try it some- 
time?) 

Then ... perhaps... 
80th birthday you may be honored 


by an editorial in the New York} 


Times ... headed like this “Thomas 
J. Watson at 80”... and reading, 
“One of our first citizens is 80 years 
old today ... Thomas J. Watson, 


of International Business Machines, | 
whose business genius made I.B.M. | 
known throughout the world and_/| 
those initials a part of the language | 


of business and commerce, the ste- 
nographer and the file clerk. He 
made the office machine, in 
multiplicity of forms, services and 


auxiliary helps, the inspiration of | 


new, more efficient, more orderly 
ways of doing things in business as 
well as government, Thomas Wat- 


son started as a $6 a week sales- | 


man in a store in Painted Post, 
a ee 
far and wide for a life lived with 
distinction and integrity.” 

P.S. Tom, you are an inspiration 
to every intelligent young man, 
who isn’t too lazy to indulge in 
that rare luxury known as think- 
ing. 
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To make sure that the gear components of Safety 
Power Steering will stand up under far greater punish- 


cieitina eects 
| 
| 
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Pontiac Dealers Lay Promotion Plans— 


assistant general sales manager, on advertising plans for the coming months. Stand- 

ing (from left), are Ernest Rothe, Herb Kincaid, Walter Fulford, Zone Manager Don 

House, Dan Brown, W. |. Buffington, A. E. England, Fred Ryan and T. L. King, 

assistant zone manager. Seated: Ken Clark; Bob Longpre; L. H. Holmes, Pacific regional 

manager; Jamieson; Owen Masters, and Jack Hahne. bus = ; 

| o 

Four Wheel Drive Gets AF Order 
CLINTONVILLE, Wis. — Four. Patterson Base, Dayton, O. The 


| Wheel Drive Auto Co. has received trucks will go to Aberdeen proving | 


| a $303,000 order from the U.S. Air, ground for testing when completed. 
| Force for the development of fire- | 


| Sighting crash trucks. MOTIVE NEWS tain the WANT AD 
g aq a r © contain e 
The order came through the Air Section. Others are profiting from AUTO- 
Force Material Area at Wright-! MoTIVE NEWS WANT ADS! Are you? 





The back pages of every issue of AUTO- 
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ment than they will ever endure in actual service, 
Saginaw engineers developed this ingenious acceler- 


ated-wear test apparatus shown above. 

Then to make doubly certain that Safety Power Steer- 
ing can ‘‘take it,’’ test cars are driven thousands of 
miles over some of the world’s worst roads at the 
General Motors Proving Ground. 


Exhaustive tests like these are your assurance that 


Safety power steerinc by 


Saginaw is featured at substantially 


reduced cost on new 1954 


CHEVROLET ° 


CADILLAC « 


passenger cars. 


PONTIAC 


GMC TRUCKS 
and three other well-known makes of 





Safety Power Steering by 
Saginaw is thoroughly 
dependable. It is built 
by experts who special- 
ize in steering gears— 
and build more of them 
than all other makers 
put together. 


models of 


BUICK 














The Los Angeles Pontiac dealers’ committee meets with J. C. Jamieson, Pontiac | 
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Car, Truck Sales 


In Canada Show 
23 Pct. Decline 


By M. L. Schwartz 
Staff Correspondent 

OTTAWA.—The Government has 
announced that 23,133 new motor 
vehicles were sold in Canada during 
January, or 7,070 fewer than in 
January of last year, a drop of 23 
| percent. 

The slump hit both cars and 
trucks. Car sales were 20 percent 
| under the 1953 level at 18,507 against 
23,142, while truck sales were al- 
|most 35 percent fewer at 4,626 
against 7,061. 


The sales drop was less pro- 
nounced in Ontario and Quebec 
than elsewhere. The declines ranged 
from 11 percent in Quebec and 12 
percent in Ontario to 53 percent in 
| Manitoba and 58 percent in Prince 
| Edward Island. 


The number of new motor vehicle 
sales financed was down more than 
25 percent in January at 8,583 
against 11,497. Financed sales of 
used motor vehicles numbered 17,- 
406, a 31 percent drop from 25,236. 


Gruelling Tests 
Prove Stamina 
of Saginaw 


Safety 


Power Steering 


rs Under 


Continuous 
4500-Inch-Pound 
Load! 
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SAGINAW STEERING GEAR DIVISION, GENERAL MOTORS CORPORATION, SAGINAW, MICHIGAN 





NASH DROPS ANG 


Presenting America’s 
Only All-New Car— 


The Metropolitan 


In the past 72 hours, the automobile industry has 
seen another bombshell announcement from Nash— 

News about the arrival of a completely different 
kind of car—a new size of car for today’s motoring 
needs—the Metropolitan. 

Millions of Americans have already seen it on 
television—in magazines, newspapers—and in jam- 
packed showrooms from coast to coast. 

Already it has raised a storm of comment in the 
nation’s press. Seasoned automobile men are asking 
“What about the Metropolitan? Where does it 
fit into today’s motoring picture? How widely will 
it sell? Is it a forecast of future development?” 

We of Nash, at this time, want to make our 
position clear—to you, to our dealers and to our 
competitors. 

This Is Our Position 

The big portion of our production today is in 
Ambassador and Statesman models, which lead 
the industry in big-car spaciousness. Together with 
our Ramblers, they will continue to be our dealers’ 
big-sellers. 

But we would not have spent eleven years of 
careful development of the Metropolitan if we had 
not been enthusiastic about its future potentialities. 

From numerous surveys among hundreds of 
thousands of typical car-owners, we have seen an 
ever-growing desire for a compact car, easier to 
handle, and costing far less to run. 

The Metropolitan more than meets those re- 
quirements! 

We believe it is a new and vitally needed addi- 
tional element in transportation . . . to serve the 
new demands of an ever-increasing number of 
people. 

For Nash dealers it will be an extra advantage 
in creating traffic and sales . . . opening up brand- 
new markets that Nash dealers alone can satisfy. 


Who Will Buy The Metropolitan? 
Frankly, we have set no predetermined limita- 
tions on its market. 
It will answer many of the problems of living in 


the suburbs—and America’s mushrooming suburbs 


are today’s fastest-growing market for cars. 

It is an answer for the suburban housewife, for 
her chauffeuring, her marketing, her social activ- 
ities—and for her “commuting” husband. 

It provides a brilliant answer to traffic congestion 
and parking problems in today’s highly crowded 
metropolitan areas. It is an ideal business car, 
particularly for the army of salesmen who are in 
and out of a car all day. 

Its sleek continental smartness, its nimbleness 
and outstanding economy will be particularly ap- 
pealing to college students and young married 
couples. It will also appeal to older people on fixed 


rey 
oe 


incomes, and generally to those who want the 
lowest of operating costs. 


In fact, the particular merits of the Metropolitan 
will find many eager buyers in every age-group and 
cross-section of the motoring public. 


Built To American Standards 
We want to make one more point clear— 


Emphatically—the Metropolitan is not like any 
other car that has appeared before in America. 
Although its economy of operation and handling 
ease are phenomenal—it is the first car of this 
wheelbase that is BIG in American standards of 
roominess, performance and luxury. And it is 
backed by nationwide Nash dealer service. 


We believe everyone who drives, or buys, or sells 
an automobile will want to see the Metropolitan 
and take the wheel. It is an entirely new experience. 


There’s Much of Tomorrow | 
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We, and all Nash dealers, invite you to do so. 

Yes, we are proud of the contribution we have 
made in the Metropolitan . . . and we believe it is 
typical of Nash that we have never hesitated or 
halted before the challenge of a new idea. 

At Nash, we are most enthusiastic about what 
we see ahead—new concepts taking shape in our 
engineering laboratories—new developments being 
tested on our proving grounds—new ideas from 
Nash that say again: ““There’s Much of Tomorrow 
in All Nash Does Today!” 


The Facts Are Available 
If you like this kind of progress, if you would like 
| to be in on the big things that will be setting the 
automobile pattern—this year and in years to 
} come—for the full facts on available open dealer 
} points contact the Nash Sales Department, Nash 
| Motors, 14250 Plymouth Road, Detroit 32, Mich. 


| 
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racts About the [Metropolitan 


e Up to 40 miles a gallon 


e@ Official records in 24-hour NASCAR 
supervised runs: Non-stop economy test 
41.5 miles a gallon at 34.8 miles per 
hour. Performance test—1469 miles at 
an average of 61.2 miles per hour. 


e@ Lowest of Operating Costs 


in all 400244. Does Today 








e World’s Easiest Handling and Parking 
e@ Riding Comfort of a Large Car 


e@ Powered by the famous Austin A-40 
overhead valve engine 


e Choice of Two Beautiful Models—The 
Convertible or “Hardtop” 











Announcing Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
AT A PRACTION OF ITS REAL VALUE. 






aa, 
W. K. BRAA 
FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 
Money back If not completely satisfied 
ORDER THESE SPECIALIZED MANUALS TODAY! 


Please send me the following NEW MANUALS: 
$2.00 
each 








Eight Automotive Success Fundamentals. 
2—tThe ~y yy Sel a 
3—£ighty Ways to Find ospects. 
Key to Leadership. 


5—The 1 ef Used Cer Salesmanship. postpaid 
oo and rom Your Sales Talk. 
All six is fer only $10.00. 
SE dadceccudae bial tel Gath sydictodelbni AdsbavdedebvabispineesonevdiesilsacccisSsvvsidivttegsasessssvssiscovsnsenssesinsers 
ST Daticcileicialiedebctese< Gea s cobs eden ipyeidduiailenideintNiciphnncssesceste’ insdvicessyndudivesDbansipicavidesevecatoess 


NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, Illinois 
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white-wall tires 
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magic Scouring Pads 


beam ga UTP TT lune; 


Research has shown, experience has proved that S.0.S. 
cleans scuff-marks, road dirt and grease off white-walls like 
magic. S.0.5. is harmless to rubber, and inexpensive. Sold 
at all grocery stores. Your customers will appreciate this tip! 


Text from Parts Study Groups .. . 








NSPA Report on GM Plan 


Epiror’s Note: One of the most 
controversial issues in the auto 
business today is the new GM 
wholesale parts distribution plan. 
The National Standard Parts 
Assn. recently sent a committee 
to confer with General Motors 
executives on the plan. Included 
in the NSPA group were C. A. 
Klaus and Joseph Fisher, co- 
chairmen of the study committee, 
and its legal counsel, Harold T. 
Halfpenny and James W. Cas- 
sedy. Because of the widespread 
interest in the subject, we are 
printing below the text of the 
report: 

* * * 

7 meeting was arranged, after 

considerable study of the Gen- 
eral Motors parts distribution plan 
by your GM study committee for 
the purpose of discussing, and, if 
possible, persuading General Motors 
to change certain phases of the plan 
which have caused the greatest con- 
cern and are of the utmost impor- 
tance to the automotive parts serv- 


| ice industry. 


The action of your committee af- 


|ter considerable study was based 


upon information furnished by 
members of NSPA who believe that 
the GM plan is monopolistic in 
effect, is an unreasonable restraint 
ef trade, and that it will substan- 
tially injure and virtually eliminate 
the competition of independent 
manufacturers and wholesalers of 
automotive products. 


Your study committee was 
given a most courteous hearing 
with sufficient time for full and 
complete consideration of the im- 
portant problems involved. 

We now desire to bring you up-to- 
date on the GM plan with prompt 
and authentic information as to the 
problems discussed at this confer- 


ence and what GM intends to do 


about them. 
* * * 


First Problem 


fee first problem called to the 
attention of GM officials by your 
committee was as follows: 

GM sells its automotive products 
through UMS to independent whole- 
sale distributors for resale to the 
service trade at WD (wholesale 
dealer) discounts ranging from a 
minimum of 40 percent and 25 per- 
cent to a maximum of 50 percent 
and 40 percent off list. GM also sells 
its automotive products through car 
divisions to car dealers who resell 
at list prices to car owners and at 
wholesale to service trade outlets. 

The car dealer gets a trade dis- 
count of 40 percent to 50 percent off 
list on the total volume purchased. 
GM then sets up a pool, or bank, of 
additional discounts ranging from 
25 percent to 40 percent on each car 
dealer’s purchases from car divi- 


Canadian Government 


Buys Internationals 


OTTAWA. — International Har- 
vester Co. of Canada, Ltd., has been 
awarded a $113,709 contract for 
trucks by the Defense Production 
Department. 





Nash Parts Program— 


C. M. Tillinghast (right) Nash parts and 
service merchandising manager, discusses 
the promotional material contained in the 
parts and service sales-increase program 
kit for March with H. C. Doss, sales vice- 
president. The objective for dealers is to 
sell one extra item for each repair order 
and to give the best possible service to 
customers. 


sions from which the car dealer | 
will receive a rebate for his whole- 
sale sales to service trade outlets. 
GM car dealers are rebated for 
wholesale sales from this pool or 
bank depending on the percent- 
age of dollar volume sold to serv- 
ice trade outlets. The amount ac- 
cruing in the pool or bank for the 
benefit of the car dealer on his 
wholesale sales is based on the 
total purchases he makes from 
his car division, 

For example, GM Car Dealer No. 
1 buying his entire requirements of 
Delco Remy from his car division 
totaling $10,000 gets a trade dis- 
count of 45 percent plus a credit to 
the pool of 30 percent or $3,000. This 
dealer resells 50 percent of his pur- 
chases at wholesale to the service 
trade outlets, for which he will re- 
ceive 50 percent of the pool or $1,500 
as his wholesale rebate. 

GM Car Dealer No. 2 buys $5,000 
Delco Remy from his car division 
and $5,000 Delco Remy from a UMS 
warehouse distributor. He gets the 
45 percent trade discount on both 
purchases. On his purchase from 
GM through the car division, the 
dealer would accrue a credit to the 
pool of 30 percent of $5,000 or $1,500. 

Dealer No. 2 has the same pattern 
of parts sales as Dealer No. 1, 
namely, 50 percent retail and 50 
percent wholesale. Both dealers 
purchased directly or indirectly 
$10,000 worth of Delco Remy parts. 
Yet Car Dealer No. 1 will receive 
$1,500 as his wholesale rebate while 
Car Dealer No. 2 receives only $750 
as his wholesale rebate. 

This is because Car Dealer No. 2 
purchased one-half of his Delco 
Remy requirements from an inde- 
pendent wholesaler. Car Dealer No. 
2 would definitely be penalized $750 
for buying from an independent 
wholesaler. 


* * * 


| 
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Called Trade Restraint 


MANY variations of this example | 
could exist, depending upon the 
quantities purchased by the car 
dealers, from the car divisions and 
from the independent wholesalers, 
with the wholesale penalty increas- 
ing in proportion to the quantity 
purchased from the independent 
wholesaler. 

The same situation exists with | 
respect to the distribution of AC | 
products with the only difference 
being in the discount structure. 

Your NSPA study committee 
contended with GM officials that 
this practice results in an un- 
reasonable restraint of trade and 
in price discrimination between | 
competing purchasers, which, in 
the opinion of the study commit- | 
tee, is unlawful and should be im- | 
mediately corrected. 

The summation of considerable | 
discussion between your committee | 


and GM officials to problem No. 1 
is briefly as follows: 

The GM officials stated that in 
the application of General Motors 
parts pricing and distribution plan, 
considerable misunderstanding and 
confusion has developed throughout 
the country. This is particularly 
true in regard to the impression 
GM car dealers have that the 
amount received back from the pool 
depends upon the direct purchases 
they make from the car division 
and that they, the car dealers, are 
penalized by a reduction in their 
wholesale rebate if they purchase 
parts for retail sales from a UMS 
wholesaler. 


* * * 


To Be Corrected | 


™ OFFICIALS agreed with your 
committee that this situation 
should be corrected. They stated 
the misunderstanding had arisen in 
the car dealer’s interpretation that 
he would receive an increased 
amount of wholesale functional re- 
bate from the pool if hé purchased 
everything from his car division 
and, because of this, it was possible 
that GM car dealers might be re- 
luctant to purchase from UMS dis- 
tributors; that this misinterpreta- 
tion would be corrected immediately 
and made effective at an early date 
by the car divisions notifying their 
car dealers that there will be no 
pool for the car dealers based upon 
a percentage of their purchases 
from the car divisions. 

(The attached letter dated Feb. 


26 from M. E. St. Aubin, directo: 
service section of General Motors 
mailed to our legal counsel at the 
Pacific Coast Show, confirms this 
arrangement.) 


With the clarification of the 
wholesale policy, the car dealer will 
be advised through his car division 
that each wholesale transaction 
must be so indicated on his invoice 
of sale and the amount of pennies 
or dollars accruing to that dealer 
for that wholesale transaction must 
also be indicated on his file copy of 
the invoice. 


At the end of a month or period 
the car dealers will then report the 
amount of dollar sales at wholesale 
and the dollars to which they are 
entitled because of that wholesale 
function. Under this interpretation, 
the car dealer receives a wholesale 
compensation only on each whole- 
sale sale. The car dealer will re- 
ceive wholesale functional compen- 
sation only on those parts which he 
purchases from his car division. 

Official announcement concern- 
ing this clarification was sent to 
all General Motors car dealers by 
the car divisions. (Attached is a 
copy of such announcement by 
one of the car divisions. 

Under this new interpretation of 
the parts-distribution plan, there is 
no penalty to the car dealer when 
he purchases from an independent 
wholesaler parts to be used on his 
service floor, or resold at list price. 

Your committee discussed at great 
length the procedures to be followed 
by the car dealers in reporting 
wholesale sales. Since our meeting, 
refinements in the method of re- 
porting all wholesale sales has been 
issued to all of the General Motors 
car dealers requiring detailed rec- 
ords showing daily sales, individual 
invoices and the necessity of keep- 
ing such records for a period of 
two years for audit purposes. 

* « = 


Second Problem 

vos second problem called to -the 

attention of GM officials by your 
study committee was as follows: 

(Continued on Page 24, Col. 3) 


FASIEST Heater of All 


to Install! 


) No Holes 
. To Drill! 


For ‘53-’54 


Popular Make Cars 


Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, I]. 








100 Feet of 48-12” x 18” Pennants 
All-Weather Durafilm Only $6.00 
Money refunded if not satisfied. 

MYRLO COMPANY 
2168 W. 25th., Cleveland 13, Ohio, dept. N 








WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


Our ‘PROFIT SHARING BIRD DOG 
PLAN” is now doing this for hun- 
dreds of dealers in many cities. 


Write for Free Samples and 
Details of this AMAZING PLAN 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 




















Sata nel 
Tester 
— 


Gas. Engines 








COMPRESSION TESTER — Model 285 
makes an instantaneous and permanent 
record of cylinder compression. A second 
reading after repair indicates the degree 
of improvement. The device accommodates 
up to eight cylinders. Included in the kit 
are an angular adaptor, an extension 
adaptor, recording charts, spare rubber 
cones and valves. Fisher Products, 21-21 
Forty-fourth Drive, tong Island City 1, N.Y. 
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Demonstration Offer 


Made by Car-Skin 


Car-Skin Products Corp., 1 Main 
St., Flemington, N. J., is offering 
two cans each of Car-Skin Recon- 
ditioner and Car-Skin Tempered 
Wax with the purchase of a case 
of the reconditioner and a case 
of the wax. 

The offer is made particularly 
for service station owners who, 
Car-Skin officials say, have dis- 
covered the value of demonstrating 
what Car-Skin products will do. 
The offer is good until Apr. 30. 

* * . 





ADHESIVE GUN—This device is designed 
for both light and heavy sealing com- 
pounds. Model 54 (left), has a six-ounce 
capacity, Model 55 (right), a pint's capac- 
ity. Both guns have seamless, detachable 
spouts. Plews Oiler Co., 701 S. Seventh 
St., Minneapolis, Minn. 
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Battery Water Indicator 
Offered by lowa Firm 


An indicator that mounts on the 
dashboard and tells the level of 
water in the battery is being 
marketed by W. A. Smith Co., 
Newton, Ia. 

The indicator, named Wasco, is 
hooked by a wire to small anti- 
monial lead pins which hang from 
the caps into each battery cell. 


When the water goes below the 
tips of the pins, the circuit is no 
longer completed and the light will 


not operate on the indicator. 
* « * 


| Fear of Brake ‘Fade’ 
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as QWM Power Booster, it serves 
for fulltime use or as an extra 
charger. 

Also announced by the firm was 
a battery service kit designed as 
container for more than a half- 
gallon of water. It also has com- 
partments for hydrometer, syringe 


and other battery service tools. 
* * * 
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LINKAGE ROD—Designed for machinery 
linkage or butane and gasoline engine 
carburetors, these rods come in sets and 
are equipped with both left and right- 
hand threads. They have spring lock ad- 
justments or lock nuts. When used on dual 
carburetors, they are said to give more 


| efficient engine performance. Avalon Ma- 


chine Products, Inc., 2535 E. Imperial Hi- 
way, los Angeles 59, Calif. 


* * 





FENDER SKIRT—The 57-inch “longjohn” 
unit fits all two-door 1952-54 Ford and 
Mercury cars. Designated as FS 75, it 
covers the entire real panel and is de- 
signed to give the car a lower, longer 
appearance. Each skirt is equipped with 
an invisible rubber molding. Installation 
is made without drilling. J & H Sales Co., 
75 E. Wacker Drive, Chicago 1, Ill. 


* * 


Cop-Sil-Loy Survey Shows 


A survey conducted for Cop-Sil- 
Loy, Inc., El Monte, Calif., manu- 
facturer of a copper lead brake 
compound, indicates that brake 
“fade” is a great fear of motorists. 

The mail survey, made by the 
Pacific Coast Institute of Public 
Relations, showed that 61.4 percent 
of those queried had experienced 
fade, which means that nothing 
happens when the brake pedal is 
pushed down. 

Fifty percent said that Cop-Sil- 
Loy aided in preventing fade. 


* * * 





. 
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TAG PRINTER—The American Jiffy Print 
imprints individual tags, labels and forms. 
Lead type slides from a type rack which 
holds 42 rows of different characters. More 
than 200 characters on 11 separate lines 
can be imprinted with a single impression. 
American Tag Co., Belleville 9, N.J. 

* * 


Hydreco Data Available 


Bulletin No. 139, published by the 
Hydreco division of New York Air 
Brake Co., 1109 E. 222nd St., Cleve- 
land, O., gives selection data for the 
complete line of Hydreco oil hy- 
draulic pumps and motors. Tech- 
nical drawings are used to show 
advantages of the Hydreco Four- 
Bolt Design and the principle of 


pressure-compensated wear plates. 
* * * 





HYDRAULIC STEERING PUMPS — Series 
VT16 (left) consists of a vane-type hydrau- 
lic pump, flow control and overload relief 
valves and integral oil reservoir. Series 


VT17 (right) comprises identical pump and 
valve units without the reservoir and is 
designed for installations where a separ- 
ate tank is preferred. Vickers, Inc., 1532 
Oakman Bivd., Detroit 32, Mich. 

= * « 





TRAVEL BAG—This 20-inch Club Bag, 
with outside zipper pocket for shoes, is 
made of cowhide and said to be water- 
proof. Colors offered are ginger and sun- 
tan. Contempo Luggage Co., 170 Fifth 
Ave., New York 10, N. ve 

*x 


Low-Pitched Mufflers 


A new filter-tone tube is fea- 
tured in the Dyna-Pak, a “Holly- 
wood-type,” steel- packed muffler 
produced by Goerlich’s, 619 Smith 
St., Toledo, O. The tube is con- 
structed of perforated steel with 
thousands of sound ports that al- 


low only low-frequency sound! 
waves to flow through, the firm) 


says. 








is produced by Cardinal Cre- 
ations, 6322 S. Harvard Ave., 
Chicago, Ml. 


* 





ACCOUNTING MACHINE — The Sensi- 
matic is an accounting machine designed 
for auto dealer accounting. It mechanizes 
the manufacturer's prescribed methods. 
Models with two, 11 or 19 totals are avail- 
able. A control panel makes it possible to 
set the machine quickly from one ac- 
counting job to another by turning a job- 
selector knob. Burroughs Corp., Detroit 32, 
Mich. 





been designed for sales, service and de- 
livery of business machines. The trucks are 
collapsible and can also be used as a 
table or stand for demonstrations. They 
are fitted with a two-way outlet and a 10- 
foot extension cord for light and power. 
Offered are three sizes: Regular, for loads 
up to 300 pounds; Heavy Duty, for loads 
up to 500 pounds, and Self-Balanced Two- 


FOLDING TRUCKS—Several models have 
ens for still heavier or bulkier ob- 


E | jects. Federal Cash Register Co., P.O. Box | 


2265, Kansas City, Mo. 


«x x 
Key Machine 

A key can be duplicated in less 
| than 30 seconds on the Sagar Jet 
| Key machine which is said to be 
|capable of handling all types of 
common house, locker, auto and 
padlock keys. The file cutter, used 
for making cylinder keys, may be 
exchanged quickly for a flat slot- 
|ter that enables the operator to 
duplicate any flat steel locker key. 
The machine is manufactured by 
Sagar Corp., 48 Chandler St. 


| Worcester, Mass. 
* 


* 
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DUAL MANIFOLD—This cast aluminum. | 
alloy intake manifold for Studebaker Cham- | 
pions is engineered for extra power and | 
better performance. The manifold is said | 
to be easily installed, with the complete | 





FLOW GUN—Model 3! is designed to | 
Provide increased efficiency in flowing 
sealing compounds, such as asphalt, rub- 
ber cement and similar materials. The ma- 
terial is forced from a tank or pumped 
by one of the many types of material | 
handling pumps. No atomizing air is used. 
Binks Mfg. Co., 3122 Carroll Ave., Chicago 
12, 


Portable Charger Offered 


By McColpin-Christie 

A portable fast charger has been 
introduced by McColpin - Christie 
Corp., 3410 W. Sixty-Seventh St., 
Los Angeles 43, Calif. Designated 








REPLACEMENT CARTRIDGES—tThe cart- 
ridges are designed to provide filtering 
efficiency in Buick, Oldsmobile, Ford, Mer- 
cury, Lincoln, Chrysler and DeSoto models. 
Basic filtering medium is a six-ply lami- 
nated impregnated paper, pleated to pro- 
vide greater filtering area, with built-in 
felt and seals to prevent by-passing across 
top or bottom. Walker Mfg. Co. of Wis- 
consin, Racine, Wis. 





linkage, fuel line and gasket kit which 
is supplied. Also offered is a folder, ‘‘Stu- 
debaker Champion Power Story.” Offen- 
hauser Equipment Corp., 5421 Alhambra 
Ave., Los Angeles 32, Calif. 


Games Kit for Motor Trips 


Keeps Youngsters Amused 


A goodwill and profit - making 
item for the automotive field, 
which can also be imprinted with 
the dealer’s name, is a motor 
trip games kit which keeps 
youngsters amused during long 
rides. 

The kit, which has six games, 


ARC WELDER—This utility AC arc welder 
| is designed for shops which do not re- | 


| quire production-type capacity. Named 
| the Readi-Arc, it handles up to 5/32-inch 
| electrodes and is said to produce a stable, 
| surge-free welding arc. Marquette Mfg. 
Co., Inc., 307 E. Hennepin Ave., Minne- 
apolis 14, Minn. 


x ¥ 


| Retruing Bulletin 


An illustrated bulletin about tire 
retruing has been issued by Bear 
Mfg. Co., Rock Island, Ill. It dis- 
cusses how retruing and wheel 
balancing can be done in practi- 
cally one operation. 





MUFFLER, TAILPIPE — A new line of 
Taper-Tone Red Top mufflers and tailpipe 
extensions is available in two types: 
“Straight-through" Fiberglas-packed, and 
“swirl-through” engineered. Both mufflers 
are tapered. The tailpipe extensions are 
available in seven and 10 inches, Fiber- 
glas packed and unpacked medels. Auto- 
motive Engineering, Inc., 1112 S. Wabash 


| Ave., Chicago 5, Ill. 


+ 


Business-Gift Folder 


Autopoint Co., producer of busi- 
ness gifts, advertising specialties 
and office equipment, has published 
a portfolio, “The Autopoint 1954 
Business Gift Brochure,” which 
shows more than 100 business gift 
items ranging in price from under 
50 cents to over $50. Copies may be 
obtained from Autopoint Co., 1801 
Foster Ave., Chicago 40, IIl. 

* * * 


1954 Colors Matched 


Development of factory - pack- 
aged lacquers to match all colors 
for 1954 Oldsmobile and Ford cars 
has been announced by the auto- 
motive division of Martin-Senour 
Paint Co., Chicago. 

~ * 





With This Great 
a. eee Cs a 
ma oa. Money For.YOU : 


PUROLATOR BROCHURE — ‘Profits Go- 
lore in '54” is the title of a brochure is- 
sued by Purolator Products, Inc., Rahway, 
N. J., in connection with the firm's current 
sales campaign for oil filters. 

* 











FOG LIGHT— Designed for universal 
mounting, it is available with clear er 
amber lenses for six and 12 volts. Larson 
Products, 144 S. Glendale Ave., Glendale 
5, Calif. 
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YOUR CHOICE 


SNAP-GRIPS GRIP-LOC SNAPS 
ea ay Price $1.00 Set of 4 


FIIs TUENM ALL-- 
BARRY ALCTOM,MOTIVE CO. 
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"Florida Dealer Features Great Umbrella" 
LEESBURG MOTOR COMPANY, INC., Leesburg, Fla, Buick Dealer 
adds more color to a colorful location with a McFarland “Great” Um- 
brella, J. M. Mayer of Leesburg Motor Company says that this “Great” 
Umbrella (21’ spread) has enhanced the appearance of their property 
considerably and attracts more attention and customers to their lot, 
which is located on the main street. Like dealers everywhere you can 
attract more sales and do more business with a McFarland “Great” 
Umbrella or “Whirlabout”, the Great Umbrella that turns. Get your 
copy of full color illustrated booklet that tells how dealers from coast 
to coast are merchandising cars with the “Great” Umbrella. Call, 
wire or write today— McFarland “Great” Umbrella Company, Divi- 
sion of McFarland Awning Corporation, 742 S.W. 8th St., Miami, Fla.— 


phone 2-8153. 
ADVERTISEMENT 


“Stick around a minute... it’s just about to bit 
Chadwick that he’s done something wrong again!” 


, om was when you could repair most any- 
thing that rolled into your shop with a handful of 
standard shop tools . . . wrenches, screw drivers, and a 
pair of pliers. But not any more! Today, cars are so 
vastly improved they do everything but drive them- 
selves. Now you have to be a specialist to go near many 
essential repair jobs. And to do those jobs right you 
need special tools . .. Kent-Moore Special Service Tools. 


Just look through your manufacturer’s shop manual, 
for example. You'll find that Kent-Moore Tools .. . 
designated by “J” numbers . . . are recommended for 
many important operations where ordinary tools can’t 
fill the bill. That’s because each Kent-Moore Tool is 
designed to do its specific job quickly, easily,, accurately, 
and without damage to parts. The results? Good service 
at a fatr price with positive profits for you! 





Yours for the asking! 


New Service Tool Guide 
describes and illus- 
trates the entire line 
ete Yass covering 

coverin, 
nine leading makes Be sure to visit the Kent-Moore Exhibit, Booth E-4, at 
cars. And it's FREE... 


sears fer the sohing the 46th Annual Chicago Automobile Show, March 13-21. 


yithout obligation. — KENT-MOORE ORGANIZATION, INC. [KitP 
5-105 General Motors Building + Detroit 2, Michigan 
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Text from Study Group... 





GM Parts Plan Report 
Is Issued by NSPA 


(Continued from Page 22) 


GM through car divisions have 
made representations in advertising 
that its replacement parts are 
“Genuine Parts” and that any re- 
placement parts which do not carry 
the GM label are inferior, spurious, 
or “gyp” parts. Such representations 
constitute false advertising of GM 
parts and false disparagement of 
the competitive products sold by in- 
dependent manufacturers and 
wholesalers. 


Many of GM’s replacement 
parts are manufactured by inde- 
pendent manufacturers who dis- 
tribute identical parts through 
independent wholesalers, In the 
opinion of the NSPA GM study 
committee, this is false advertis- 
ing and false disparagement, 
which in themselves are monopo- 
listic practices. 

GM officials denied any false ad- 
vertising of its own products or dis- 
paragement of its competitors’ 
products, stating that the Federal 
Trade Commission is currently in- 
vestigating these charges and that 
GM has recently made full dis- 
closure of the facts to the FTC 
where the matter is still pending. 

However, they stated, that they 
no longer plan on using the word 
“Genuine” in advertising copy. 

* * * 


Third Problem 


. third problem called to the 
attention of GM officials by 
your study committee was as fol- 
lows: 


It is very evident from the recom- 
mendation of GM’s distribution 
group to its administrative commit- 
tee contained in a GM policy group 
action memorandum dated Dec. 16, 
1953, that monopolistic practices 
are intended by the GM parts dis- 
tribution plan. In this memoran- 
dum GM’s distribution group — 

“Recommended, That 

1. All replacement parts be 
billed to car, truck and engine 
dealers and distributors at a dis- 
count of 40 percent from list 
prices except 

(a) Specified assemblies such 
as but not limited to, engines, 
transmissions, torque convert- 
ers and bodies which may be 
billed at a lower discount ; 

(b) Specified highly compet- 
itive parts such as valves, gas- 
kets and piston rings which 
may be billed at a higher dis- 
count. 


2. Car, truck and engine dealers 
and distributors be extended an 
appropriate overriding discount 
on the General Motors replace- 
ment parts they sell at wholesale. 


(a) The overriding discount 
to not less than 25 percent of 
the dealer net price, provided, 
however, that (1) a _ higher 
overriding discount may be ex- 
tended on specified types of 
parts as required by the mer- 
chandising needs of such parts, 


and (2) a lower overriding dis- 

count may be extended on spe- 

cified assemblies as compre- 
hended in 1 (a) above, or as 
may be otherwise approved. 

(b) The overriding discounts 
shall apply to all parts sold by 
the car, truck and engine divi- 
sions for their respective prod- 
ucts, including those common 
parts distributed by United Mo- 
tors Service and by AC Spark 
Plug Divisions.” 

Further evidence that monopolis- 
tic practices are intended by the 
GM plan is disclosed in the Chevro- 
let discount on parts, not available 
from any other source except from 
GM, such as engines at 20 percent 
off list, transmissions and blocks at 
30 percent off list. Yet at the same 
time highly competitive parts avail- 
able from independent manufac- 
turers, such as valves, gaskets, 
mufflers and piston rings, carry a 
much higher discount with some 
ranging as high as 54 percent off 
list, which prices were originally 
intended to allow the GM dealers a 
wholesale margin. 

In the opinion of your committee, 
this pricing structure of GM is 
monopolistic on its face and can re- 
sult only in serious injury to and 
the elimination of the competition 
of many independent manufac- 
turers and independent wholesalers. 


fore GM has a complete monopoly 
so far as GM parts are concernex 
. * 2 


GM Answer 


rr ANSWER to the third problein, 
GM officials stated to the NSFA 
GM study committee that in their 
opinion the GM plan is not monop- 
olistic; that GM could legally estab- 
lish any price that they desired so 
long as such prices are not unrea- 
sonably low or below cost—just so 
long as their prices are uniform to 
all competing purchasers. 

That GM eliminated varying sug- 
gested resale prices because of the 
Robinson -Patman Act which re- 
quires the same prices to all classes 
of service outlets. However, under 
the law the car dealer or any pur- 
chaser can establish his own selling 
prices and is not required to resell 
at his purchase price. 

They further stated that in 
their opinion there were no 
monopolistic practices in their 
parts distribution plan with the 
use of long discounts plus func- 
tional wholesale commissions, 
since it did not result in the sale 
of a product at less than its cost; 
that they are presently re-exam- 
ining their costs and every indi- 
cation is that there will be a 
substantial number of changes. 

Your study committee pointed 
out errors in GM’s argument and 
emphasized the drastic impact and 
destructive effect of the long dis- 
count available by the GM plan to 
the service trade. Your committee 
contended that these long discounts 
are monopolistic and impossible for 
the independent manufacturer 
through his wholesaler to meet, and 
it will result in the destruction and 
elimination of the competition of 
the independent manufacturer and 
independent wholesaler. This was 
graphically pointed out by the use 


Your committee believes that if|of figures and a graph. 


this pricing structure is continued 
it will be just a matter of time be- 


Willys Expanding 
Press Plant at 
Shadyside, O. 


TOLEDO. — The Shadyside (O.) 
press plant of Willys Motors is be- 
ing expanded in order to double its 
capacity for the production of auto- 
motive stampings. 

The program calls for the con- 
struction of a 22,000-square-foot ad- 
dition and the installation of more 
than $1,500,000 in presses and aux- 
iliary equipment which will be 
transferred from Kaiser’s Willow 
Run plant. 


This machinery includes 16 
presses of 350-ton capacity and 
over, plus shears, roller levels and 
maintenance equipment. The addi- 
tion to the Shadyside press building 
will provide space for smaller 
presses and die work. 


Work on the project is to be com- 
pleted by July 1, according to W. 
M. Peerce, plant manager. 

When the program is finished, the 
Shadyside stamping division and 
the press shop at the Willys main 
plant in Toledo will be able to pro- 
duce virtually all of the body 
stampings required for Kaiser and 
Willys automotive production on 
Toledo assembly lines. 





Cummins Starts New Production Line— 


With the press of a button, Robert E. Huthsteiner (left), president of Cummins 
Engine Co., Inc., Columbus, Ind., starts the firm's new conveyor-type production line, 
part of the company's $7 million expansion program. Watching are (from left), 
Irwin Miller, board chairman; B. L. Wright, general foreman of the engine assembly; 
C. R. Fox, manufacturing vice-president, and Robert E. Gordon, editor of the Columbus 


Evening Republican. 


Your study committee continues 
to believe that if this GM price 
structure is continued, it will be 
just a matter of time before GM 
has a complete monopoly. 

* . * 


Fourth Problem 


4 igen fourth problem called to the 
attention of GM officials was as 
follows: 

General Motors, in a public state- 
ment regarding its new parts dis- 
tribution policy, stated: 

“Due to the various cease and 
desist orders in effect throughout 
the industry, and the fact that 

there are so many interpretations 
of the Robinson-Patman Act, 
General Motors, in formulating 
this policy, has endeavored to set 
up a policy that will put all peo- 
ple in competition on an equal 
basis.” 

In the light of this statement, 
how do you defend the AC Spark 
Plug resale schedules (as well as 
other AC products resale schedules) 
which provide varying prices based 
upon quantity such as 


Bagh ck ses cccaeselapesicasetes ted cntsveansicdss 385 
RT occ casadaeaxnckczbinabenene 55 
meen Ge OD .............. . 58 
CM ec cas cankaicxucacbeee 50 
Lots of 100 or over ................ 45 


Announced change, March 1954 to 


I Deda ig i eg 85 
MI OU sass ackcsccsaccccnsszscsvvsacncacs 53 
Lots 50 or over ................. as 45 


Answering this problem to NS 
PA’s GM study committee, the GM 
officials stated that recently the 
FTC issued a cease and desist order 
against General Motors with re- 
spect to AC, and that on Dec. 30, 
1953, General Motors had made its 
report of compliance with this or- 
der, which is now being considered 
by the FTC but has not yet been 
approved. 

The GM officials also stated that 
General Motors recognizes that the 
Robinson-Patman Act requires uni- 
form prices to competing pur- 
chasers; but, however, certain small 
products lend themselves to pack- 
aging and the price differences are 
de minimis (trifling) in the eyes of 
the law. They also state that Gen- 
eral Motors is hopeful of either 
FTC’s approval of AC compliance, 
which includes their small price dif- 
ferences based upon quantities, or 
that FTC will ignore such sma!! 
differences in price. 

It is the opinion of your study 
committee if such approval is ob- 
tained that we can look for some 
relief for sales less than unit 
packages. As soon as the FTC 
acts on AC compliance, you will 
(See GM PARTS PLAN, Page 27, Col. 2) 

















The overall average price of wholesale used cars slid to $892 last "51 (8) %-ton pickup, $710; (6) > on 
week—a dip of $4—according to Automotive News’ index. pickup, $610; Deluxe (8) 4-dr., $895*, 


Despite the drop, three models showed price gains: ’51s were up $7 coupe, $850, '50 (8) 4-dr., $630, $575, 


and ’52s and ’50s gained $5. 


The biggest loss was taken by ’54s, which dropped $21. They had | conv.’ $575, $445. "48 Super Deluxe sta- 
gained $20 the previous week, however. Other declines were: °47s, tion wagon, $430; club coupe, $355; 2- 
down $11; ’53s, down $10; ’48s, down $7, and ’49s, down $1, dr., $185. '46 (6) %-ton pickup, $220; 


Nevertheless, all models but ’53s had higher prices than they did 


30 days ago. 


At eight representative auctions last week, 1,465 cars were offered MERCURY —'54 Sun Valley 2-dr., $2,820°. 


and 1,009 were sold, for a ratio of 69 percent. A week earlier, the ‘53 Monterey coupe, $3,510", $2,005. '51 
ratio was 72 percent, with 949 of 1,302 cars sold. “at my , $250. "46 eo’ — 


Prices marked with an * indicate a unit equipped with an automatic onan Statesman 4-dr., $595. "46 4- 
transmission or overdrive, and (ps) indicates power steering. OLDSMOBILE —'51 (98) 4-dr., $1,320°, 


DENVER 


(Denver Auto Auction. Sale every Sun- 
day and Tuesday. Prices are for sale of 
March 7 and 9.) 

(Market stronger. Prices slightly high- 
er, More units offered for consignment. 
Higher percentage cf sales. Sold 245 
cars out of 380 offerings.) 

BUICK — ’54 RM Riviera coupe, $3,270* 
(ps); 4-dr., $3,005* (ps); Century 4-dr., 
$2,725*. '53 Super 2-dr., $2,165*; Super 
Riviera 2-dr., $1,950; RM Riviera 4-dr., 
$1,835* (ps); 2-dr., $1,630*; Special 2- 
dr., $1,400*, $1,395*. 

CADILLAO— ‘53 (62) 4-dr., $3,300*. ’51 
SS. coupe, $2,415. '50 (61) 4-dr., $1,- 


CHEVROLET—’54 Bel Air conv., $2,150; 
Bel Air 4-dr., $2,050*, $1, 955°, $1,885; 
2-dr., $1, 940°, $1,800, $1,840, $1,750; 
Handyman, $2,040; %-ton 4 speed pick- 
up, $1,365, $1, 335, $1,325; %-ton 3 
speed pickup, $1,325, $1,305, $1,225. '53 
Bel Air 2-dr., $1,680*; 4-dr. $1,530; 
sport coupe, 3 at $1,475; (210) 2-dr., 
$1,400; (150) 4-dr., $1, 385. 

CHRY: SLER — ’51 Windsor Deluxe 4-dr., 
$930*. '50 Windsor 4-dr., $860, '48 Wind- 
sor 4-dr., $450°. 

DeSOTO — ’54 Fire Dome 4-dr., $2,555*, 
$2,475*. °51 Deluxe 4-dr., $780; club 
coupe, $780*; Custom club coupe, $710*. 
"50 conv., $790*. 

DODGE—’54 Coronet (6) station wagon, 
$2,290; Royal 4-dr., $2,230*. '53 Coronet 
(8) 4-dr., $1,365*, 

FORD—’54 (8) Country sedan, §2,500, 2 
at $2,300; conv., $2,410; Skyliner, $2, - 
350°, $2,270*, $2, 260*; Ranch Wagon, 
$2,315; Victoria, $2, 305°, $2,250*, $2,- 


HUDSON—’53 Hornet, $1,650. ‘51 Pace- 
maker 2-dr., $425. 

LINCOLN —.’53 Capri 4-dr., $2,630. °52 
Capri 4-dr., $1,845*, $1,720*; Cosmo- 
Politan coupe, $1, 700%, 

MERCURY—'54 Monterey sport coupe, $2,- 
680*, $2,590, $2,495; 4-dr., $2,615, $2,- 
405. ’53 Monterey sport coupe, $2,125*; 
> wa sport coupe, $1,900, $2,025"; 4- 

$1,575. '52 sport coupe, $1,515*. 

Nasi 51 Statesman 4-dr., $410. 

OLDSMOBILE—’54 (88) 2-dr., $2,555*. '53 
(98) conv., $2,395* (ps); Super (88) 
Holiday, $2,290*; (88) conv., $2,205*. 
’52 (98) Holiday, $2,025* (ps); (88) 
Holiday, $1,795*, $1,790*; Super (88) 
4-dr., $1,580*, ’51 (98) Holiday, $1,440*. 

PACKARD — ’51 (200) 4-dr., $680*. °49 
(200) 4-dr., $395, $295. 

PLYMOUTH—’54 Plaza Suburban, $2,025; 
4-dr., $1,570, $1,950*; Belvedere 4-dr., 
$1,750; Savoy 4- -dr., ‘31, 675. °52 Cran- 
brook 4-dr., $757. °43 Special Deluxe 
4-dr., $275; * sport coupe, $335. 

PONTIAC—’54 Star Chief Catalina, §$2,- 
700*; 4-dr., $2,500*, $2,420*; Chieftain 
(8) 2-dr., $2,325*, $2,160*. 53 Catalina, 
2 at $2,015*, $2,005*, $1,950*. 

STUDEBAKER—’53 Champion 2-dr., $1,- 
115, 52 Hardtop, $1,055*. ’51 Champion 
coupe, $520, $500. °50 Land Cruiser 4- 


dr., $895. 
WILLYS—’51 Jeep 4x4, $555. °50 pickup, 
$565. °47 Jeep 4x4, $445. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
peentee. Prices are for sale of March 
-) 

(Active sales — demand growing on 
clean ’51 to ’53 used cars, Slack on 
pew cars. Sold 61 cars out of 93 of- 
ferings.) 

BUICK—’50 Super Riviera, $710. 
CHEVROLET—’54 Bel Air 2-dr., $1,660. 

’53 SL Deluxe club coupe $1, 270. ’52 
SL Deluxe 2-dr., $980*, $905. ‘51 SL 
Deluxe 2-dr., $940"; 4-dr., $605, 2 at 
$505, $720; "FL Special 4- dr., $805*, 
$595; FL Deluxe 4-dr. $800." "50 SL 
Deluxe 4-dr., $410; 2"ar. $585; FL 
Special 4-dr., $385; SL Special 2-dr., 
$465. °49 FL 4- dr., $470, 

51 Custom 4- dr., $790. 
DODGE—’52 %-ton pickup, $675. 
FORD—’53 (8) %-ton pickup, $455; Crest 

(8) conv., $1,505*. ’52 Custom (8) 4-dr., 
$985, $1,605. ''51 Deluxe (8) 2-dr., $740: 
Custom (8) 4-dr., $830, $855. ’50 Custom 
(8) 2-dr., $515, $490; 4-dr., $675, $485; 
Deluxe (&) 4-dr., $230. '49° Custom (8) 

4-dr., $365. '47 Deluxe (3) 4-dr., $234, 
$180. *46 (8) station wagon, $115. 
HUDSON—’51 Commodore (6) 4-dr., $420. 
KAISER—’51 Deluxe 4-dr., $430. 
MERCURY — '53 2-dr., $i, 505. ’51 4-dr., 
= $905. ‘50 club coupe, $425. '47 4- 


$200, $210. 
NASH 49" Ambassador 4-dr., $200. 
OLDSMOBILE—’51 (88) 4-dr., $1,070, '47 
3. 4-dr., £175, $150. 46. (76) 2-dr., 
PACKARD—’52 (300) 4-dr., $800. 
PLYMOUTH—’52 Concord 2-dr., $790. '47 
Special Deluxe 2-dr., $105. 
PONTIAC—’50 SL (8) club coupe, $640. 
°47 Torpedo (8) 2-dr., $190. '46 Torpedo 
(6) 4-dr., $230, $160; SL (8) 2-dr., 


$265. 
ee Champion 2-dr., $435, 


OAKLAND, CALIF. 


(Pollock’s Used-Car Auction. Sale every 
— Prices are for sale of March 
“(Rain most of day and cold. Prices up 
$26 to $100. Sold 110 cars out of 165 
offerings.) 
BUIOK-—'54 Special 4-dr., $2,700*. ‘50 
Super 4-dr., $760°; 2-dr., $740*; conv., 


Used-Car Auction Prices 


FORD—’54 Main (8) Ranch Wagon, $2,- 
Market Trend 320, '52 Custom (8) 4-dr., $1,115; 2-dr., 
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— —’'51 Windsor club coupe, 


$960. 

DeSOTO—'48 Custom 4-dr., $300; Deluxe 
4-dr., $380. 

povek 51 Wayfarer coupe, $635*, $200 
*48 Custom dub coupe, $290. '46 ‘Deluxe 
coupe, $220; 4-dr., $265; 2-dr., $250. 





$1,090; (6) 4-dr., $1,080*, 2-dr., 


$740; Custom (8) 2-dr., $845, $775, $770; 


$445; conv., $530; (6) 4-dr., $470; club 
coupe, $485. '49 (8) 4-dr., $395, $350; 


coupe, $300; (8) conv., $150; 2-dr., 
$255 
HUDSON—'52 Commodore (8) 4-dr., $1,- 


$130. 


1,085*. "50 (98) sedanet, $675*, '49 (98 
$825*. °49 Super conv., $605*; 4-dr., oa. Seno". Seee’; “Tb sedan, $380. 








Average Used-Car Prices 


(Compiled by Automotive News) 


Mar. 1954 Feb. 
To Date 1954 


$2,191  $2,148* 
1,546 1,583 
1,075 1,053 


795 772 
569 
422 
273 
222 
* 


* Prices on 1954 models added to 
tabulation; prices on °46s dropped. Average $ 892 $ 880 $ 664 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


‘48 (6) sedan coupe, $330; (8) sedan, 4-dr., $490°. °46 Super 4-dr., $240; 2- 


$505*. °48 Super 4-dr., $350*%; 2-dr., , dr. 24 v. $360. 47 (8) 4-dr., $210. dr., $300. 
$400°; RM sedanet, $250*. '47 conv., mn con ae Tw gise:’ 2dr. a STUDEBAKER—’53 Commander 4-dr., $1,- | CHEVROLET —'53 (210) 4-dr., $1,075; 
$235, $200. °46 4-dr., $180, $135; 2-dr., aa” }! a 395*. °50 Champion business coupe, sport coupe, $1,560; Bel Air 2-dr., $1,- 
$245. PACKARD—'51 (8) 4-dr., $940°. "50 (8)| $465; 4-dr., $455. 475*; sport. coupe, $1,550. '52 SL De- 
CADILLAC—’53 (62) club coupe, $3,720*; 4-dr., $405. '48 (8) 4-dr., $205. WILLYS—'52 (6) 2-dr., $650. luxe '2-dr., $950, $925*: FL Deluxe 2-dr., 
4-dr., $3,405* (ps). '50 conv., $1,775*. | PLYMOUTH—'54 Savoy club coupe, $1,- | MISCELLANEOUS — ’'53 Hillman Minx $1,050; station wagon, $1,075; Bel Afr, 
"49 (62) 4-dr., $1,290*; (61) club coupe, 765; Plaza station wagon, $2,135, ‘52 conv., $545. $1,100, ’51 Sedan delivery, $520; 1 ton 
$1,120*. '48 (62) 4-dr., $780*. '47 conv., Cambridge 4-dr., $925, $850, $810; 2-dr., panel, $520; SL Deluxe 2-dr., $775; Bel 
$435. °46 (62) 4-dr., $410. $750, $735. '51 Cambridge 4-dr., $775, EBENSBURG. PA Air; $965. '°49 SL Deluxe 2- dr. $425; FL 
CHEVROLET—'53 Bel Air 2-dr., $1,595; $770, $665. °49 Special Deluxe 4-dr., ? . Special 4-dr., $510. '°48 FM club coupe, 


4-dr., $1,065. '52 SL Deluxe station wag- $465, $400; 2-dr., $300. '48 Special De- 


(Ebensburg Auto Auction Co, Sale every $305; 2-dr., "$325; FL Aerosedan, $345, 


on, "$1,410*; 4-dr., $1,050*. 51 %-ton luxe 2-dr., $330. Thursday. Prices are for sale of March 11.) $290. '47 SM 4-dr., $450. '46 SM 4-dr., 


panel, $630; SL Deluxe 2-dr., $855. '49 | PONTIAC—’53 Catalina 2-dr., $2,250°, '51 
SL Special business coupe, $525. '48 4- (8) 4-dr., $1,050*, $925, $995. "50 De- 


(Market firm. Demand good, Prices $180, 


stable. Sold 72 cars out of 93 offerings.) | CHRYSLER — '52 Windsor 4-dr., $1,180 


dr., $410, $255, '47 %-ton pickup, $395.| luxe (6) 2-dr., $645; coupe sedan, $765; | BUICK—’51 Special Deluxe 4-dr., $1,025.| (PS). ‘49 Windsor 4-dr., $440*. 


"46 %-ton pickup, $215. (8) conv., $700°. "49 (8) 4-dr., * $525°. 


Bill Bird reports to Plymouth Dealers: 


*50 Special Deluxe 2-dr., $650. '49 Super (Continued on Page ‘26, Col, 1) 


Plymouth’s 

new power story 
gives you a 

great new sales story 


In just a few days the public announcement of Plymouth’s 
new power advances will be made from coast to coast. This 
national advertising will feature Plymouth’s new PowerFlite fully 
automatic no-clutch transmission in combination with the great 
new PowerFlow engine, the new Power Brakes, and the full-time 
Power Steering. 


There are several reasons why this new power story gives 
you a powerful sales story. First is PowerFlite itself. The eight 
careful years spent in its development are proof of its quality. 
Owners of other Chrysler Corporation cars can testify to its smooth- 
ness, convenience and dependability. 


Available now on Plymouth, PowerFlite is the newest, un- 
questionably the smoothest, automatic transmission in the low- 
price field. With it is the greatest engine in Plymouth history, the 
powerful new 110-hp. PowerFlow engine. You're selling a com- 
pletely new “power train,” the newest in the low-price field. 


And with Plymouth’s new Power Brakes and the popular full- 
time Power Steering, you can offer your customers two more 
outstanding power aids to driving; and with them, the greatest 
driving ease and safety in the low-price field. 


When you invite your prospects to drive the power-packed 
new Plymouth, you'll offer them the biggest motoring thrill in the 
low-price field. And you will be building up the greatest sales 
volume in your history. 


William J. Bird 


General Sales Manager 
Plymouth Division 


















Used-Car Auction Prices 


‘Continued from Page 25) 
























DODGE — ‘52 %-ton pickup $645, ‘51 $1,750*; $1,650; Main (8) 2-dr., $1,200. 
sg 4-dr., $710. ‘47 1 ton "52 Main (8) 2-dr., $910; Ranch Wagon, 
stake. $310; 2-dr., $205. °46 2-dr., $180. $1,335; Custom (8) 4-dr., $940; 2-dr., 

FORD ‘54 Custom (8) 2-dr., $1,690°;| $1,045. 51 Custom (8) 2-dr., $700"; _4- 
Victoria, $2,265*, '53 Custom (8) conv., + ee ve A As, OF eens 

$1,675*; Victoria, $1,500, ’52 Main (8) a hee 's420: "2. dr. $395, $330; De- 

oeeee, Tea ta) acten ake Fins "One. luxe (6) business — 9408; Po as 

, = coupe, $345 ‘48 Super eluxe r 

— Se. hale ata. a $265. "46 Deluxe 2-dr., $180; club coupe, 

° Custom (8) . 

a Rn atl at . MERCURY — ‘51 club coupe, $855. ‘50 
KAISER—'48'4-dr., $200. coupe, $610. 47 4-dr., $250. 
LINCOLN—’5i 4-dr., $955". NASH—’50 Super 4-dr., $300. 
MERCURY 93 ‘Monterey t-dr..$1,700°- | OLDSMOBILE—'80 (88) (-r., $740*. 

—’ 8s > . 
—’ 8 -dr. * '49| PLYMOUTH—'53 Cranbrook 4-dr., $1,190. 
a re ‘51 Cranbrook club coupe, $725. ‘50 De- 
i—’ ranbrook 4-dr., $575. luxe 4-dr., $585. '49 Special Deluxe 4-dr., 
yeas Delune 2dr Oraz0. '46 special De-| $405; Deluxe 4-dr., $330; coupe, $285. 

luxe club coupe, $200 ’48 Special Deluxe 2-dr., $355. 3 
PONTIAC—'49 Chieftain (6) 2-dr., $475. | PONTIAC—'53 (8) Catalina, $1,850*. '48 






Streamliner (8) sedan coupe, $280. 
STUDEBAKER—'50 %%-ton pickup, $395; 





$275. 





"46 (6) 4-dr. 










































BEST CLOTH 
BEST PACKAGE 


Heavy metal container that stands on 
home garage shelf or slips into glove 
compartment. 


TWO REASONS WHY 


* WAX-TREATED 
- POLISHING CLOTH 


= BEST SELLER 


7 in th lishi loth field. 
nia dower, Onder Nows-foom Your Jobber 


LAS-STIK MFG. CO., HAMILTON, OHIO 


Heavy-nap flannel; stitched 
edge; superior impregnation. 






' 
STUDEBAKER—'53 Champion 2-dr., $1,- H 
100*, 52 Champion 2-dr., $700*; 4-dr., | Commancer 4-dr., re 
| $710*. °51 Commander conv., seco". 50 WILLYS—’52 2-dr., $675. 
H Commander 2-dr., $400°; %-ton pickup, 
| ISOELLANEOUS—'49 International % HORSEHEADS, N. Y. 
i mis aoa ee ee Pe (Horsehead Auto Auetion. Sale every 
ton cab chassis, $200. Friday. Prices are for sale of March 12.) 
(Signs of spring here today, Plenty of 
FARGO, N. D. cars and buyers very active, stocking 
9 : up for spring market.) 
} (Tri-State Auciion Co, Sale every! goICK—’'54 Century 4-dr., $2,400*. °51 
/ Thursday. Prices are for sale of March 11.) Super Riviera 2-dr., $1,115*. '50 Special 
{ (Weather cool, bidding slow, Large Deluxe sedan, $685. °48 Special sedan, 
consignment of cars, Prices down from $310. 
@ week ago. Sold 62 cars out of 112 of- | CADILLAC—'53 (62) coupe deVille, $3,- 
ferings.) 790* (ps). 
BUICK — '52 Super Riviera 4-dr., $1,400. | CHEVROLET—’52 SL Deluxe conv., $1,- 
‘51 Super Riviera 2-dr., $870; Special 045; sedan, $1,010; station wagon, §$1,- 
H Riviera, $845°*. 355; SL Special sedan, $900; club coupe, 
| CADI C—’'50 (62) 4-dr., $1,660*. $950. '51 SL Deluxe sedan, $800*. ‘50 
CHEVR@OLET—'53 (210) 4-dr., $1,260; 2- SL Deluxe sedan, 2 at $670*, $650; SL 
| cr., $1,300; Bel Air 2-dr., $1,175, ‘52 Special sedan, $615. ‘49 SL Deluxe 
| SL Deluxe 4-dr., $825. °51 SL Deluxe sedan, $445; conv., $465; FL Special 
4-dr., $840*, $730°. 50 SL Deluxe 4-dr., sedan, $425, $380. '47 FM club coupe, 
H $595: 2-dr., $690, $590, $560. "49 FL De-| $230. 
| luxe 2-dr., $540, '48 SL 2-dr., $345, $185. | CHRYSLER—'51 Windsor conv., $1,020. 
DODGE—'47 4-dr., $205. DeSOTO—’'52 Fire Dome ¢8) sedan. $1,000. 
FORD—’54 Custom (6) 4-dr., $1,850*. | DODGE—’53 Meadowbrook 2-dr., $1,130. 
i __'53 Custom (8) Custom (8) _2-dr., $1,2 285; Victoria. ‘49 Coronet (6) 4-dr., $520° ; _ business 
i 
} 
: 
i 
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coupe, $320. $370. 


"46 Custom sedan, 


FORD — ‘54 Custom 
‘562 Main (8) sedan, 
(8) sedan, $705. 
$640. '49 Custom (8) 
"48 (8) sedan, $280. 


KAISER—'48 sedan, 


‘48 Custom sedan, 
$215. 

(8) sedan, $1,S10*. 
$965. °51 Custom 
‘#0 Custom (8) sedan, 
sedan, $355, $350. 
’46 (8) conv., $265. 


$285, 


MERCURY—’51 club coupe, $905*; station 
wagon, $875; sedan, $925*. ‘50 sedan, 
$675; conv., $669. 

NASH—’'49 (600) 4-dr., $280. 

OLDSMOBILE—’50 (58) sedan, $725*, °46 
(76) secan, $195. 

PLYMOUTH — ’'54 Savoy 2-dr., $1,720. 
53 Cranbrook 2-dr., $1,085; Cambridge 
sedan, $1,115. 

PONTIAC—’52 (8) 4-dr., $1,210. ‘50 (8) 
4-dr., $685*. '47 (8) 4-dr., $220. 

STUDEBAKER—’50 Champion 2-dr., $415, 

FLINT, MICH. 
(Flint Auto <Aueiion, Inc, Sale every 


Wednesday. Prices are for sale of March 

10.) 

(The demand in price was high re- 
sulting in low percentage sold of large 
consignment, Sold 116 cars out of 181 
offerings.) 

BUICK—’53 Riviera 4-dr., 
015*, $1,985*, $1,980*, 
Special 2-dr., $1,695*. 
$1,510*, $1,320*; 2-dr. $1,330* ; RM 
4-dr., $1,300*, $1,255*, ‘$1, 250* ; Special 
2-dr., $1,265. '51 Special 4-dr., $840; 2- 

., $910, $870; Riviera 2-dr.. $1,015*. 

4-dr., $685. ‘48 RM 4-er., 


CADILLAC—'51 (62) 4-dr., $1,870*. '50 
(62) club coupe, $1,750*. '49 (62) 4-dr., 
$900". °48 (62) 4-dr., $760, ‘47 4-dr., 


$2,100*, §$2,- 
$1, 970*, $1,950*; 
52 Riviera 4-cr., 


$460. 
CHEVROLET—'53 Bel 
$1,275*; (210) 2-dr., $1,290*, 
$1,170; 4-dr., $1, 290", $1, 190*; 
pickup, $895. °52 SL Deluxe 2- dr., 
$855, $850, $800. ‘51 SL Deluxe 2-dr., 
$605; 4-dr., $645; FL Deluxe 2-dr., $700; 
Bel Air coupe, $890; (350) 2-ton tractor, 
$500. '50 SL Deluxe 4-dr., $550; 2-dr., 
$545. ‘49 SL Deluxe club coupe, $450. 
'48 SL Deluxe 2-dr., $235. '47 FM 4-dr., 
$250; SM 2-dr., $160. 
CHRYSLER—'51 4-dr., $775. 
DeSOTO—'51 Sportsman club coupe, $1,030. 
"50 Custom club coupe, $610. 
DODGE—’53° Coronet (8) 4-dr., $1,270*; 
club coupe, $1,225*. ‘52 Coronet 4-dr., 
$900. '51 Meadowbrook 4-dr., $500. 
FORD ‘53 Victoria club coupe, $1.660*; 
Custom (8) 2-dr., $1,300*, $1,235*, §1,- 
190, $1,160, $1,100; 4-dr., $1,175°; 
Custem (6) 4-dr., $1,150*, 2 at $1,075; 
2-dr., $1,080, $1,055. '52 Victoria club 
coupe, $1,100; Custom (8) 2-dr., $1,010, 
$1,000; 4-dr., $1,050; Main (8) 2-dr., 
$800; Ranch Wagon, $1,100. '51 Custom 
(8) 2-d>., $810, $700; 4-dr., $750. ’50 
Custom (6) 2-dr., $465, $375. '49 Custom 
(6) 2-dr., $350; Custom (8) 2-dr., $260. 
‘48 Custom (8) 2-dr., $320. 
HUDSON—'49 Commander 4- dr., $335, 
KAISER—’51 Manhattan 4-dr., $595. 
LINCOLN—’53 Capri club coupe, $2,460*. 
MERCURY—'52 club coupe, $1,265*, $1,- 
120*; 4-dr., $1,120. '51 4-dr., $745, $695. 
NASH—’51 Rambler club coupe, $630. '50 
(600) 4-dr., $300. '49 (600) 4-dr., $275. 
OLDSMOBILE ‘53 Holiday (88) "coupe, 
$2,180", '50 (98) 4-dr., $700, '47 (76) 
club sedan, $100. 
PACKARD—’51 (200) 4-dr., $640. 
PLYMOUTH—'54 Savoy 4-dr., $1,575*. ’51 
Special Deluxe 2-dr., $380. '50 Special 
Deluxe club coupe, $480. '49 Special De- 
luxe 4-dr., $300. 
PONTIAC "53 Catalina 
880°; Chieftain (8) 4-dr., 
$1,465". 


Air 4-dr., $1,485*, 
$1,200*, 
1@-ton 


$200*, 


(8) coupe, $1, 
$1,650*; 2-dr., 
52 Catalina (8)' coupe, $1,425*; 
Chieftain (8) 4-dr., $1,170; 2-dr.. §$1,- 
135. °51 Chieftain (8) 2-dr., $930. "50 
Chieftain (8) 2-dr., $600. 
STUDEBAKER 51 Commander 4- dr., 
$530; club coupe, $515, '50 Commander 
4-dr., $390; 2-dr., $175; Champion 4-dr., 
$350. 49 Land Cruiser 4- dr., $215. 
WILLYS—’52 Aerolark (6) 2- -dr., $670. 


OMAHA, NEB. 


(Cliff Soderberg Auvo Auction. sale every 
Tuesday. Prices are for sale of Mar¢h 9.) 

(Used car market very good. Sold 71 
cars out of 137 offerings.) 


BUICK — '54 RM 4-dr., $3,100*; Special 
Deluxe 2-dr., $2,360*. °53 Special 2-dr., 
$1,355. 52° Super Hardtop, $1,295"; 
Speeial 2-dr., $1,260*. 


CADILLAC — "51 coupe deVille, 


$2,260". 
*50 (62) 4-dr., $1,755*. 


CHEVROLET — 553 (150) station wagon, 
$1,160; (210) 2-dr., $1,300*; 4-dr., $1,- 
300*. °52 SL Special 2-dr., $895. '51 SL 


Deluxe 4-dr., $765; SL ‘Special 2-dr., 

$680, $635. "50 FL’ Deluxe 2-dr.. $595: 
SL Special business coupe, $555, $540. 
‘49 FL Deluxe 4-dr., $485, $440. ‘47 
Aerosedan, $285; 2-dr., $195. 

CHRYSLER '49 NY’ 4-dr., "48 
Windsor 4-dr., $310. 

DODGE — °51 Wayfarer business coupe, 
$500. '47 Custom club coupe, $240; De- 
luxe 2-dr., $160. '46 %-ton pickup, $280. 

FORD—'54 ‘Crest (8) conv., $2,160*; Vic- 
toria, $2,125*; Custom (8) 4-dr., $1,- 
960*; %-ton pickup, $1,360. '53 Victoria, 
$1,725*; Custom (6) 4-dr., $1,355. '52 
Custom (8) 2-dr., $1,040. '51 (6) station 
wagon, $775; 2-dr., $595. ’50 Deluxe (6) 
2-dr., $490; 4-dr., $445. '49 Custom (8) 
2-dr., $430, $425, $345; 4-dr., $360; (6) 
2-dr., $345. 

MERCURY—'54 4-dr., $2,280*. ‘53 4-dr., 
$1,680*. ‘52 2-dr., $1,130. ‘51 2-dr., 
$930; 6 passenger coupe, $900. "49 club 
coupe, $495. 

NASH—’49 (600) 2-ar. $305. 

OLDSMOBELE—’51 (88) 2-dr., 
(76) 4-dr., $520. °48 (68) club sedan, 
$360; (98) club sedan, $240. 

PACKARD — '51 (300) 4-dr., $1,000. 
club sedan, $505. 

PLYMOUTH — ’52 Cambridge club <oupe, 
$740. ‘51 Belvedere, $710. '49 Deluxe 
club coupe, $345. '48 Deluxe 4-dr., $315. 

PONTIAC—'50 (6) 2-dr., $650. "49 (6) 
sedan coupe, $405. 

STUDEBAKER—’52 Champion 2-dr., $725. 
"51 Land Cruiser 4-dr., $600; Champion 
4-dr., $600. 


ALBANY, N. Y. 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of March 8.) 
(Market today showed somewhat 
stronger in price due to extra quality of 
offerings. We had one of the best bunch 
of cream puffs that has ever been our 
privilege to sell, Medium cars were no 
higher than shown for the past month. 
Sold 120 cars out of 138 offerings.) 
BUICK—’54 Super Riviera 2-dr., $2,800°*; 
Century 4-dr., $2,720°. ‘53 RM 4-dr., 
$2,010* (ps); 2-dr., $2,020* (ps); Special 
2-dr., $1.800°; 4-dr.. $1,622*. ‘52 RM 


$450. 


$995. '49 


"50 














CADILLAC—’51 (62) 


4-dr., $1,360*; Special Riviera 2-dr., $1,- 
420°. '51 Super Riviera 2-dr., $1,220*; 
Special 4-dr., $940; Super 4-dr., $1,000*; 
RM 4-dr., $950*. '50 Super 4-dr., $740*; 
RM 4-dr., $670*. '49 RM 2-dr., $580°*, 
$650*; 4-dr., $300; Super conv., $480. 

4-dr., $2,060*, $2,- 
'49 (62) 4-dr., $1,200°. 
$600*. °'46 (60) Special 


030*, $1,865*. 
’47 (62) 4-dr., 
4-dr., $240. 
CMEVROLET — '54 Bel Air 4-dr., $1,800. 
"53 (150) 2-dr., $1,135; (210) 4-dr., $1,- 
575* (ps), $1,570* (ps), $1,450*, $1,370; 
station wagon, $1,570, $1,510; Bel Air 
4-dr., $1,700*, $1,560*. ‘52 SL Special 
2-dr.,, $1,000, $880; SL Deluxe club 
coupe, $1,070. '51 FL Deluxe 4-dr., $920, 
$850; SL Deluxe club coupe, $830°*. 


DeSOTO—’51 Deluxe 4-dr., $590 


DODGE — '52 Coronet club coupe, $935*; 
Meadowbrook 4-dr., $930*. ‘51 Coronet 
4-dr., $785. '49 Coronet club coupe, $529; 
4-dr., $610, $460; Platform, $450. ‘47 
Custom 4-dr., $300. 


FORD—'54 Crest (8) 
400*; 4-dr., $2,000*. 
coupe, $1,120; 4-dr., $1,050; Main (6) 
4-dr., $1,175; Custom (8) 2-dr., $1,360*. 
*52 Main (8) 2-dr., $1,090, $980; Main 
(6) club coupe, $980; Custom (8) 2-dr., 


Country Squire, $2,- 
"53 Main (8) club 


$1,010*, $1,000, $970. ‘51 Deluxe (8) 
2-dr., $725, $650; Victoria 2-dr., $900*; 
Custom (8) 4-dr., $850*, $780; 2-dr., 
$710*; Custom (6) 2-dr., $700*; Crest 
2-dr., $870. 

HUDSON—'48 Commodore 4-dr., $130. '46 
Commodore club coupe, $150 

LINCOLN—’49 4-dr., $310*. 

MERCURY —’52 4-dr., $1,260*. 49% conv., 
$450; 4-dr., $560. 


NASH—’51 Rambler station wagon, $680. 

OLDSMOBILE "53 (88) 4-dr, $2,250* 
(ps). '51 (88) 4-dr., $1,225*. ‘49 (88) 
4-dr., $675*; (98) 4-dr., $350*. 

PLYMOUTH — '53 Cranbrook club coupe, 
$1,190. °51 Cambridge club coupe, $690; 
Suburban, $980. 

PONTIAC—’53 Chieftain Deluxe (8) 4-dr., 


$2,310*, $2,300*; Catalina, $2,411*, ‘53 
Chieftain Deluxe (6) 2-dr., $1,170; Chief- 
tain Deluxe (8) 4-dr., $1,250*; Catalina, 
$1,530*. ‘49 SL (8) 2-dr., $600. ‘48 
SL (8) 4-dr., $220*, ‘47 Torpedo (6) 
conv., $170. 

STUDEBAKER—'53 Star Lite coupe, §2.- 
000* (ps). "50 Champion 2-dr., $220*. '47 
Champion 2-dr., $170. 

WILLYS—’50 station wagon, $570 

MISCELLANEOUS—'53 Henry J Corsair 


Deluxe, $820. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of March 5.) 

(Sold 170 cars out of 291 offerings.) 

BUICK—'53 Super Riviera 4-dr., $1,975*; 
coupe, $1,925*; RM 4-dr., $1,900; Special 
Riviera coupe, $1,700, $1,650. '52 Special 
4-dr., $1,280*, $1,250. '51 Riviera 2-dr., 
$1,050*. '50 Special sedan, $600. 

CHEVROLET—’54 Handyman, $1,840; Bel 
Air 4-dr., $1,800, £1,790, $1,765; 2-dr., 
$1,765. 53 (210) 4-dr., $1,375*, $1,325, 
$1,300, $1,175; Bel Air 2-dr., $1,300; 
(150) club coupe, $1,200. ‘52 Bel Air 
2-dr., $1,180*, $1,175, $1,150*; SL De- 
luxe 4-dr., $1,.050*, $1,040, $975; FL 
Deluxe 2-dr., $950. °51 SL Deluxe 4-dr., 
$750; eonv., $750*; coupe, $745. 

DeSOTO—’51 Sportsman, $1,065. 

DODGE — '54 Royal club coupe, $2,005*. 
"53 Coronet 4-dr., $1,200*, $950. ‘50 
Coronet coupe, $500. 

FORD—'54 Country Sedan, $2,470; Vic- 
toria, $2,185; Ranch Wagon, $2,125; 
Crest 4-dr., $2,025*; Custom (8) 2-dr., 
$1,710; Main (6) 2-dr., $1,450. '53 
Custom (8) 4-dr., $1,425*, $1,410 2 at 
$1,400*; 2-dr., $1,260*. ‘52 Victoria, 
$1,160*; Custom (8) 4-dr., $1,150, $1,- 
105; 2-dr., $390; Main (8) 2-dr., $1,000. 
*51 Custom (8) 2-dr., $850, $800*, $775*, 
$730*; Deluxe (8) 2-dr., $800. 

HUDSON —’53 Jet 4-dr., $1,050; Wasp 
= coupe, $885*. "51 Pacemaker 2-dr., 
$40. 


LINCOLN — ’54 Capri 4-dr., 
$3,300 (ps). 
150 


$3,550 
"53 Cosmopolitan 4-dr., 


(ps), 
$2,- 


$2,250*, 
$1,320. ’51 
$775; 2-dr., 


MERCURY — ‘54 Monterey 4-dr., 
$2,230. '52 Monterey 2-dr., 
club coupe, $850*%; 4-dr., 
$600. '40 2-dr., $260. 

NASH—’52 Statesman 4-dr., 
Rambler, $500; 2-dr., $475; 4-dr., 

OLDSMOBILE — ‘54 (98) 4-dr., 
(ps); Super (88) 4-dr., 
4-dr., $2,800* (ps). 
120* (ps); (88) conv., $2,030. ’52 (88) 
4-dr., $1,325*; 2-dr., $1,240. ‘51 (88) 
4-dr., $1,065*; (98) 4-dr.’, $860*. 

PLYMOUTH — ’53 Suburban, $1,350, $1,- 
270, $1,195; Cambridge 4-dr., $1,340*; 

$1,310; Cranbrook 4-dr., 


Belvedere 2-dr., 
$1,060. '52 Cranbrook 4-dr., $760, $690; 
Concord 2-dr., $450. °51 Cranbrook 4- 
dr., $725. '50 Special Deluxe club coupe, 
$685; Suburban, $675. 
PONTIAC—'54 Catalina, 
conv., $1,700; 2-dr., 
$1,375*. ‘51 (8) 
dr., $510. 
STUDEBAKER—’53 sport coupe, 
‘52 Commander, $925*; 
$775. °51 4-dr., $360. 


DYER, IND. 


(Dyer Aute Auction. Sale every Friday. 
Prices are for sale of March 5.) 
(Sold 144 cars out of 216 offerings.) 


BUICK—’54 Super 4-dr., $2,745*. 53 RM 
Riviera, $2,110*, $2,150; Special Riviera, 
$1,600*, $1,985*. °52 Special Riviera, 
$1,400* $1,110, $1,210*; RM 4-dr., $1,- 
180*, ’51 Super Riviera, ‘$1, 150*, $1, 040°; 
cony., $1,005*; RM 4-dr., $900*, $1,030*. 
50 Special 2- dr., $600*, $625*. 

CADILLAC—’54 (62) 4-dr., $4,590*. 
(62) coupe, $3,350*. ‘52 (62) 
$2,470* (ps). °51 (62) 4-dr., $1,890*, 
$1,920*. 

CHEVROLET—’53 (210) 2-dr., $1,130; 4- 
dr., $1,360, $1,410*; Bel Air 2-dr., $1,- 
375, $1,575. '52 SL Deluxe 2-dr., $900, 
$920°. °51 SL Deluxe 4-dr., $575; Bel Air 
coupe, $995* 

CHRYSLER—'50 Windsor 4- dr., $590. 

DeSOTO—’'53 Powermaster 2- dr., $1,475°. 
’52 Custom (6) Sportsman, $1,035*: Fire 
Dome 4-dr., $1,075*. °47 Custom sedan, 
$115. 

DODGE — $565. 
’50 Coronet 4-dr., $550*, '49 Way- 
farer roadster, $335. 

FORD—’'54 Country sedan station wagon, 


$925*. ’51 
$375. 
$8,190* 
$3,150 (ps); (88) 
"53 (98) 4-dr., $2,- 


$2,675. °53 (8) 
$1,250. ’52 Catalina, 
4-dr., $710. '50 SL 2- 


$1,325¢. 
Starlight coupe, 


"53 
4-dr., 


‘51 Meadowbrook 4-dr., 
$620". 


$2,210. '53 Victoria, $1,550; Main (8) 2- 
dr., $1,160. "52 Custom (8) 2-dr., $935; 
Main (8) 2-dr., $870. '51 Custom (8) 
2-dr., $775*, $695. 2 at $610, $890°; 
conv., $875; Deluxe (8) 4-dr., $490. '50 
(6) 4-dr., $345, $575; 2-dr., $505, $515, 
$540, $480, $590, $495, $460; (8) station 
wagon, $345. 

HUDSON—’50 Commodore (6) club coupe, 














MERCURY—’54 Monterey coupe, 


NASH—’52 Ambassador 4-dr., 


(March 10.) 
out of 53 offerings. 


(March 9.) 
out of 83. 


$300. ‘49 Super (6) 2-dr., $340; Com 
modore (6) 4-dr., $155. 
KAISER—’'52 Virginian 2-dr., $705. 


LINCOLN — '52 Cosmopolitan 4-dr., $1,- 


600*. °48 club coupe, $185. 


$2,375°. 
’52 sport coupe, $1,390*. '51 club coupe, 
$810; 4-dr., $850*%. ‘'50 4-cr., 
station wagon, $700. ‘49 4-dr., 


$1,175*. 51 
Ambassador coupe, $570. '50 Ambassador 


2-dr., $345. 


OLDSMOBILE — '53 (98) 4-dr., $2,000°, 
$2,095*; (88) 4-dr., $1,960*. ‘52 (98) 
4-dr., $1,620*; (88) 2-dr., $1,385*. ‘51 
(88) 2-dr., $1,090*, $1,000*; Holiday 
coupe, $1,125*; (98) 4-dr., $1,105*. ‘5u 
(88) club coupe, $730*, $710*. 

PACKARD—’50 4-dr., $455°. ‘48 4-dr., 
$325. 

PLYMOUTH — '52 Cranbrook 4-dr., $870 


Concord 2-dr., $590. ’51 Cambridge 4- 


dr., $635. "50 Special Deluxe club coupe 
$145. $480; Deluxe coupe, $270 4s 
Special Deluxe 4-dr., $265, $280. 

PONTIAC—’53 Chieftain Deluxe (8) 4-dr 
$1,700*, $925. 

STUDEBAKER — '51 Commander 4-dr 
$675; Champion 2-dr., $630. '50 Cham- 
pion 2-dr., $395. "49 %-ton pickup, $316 
*47 Champion 4-dr., $130. 

* * * 


— Auctions in Brief — 
JESSUP, MD. 


Auto Auction, Every 
Bidding sharp 


Wednesday 
Sold cars 


Colies’ 


* * * 


N. LITTLE ROCK, ARK. 


Arkansas Auto Auction. Every Tuesday 
Market steady. Sold 42 cars 


* * * 


N. PLAINFIELD, N. J. 


Lebanon Auto Auction. Sale every Wed 


nesday. Sales on Mareh 10 continued good 
in all models with prices firm. Fine weath- 
er contributed to big turnout. 
out of 118 offerings 


Sold 89 cars 


* * 7 


AKRON, OHIO 


Akron Auto Auetion. Every Thursday 
(March 11.) Wholesale good. Sold 72 cars 


out of 123. 


* * * 


FT. WAYNE 
Marker’s Auto Auction. Sale every 
Bidding on March 9 was brisk 
108 cars out of 136 


Carl 
Tuesday. 
and priees firm. Sold 
offerings. 


WINTER or SUMMER 


America’s 


FINEST 
Heater 


For ‘53-’54 


Popular Make Cars 


HaDees 
re 


Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, Ill. 





MORE AUTO DEALERS SPECIFY 


MY STEMAC 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 


WRITE FOR STEMAC 1281 So. Cherokee 


DETAILS— Denver, Colorade 














SAFET-BELT 


for motorists 

Drive with complete confidence. You cannot 
be thrown against the windshield when you 
stop suddenly or when an accident occurs. 
Protect yourself and your family with 
Safe-T-belt. Greatly reduces physical fetique 
while driving. Simple to install. The beautiful 
maroon webbing, with aircraft type buckle, is 
permanently anchored to the floor of your car, 
bus or truck. 














Double rein- 

forced metal eye- 

lets — Hang keys 

from either end 

— Complete in- 

formation. 

2 TAGS & RINGS 

Priced At 


Enclose Check 
with Order. 


Shipments 
Prepaid. 
Free Used Cor 


Systems & Aids 
Catalogue. 


BARRY AUTOMOTIVE 
(SYSTEMS DIVISION) 
Sta. "A", Box 1037, 

Cleveland 2 








Buffalo’s 


LAROEST 


newspaper 


The Sunday Courier- 
Express is the State’s lar- 
gest newspaper outside 
of Manhattan. It will 
carry your sales message 
to nearly 70% of the 
442,700 families that 
make up the 
great 
8-county 
Western 
New York 


market. 





fee} ti ais: 
UL sere 
REPRESENTATIVES : 


SCOLARO, MEEKER & SCOTT 
Pacific Coast: DOYLE & HAWLEY 





ust | MINATING SYSTEMS 





9 SYSTEMS 
TO CHOOSE FROM! 


hanging 
(for trucks buses). 
Write for ovr new illustrated catalog. 
“The World's Finest Exhaust System" 
ENGWALD CORPORATION 


357 Lefayette Ave., Brooklyn, N. Y. 
SRO i 
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fa 
GM Parts Plan 
(Continued from Page 24) 
be notified immediately by the 
NSPA study committee. 

NSPA study committee will con- 
tinue its work on these as well as 
other problems arising from the 
GM parts distribution plan and will 
welcome your thinking and any 


ideas, information or material that 
you believe will be helpful. As new 


ideas and recommendations are de- | 


veloped you will be advised. 
* a * 


St. Aubin’s Letter 


Mr. Harold Halfpenny, 
Olympic Hotel, 
Seattle, Wash. 


Dear Harold: 


I want you to know that we ap- 
preciated your visiting with us last 
Thursday together with Messrs. 
Cassedy, Klaus and Fisher and stat- 
ing your point of view as well as 
those of the members of the NSPA. 


We mentioned to you that certain 
changes in the method of reporting 
car division dealers’ claims for com- 
pensation earned under the new 
wholesale parts plan were consid- 
ered desirable in view of the appar- 
ent widespread misunderstanding of 
the plan in the field, and that such 
changes were now in the process of 
development. One of the changes 
discussed was the wholesale per- 
centage of parts business method 
used in calculating the amount of 
override that a dealer would receive 
under the plan. 

We are immediately discontinuing 
this percentage method. Starting 
March 1, 1954, the car division deal- 
ers will be paid an overriding dis- 
count on their actual qualified 
wholesale sales on parts purchased 
from their respective car division. 

Dealers will compute the actual 
overriding discount earned from 
their wholesale sales invoices and 
will submit a tabulation of such in- 
voices to support their claims for 
overriding discounts. In this man- 
ner the dealers will receive the ap- 
plicable overriding discount solely 
on parts purchased from the car 
division and sold at wholesale. 

This is in line with our discussion 
with you. 

Very truly yours, 
M. E. St. AvsBin 
Director, Service Section 
* * * 


W. E. Fish’s Letter 


TO ALL CHEVROLET DEALERS: 
Under the date of Dec. 24, 1953, 
you were notified of a modification 
of the General Motors wholesale 
parts plan effective Jan. 1, 1954. 
While certain changes were made 
in the overriding discounts paid on 
different classes of parts and United 
Motors and AC parts were included, 





the basic plan remained the same, | 


namely that dealers are granted an 
overriding discount from the dealer 
cost of qualified wholesale sales of 
Chevrolet parts purchased from 
Chevrolet Motor Division. 


In claiming the overriding dis- | 
count dealers were permitted to use | 


a form supplied by Chevrolet en- 
titled “Application for Compensa- 
tion on Purchases of Parts Sold at 
Wholesale.” This provided for the 


computation of overriding discount | 
on a percentage basis. Since a} 
rather widespread misunderstand- | 


ing has developed in connection 
with the use of this form, it is be- 
ing discontinued. 

Effective March 1, 1954, dealers 
will be paid an overriding discount 
on their actual qualified wholesale 


sales of parts purchased from Chev- | 


rolet Motor Division on and after 
Jan. 1, 1954. 


Dealers will compute the actual | 


overriding discount earned from 
their wholesale sales invoices and 
submit claim for such discount on 
new forms provided by Chevrolet. 
This may be submitted on a monthly 
or annual basis. By this method 


dealers will receive the applicable | 
overriding discount on parts pur- | 


chased from Chevrolet and sold at 


wholesale in each of the different | 


overriding discount classifications. 
The new procedure and appro- 
priate forms will be forwarded to 
you within a few days. If they wish, 
dealers may use these forms to 
compute their overriding discount 
for the months of January and 
February, 1954, or they may use 
Form No. P&A 35 which was in 
effect for those two months. 
Very truly yours, 
G. E. Fisu, 
Genera] Sales Manager 















Manufactured under 
license granted by 

C. G. Barden, California. 
U. S. Patent Nos. 
0-157,321; 2,492,914 


“y 


DODGE « FORD ¢ CHEVROLET 
STUDEBAKER * WILLYS 
GMC « INTERNATIONAL 


OW 


AVAILABLE! 
for 1/2, 3/4 

and ONE TON 
PICK-UP TRUCKS 







MOBILE 
BUMPERS 
20) ae 1a § 
MODELS 


A sturdy, one-piece, custom-made combination rear 
bumper-step—and trailer hitch. 


The sturdy, one-piece Mobile Bumper—engineered for 
maximum strength—provides all-around protection for 
- truck and rear fenders of 4%, % and 1 ton pick-up trucks. 
It is custom designed for each make and style of truck 
and fits bumper holes provided by the manufacturer . . . 
there are no chassis holes to drill. The Mobile Bumper 
can be easily installed in 45 minutes, attractive low cost. 


A SAFETY FEATURE THAT ADDS TO THE APPEARANCE OF YOUR PICK-UP 


TO AUTOMOTIVE DEALERS 


Exclusive Distributor Franchise For Your State 


WRITE FOR DETAILS: You can increase your income substantially 
with a top profit distributorship for Mobile Bumper—a popular easy- 
to-promote accessory attractive to dealers. 


960 N. Pennsylvania « Phone Lincoln 6323 


INDIANAPOLIS, INDIANA 


eed ae 





FOR INCREASED SALES AND GREATER 
PROFITS, LINE UP WITH THE LEADER. 


USE AND CARRY ARO TOPS—a complete 
line, including: The low priced “STORM 
KING", medium priced "REGAL" and 
highest quality "DELUXE", all ‘‘fit’’ in 
your operation. Workmanship and fit 
guaranteed. 


New ARO “KILTY” 


The colorful, exciting new 5-ply addition 
to the ARO TOP family. Comes in a choice 
of nine distinctive colorfast Scotch plaid 
patterns. Top Sensation of 1954. 


NOTE: ALL ARO TOPS ARE MADE BY THE WORLD'S OLDEST AND 
LARGEST MANUFACTURER OF REPLACEMENT CONVERTIBLE TOPS, USING 


HAARTZ FABRIC EXCLUSIVELY 


PHONE, WRITE OR WIRE FOR MONEY MAKING DEAL 


ARO TOP SALES CO. 


1089 COMMONWEALTH AVE. BOSTON 15, MASS. 
Telephone: Algonquin 4-5250 4 








ee 
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SALESMEN 


TRY AT OUR RISK 
“HIDDEN TREASURE FOR AUTOMOBILE SALESMEN" 
This pocket size booklet gives you 10 simple, practical methods of 
finding prospects. It shows you— 


HOW TO: 


1. Prospect by Telephone 5. Organize Your Sales Efforts 
2. Prospect Cold Canvass 6. Multip ly Your Prospecting 
3. Prospect with Owners Activities Ten-Fold 

4. Sell the Walk-ins 7. Increase Your Earnings 


8. How to make a profitable sale today! 


CHISHOLM SYSTEMS, Box 1352, Palo Alto, Calif. 





Please rush copies “Hidden Treasure for Automobile Salesmen”’ 
$1.00 each 6 copies $4.50 12 copies $8.40 Money back if not satisfied. 
ne 
Please Print 
ADDRESS 








The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


a 


prg@MoRE 
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“HOLD IT! WHEN 1 TOLD YOU TO GO TO HElL, 
1 WAS REFERRING TO THE COMPANY THAT MAKES 
THOSE TIME AND MONEY SAVING HEIL BODIES!” 


SUBFRAME construction of Heil Bodies have both cross 
members and long members interlocked and welded into 
a single assembly to prevent sagging of body floor. This 
reinforced steel subframe is welded integrally with the body 
to support the load uniformly and distribute the lifting 
forces of the hoist without bulging or distortion. 


Other Heil features your customers look for include: 
weight-saving design for bigger pay loads and lower oper- 
ating costs; sturdy construction for long service life; a choice 
of hoists and bodies matched to the truck and the load. 


Keep your customers satisfied . . . call your Heil distributor 
today about the advantages of dealing with Heil. 


STRONG-ARM HOISTS 


Trouble-free hydraulic hoists 
assure faster dumping, shorter 
cycle time and keep trucks 
working longer with fewer re- 
pairs. Hoist frame takes all 
stresses without transferring 
any stress to truck frame. 


ALWAYS SPECIFY HEIL 





BH-49D 


Tne HEIL co. 


DEPT. 5934, 3059 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 


Sales Offices: New York, Union, N. J., Washington, D. C., Atlanta, 
Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, 
los Angeles, Seattle. 
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Dealer 


George I. Pernstein, president of 
George Motor Co., (Dodge - Plym- 
outh), Worcester, Mass., decided 
that instead of attending the NADA 
convention in Miami Beach, it 
would be better to send sales and 
service representatives. 

As a result, William Valinski, 
used-car manager; Stanley Zielin- 
ski, service manager; Bernard 
Fancy, service salesman; R, Landry, 
salesman, and Ronald Valinski, 
used-car reconditioning supervisor, 
made the trip to Florida. 

* * 


Soft Toweh 


Dealer Purchases Cushions 


For Jurors’ Chairs 


A Cheyenne (Wyo.) dealer who 
served on a jury has decided that 
the courtroom’s hard wood seats 
are not conducive to concentration 
—or comfort. 

So Otis Melton (Buick) has 
ordered soft cushions for the jury 
chairs. He used the $45 he earned 
on jury duty to help defray the 
cost. 

Melton probably figures the 


jurors will benefit in the end. 
* * * 


Detroit Dodge Dealers Elect 


Brown to Presidency 


Ken Brown, president of Ken 
Brown, Inc., has been elected 
president of the Detroit Dodge 
Dealers Assn. E. C. Roney, of 
Roney-Cramer Co., was elected 
vice-president, and S. W. Long, 
of Long & Long, Inc., was re- 
elected secretary-treasurer. 

Directors, in addition to the 
officers, are: A, J. Roger, of Al 
Roger, Inc.; Gilbert Michel, of 
Michel Motors; Frank Hill, sales 
manager of Hodges Auto Sales, 
Inc., and R. E. Matick, sales 
manager of Northwest Auto Co. 

* * ~ 


Thornton-Fuller Appointed 


Trailer Distributor 


Thornton -Fuller Co. (Dodge- 
Plymouth), 1400 N. Broad S&t., 
Philadelphia, has been appointed 
exclusive distributor in the Phila- 
delphia and southern New Jersey 
area by Gindy Mfg. Corp. and 
Brown Aluminum Trailers, both 
makers of trailers. 

The firm was selected, officials 
said, because of its facilities for 
handling heavy units. Thornton- 
Fuller during the war manufac- 
tured truck bodies and mobile re- 


pair shops for the Government. 
~ * *” 


13 Galesburg (Ill.) Dealers 


Sponsor Knox Scholarship 


Thirteen auto dealers of the 
Galesburg (Ill) area are cooper- 
ating to provide a full - tuition 
scholarship at Knox College. A 
check for $600 has been presented 
to Knox President Sharvy G. Um- 
beck, 

Participating in the fund are 
Gene Bragg, of Galesburg Lin- 
coln-Mercury Co.; Henry Brown, 
of Brown Motor Co.; Jeff Good, 
of Jeff Good Chevrolet; Harold 
Inman and Dave G. Swanson, of 
Inman - Swanson Motors; Clyde 
Martin, of Martin Motor Co.; Wil- 
liam Pettit, of Dick Berry Motor 
Sales; Will Puckett, of Puckett 





Doings 


Buick Co.; George Schirck, of 
Schirck Motor Co.; M. J. Somer- 
ville, of Somerville Motor Co.; 
Gene Strode, of Strode’s Garage, 
Maquon; J. E. Trapp, McCreery 
Motor Sales; Norman Weaver, of 
Weaver Motors, and Dale Win- 
dish, of Windish Motor Sales. 


* + * 





Gaines’ New Showrooms 
Opened in Brooklyn 

New showrooms of Gaines Mo- 
tors Co., Inc. (Oldsmobile), 1217 
Flatbush Ave., Brooklyn, were of- 
ficially opened by Abe Stark, City 
council president. 

The new showrooms mark Gaines’ 
25th anniversary as a dealership. 
They are lined with mirrors. 

* * * 
$400,000 Blast, Fire Hit 
Springfield (O.) Firm 

An explosion and fire caused 
damage totaling more than $400,- 
000 to Ripley, Inc., 110 North St., 
Springfield, O., spokesmen for the 
dealership estimated. 

Ten 1954-model cars were de- 
stroyed, but 19 used and new cars 
were saved, according to Forest 
Ripley, owner. 

- * * 


Brown Builds Special Plant 


To Recondition Used Cars 


Brown Motor Co. (Oldsmobile), 
2600 Library Rd., Pittsburgh, is 
building a used-car reconditioning 
plant in nearby Snowden, Pa., ac- 
cording to Lowell C. Brown, owner. 

The new 40-by-100-foot plant will 
be used exclusively for recondition- 
ing used cars. The mechanics’ staff 


will be increased for this operation. 
cd ae * 


Jim Downing, Brother Tom 


Take Nash Franchise 

Downing Nash, Inc., 440 Spring 
Street, NW., Atlanta, Ga., a new 
dealership, is headed by James 
C. and Tom Downing. 

James Downing is currently 
honorary president of the 
National Used Car Dealers Assn., 
and is a past president and past 
chairman of the board of 
NUCDA. Tom Downing is a past 
president and director, and for- 
mer board chairman of the At- 
lanta Used Car Dealers Assn. 

*” 


* * 


Jamestown (N. Y.) Dealer 


To Build New Structure 


Chadakoin Motors, Inc. (Ford), 
Jamestown, N. Y. has announced it 
will build a new garage and sales 
building. 

The new building will be 100 by 
130 feet. There will be a mezzanine 
and penthouse, which will be used 
for offices. The firm has been at 


its present location for 15 years. 
* * . 


Two Sorenson Dealerships 


Celebrate Anniversaries 


Two affiliated automobile dealer- 
ships in Toronto have celebrated 
anniversaries recently. D. M. Soren- 
son and his son, Don M. Sorenson, 
are president and general manager 
respectively of both concerns. 

The firms are Toronto Motor Car 
Ltd. (Lincoln-Mercury-Meteor), at 
Church and Lombard Sts., which 
marked its 43rd anniversary, and 





Salesmanship Is Topic of Boston Meeting— 


“What | Like About Automobile Salesmen"’ was the title of a presentation by 
Daniel G. Donovan, director of purchases for Pepperell Mfg. Co., at the meeting of 
the New England Ford Sales Managers Assn. in Boston. Holding a confab on the 
subject are (from left), Herbert Layport, purchase manager of Wyman-Gordon Co., 
Worcester, Mass.; Richard J. Sutton, sales manager of Baker Corp., Brookline, Mass., 
and president of the association; Donovan, and William Lally, manager of sales 
planning and analysis of the Ford division's Boston district sales office. 





Yonge Eglinton Motors Ltd. (Lin - 


oln - Mercury - Meteor), 2340 Yon;:e 
St., which has been in business ‘6 
years. 


O’Boyle to Pilot 
New California 


Dealer Group 


James H. O’Boyle, McDonald & 
O’Boyle (Chevrolet - Oldsmobile), 
Monrovia, Calif., has been elected 
president of a newly formed organ- 
ization of new-car dealers, to be 
known as the Foothill Automobile 
Dealers Assn. 

Clifford T. Nutt, head of the 
Packard dealership for the Mon- 
rovia area served as temporary 
chairman during the formation of 
the new organization. 

Larry Wright, president of Larry 
Wright Motors (Studebaker), was 
elected secretary-treasurer. 

The association, which will be 
composed of dealers from Mon- 
rovia, Duarte, Arcadia, Sierra 
Madre, Azusa and Glendora, will 
meet regularly in Duarte. 

* * * 


Packard Pittsburgh Branch 


‘Divorced’ from Zone 


Packard’s retail branch in East 
Liberty, Pittsburgh, Pa., has been 
“divorced” from the Pittsburgh 
zone and now comes directly under 
the factory. Pittsburgh general 
manager is Don C, Crane. 

* * K 


Brown Names Berry 
L. H. Berry has been appointed 
assistant sales manager of Brown 
Buick Co., San Francisco., accord- 
ing to Ray Ely, general sales man- 
ager. 
OF * * 


Gerber Names Smith 


John L. Smith has been appointed 
service manager of Grand Avenue 
Motors (Willys), Springfield, II1., 
according to Louis C. Gerber, 


owner. 
* x * 


Glowmeter Picks Riefler 
Hugo Riefler, owner of Riefler 
Buick Co., Hamburg, N.Y., has 
been elected to the board of direc- 
tors of Glowmeter Corp., North 
Tonawanda, N. Y. 
x * + 


Blaushild Ups Thompson 


L. S. Thompson has been pro- 
moted from used-car manager to 
new-car sales manager for Blau- 
shild Motor Co. (Chrysler - Plym- 


outh), Cleveland. 
- : 


Munson Joins Fisher 

Harold G. Munson, for 21 years 
associated with Dowd-Feder, Inc., 
Cleveland, has been appointed vice- 
president and sales manager of 
Fisher Motor Sales Co. (Chrysler- 
Plymouth), Cleveland Heights, O. 

aa an * 


Thomas Appoints Fox 


Lawrence Thomas, of Thomas 
Motors, Inc. (Chevrolet), Corry, Pa., 
has announced the appointment of 
Alan G. Fox as general manager. 
Fox formerly was with Packard. 


YOU DON’T KICK 


4X = 
Ss 
OUT THE DOOR 


But you do when your sales- 
men FAIL to follow through 


The SALESMAN’S SECRETARY 


An economical modern foolproof 


follow through system is simplified and 
time saving. Write TODAY for Brochure. 


SYSTEMS CO. 


5549-304 ST., TOLEDO 11, OHIO 
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Nash Bares Small Car 
Starting at $1,445 


(Continued from Page 12) 


warning light, no-charge light and 
high-beam light are included. 
The luggage compartment has 
a capacity of six cubic feet. Ac- 
cess is provided by the hinged 
+ * + 





What Makes It Go— 


Shown is a cutaway view of the Austin 
A-40 engine which powers the Metropoli- 
tan. Developing 42 horsepower, this four- 
cylinder, overhead-valve engine, has 
proven its trouble-free performance for 
many years, according to Nash. The mono- 
bloc type cylinder head is of cast iron and 
has a compression ratio of 7.2 to 1. The 
A-40 engine is equipped with a Zenith 
(British) downdraft carburetor. The engine 
has an oil bath type carburetor air cleaner 
as standard equipment. 

. 


back cushion of the rear seat. It 
is equipped with a lock. 
The front seat has split backs 


which fold forward to allow entry 
* * * 





For Smoothness— 


The Metropolitan employs the indepen- 
dent-type Airflex front suspension used on 
all Nash models. Each front coil spring is 
located between the upper control arm 
and spring seat in the wheelhouse panel. 
This type of suspension permits the springs 
to act along the line of compressive force, 
to reduce unsprung weight while adding 
to the handling characteristics, it is said. 
Direct-action shock absorbers are used in 
front. The rear suspension utilizes longi- 
tudinal leaf springs, with direct - action 
shock absorbers. 








to the rear utility seat. Coil spring 
construction is used in the front 
seat cushion and back, and the 


cushion has a foam rubber pad. 
+ * + 


ge Metropolitan models are 
available in one upholstery com- 
bination, old ivory leather and beige 
nylon cord, with black and yellow 
stripes. The inside door panels are 
finished in ivory plastic and striped 
vinyl to match. 

The new models are powered by 
the Austin A-40 engine, develop- 
ing 42 horsepower. The four- 
cylinder, overhead - valve engine 
has a monobloc type cylinder 
head of cast iron, and has a com- 
pression ratio of 7.2 to 1. Four 
aluminum pistons are used, a 
modification made by Nash engi- 
neers. Four piston rings also are 
used—three for compression and 
one for oil control. The engine is 
mounted in rubber on four cush- 
ions, and it has a crankshaft that 
is fully counterbalanced, 

The A-40 engine is equipped with 
a Zenith (British) downdraft car- 
buretor. The engine has an oil bath 
type carburetor air cleaner as 
standard equipment. 

The 12-volt electrical system is 
used in both Metropolitans. 

The standard, synchromesh trans- 
mission has been modified to Nash 
specifications. The clutch is a dry 
disc, single plate type Borg and 
Beck. The clutch release is a car- 
bon ring type which requires no 


lubrication. 
* * 


* 

fees independent type Airflex 

front suspension is used on 
Metropolitan models. Each front 
coil spring is located between the 
upper control arm and spring seat 
in the wheelhouse panel. Direct 
action shock absorbers are used in 
front. The rear suspension utilizes 
longitudinal leaf springs, with di- 
rect action shock absorbers. 

The Hotchkiss drive system is 


Hudsons Sweep 


Stock-Car Race 


JACKSONVILLE, Fla.—Hudsons 
dominated a 100-mile Grand 
National Circuit stock car race here 
last week, with five Hudson Hor- 
nets among the first 10 cars finish- 
ing. 

Taking his second checkered flag 
of the 1954 season was Herb 
Thomas, of Olivia, N. C., the de- 
fending Grand National Circuit 
champion. Thomas won 12 stock 
events with his Hudson in 1953. 

Thomas finished one and one-half 
laps ahead of Fonty Flock, who 
also piloted a Hudson, in one hour, 
46 minutes and 16 seconds. Lee 
Petty, of Randleman, N. C., finished 
third in a 1954 Dodge. Fourth was 
Joe Eubanks, of Spartanburg, S. C., 
in a 1954 Hudson Hornet. Buck 
Baker, of Charlotte, N. C., was fifth 
in an Oldsmobile. 





With the Top Down and Ready to Go— 


The vinyl top of the Metropolitan convertible is supported by a folding metal 
cssembly that is said to combine maximum weather protection with simple lowering 
procedures. Styling of the Metropolitan models is like that of Nash's larger cars. 
Lower-body colors available are spruce green, canyon red, Caribbean blue or Croton 
green. Convertible tops come in black or tan. Upper parts of the hardtops are painted 
mist gray. 








Continental Tire— 


Both the Metropolitan convertible and 
hardtop feature the continental spare tire 
carrier as standard equipment. The carrier 
is of the stationary non-swiveling type, 
with rear license light and bracket mounted 
on the hub cap. The spare wheel has an 
off-white vinyl cover. The tail-lights are 
mounted in a high position for easy visi- 
bility. The frames are of clear plastic, 
chromed on the inside surface for pro- 
tection. 

+ + * 

used. The rear axle gears are of 
the Hypoid type. 

They employ the internal expand- 
ing type hydraulic brake system. 
The total effective brake lining area 
is 76.8 square inches. 

Tire size of both Metropolitan 
models is 5.20 by 13. 

* * * 
LF pert recent economy and en- 
durance tests sanctioned by the 


By Sam Sampson 
Staff Writer 
AT kind of a car is the new 
Nash Metropolitan, which 
combines American and British 
automotive ideas? 

In order to find out, Automo- 
tive News asked for the use of a 
Metropolitan convertible for road 
tests prior to the car’s public 
introduction last week. 

The staff was surprised—as we 
think the public will be. The 
Metropolitan, for all its modest 
proportions and rated horsepower, 
is a fine little car offering some 
advantages not offered in other 


present day cars. 
* * 7 


i A GAS mileage test, I drove 
256 miles in mixed city and open 
road traffic on 8.5 gallons of gas— 
an average of nearly 30 miles to 
the gallon. I did not take it easy 
to save gas, and no oil was used. 

While Nash is not calling the 
Metropolitan a sports car, it is at 
least a second cousin to sports 
cars. The car was well named, 
however, in that its name points 
up one of its chief features—its 
performance in traffic. The little 
fellow is exceptionally agile in 
traffic; quick, responsive and 
easily handled. 

During the test runs, I deliber- 
ately “smart-alecked” a little on 
Detroit’s Woodward Ave. to find 
what it could do. 

I was successful in weaving 
through traffic, passing cars quick- 
ly when the smallest opportunity 
presented itself and accelerating 
away from stop lights ahead of 


other cars. 
* 


* x 
7s Metropolitan is much more 

maneuverable in traffic if a 
fairly high engine speed is main- 
tained. The engine is a high-rev 
type, and will turn up as high as 
5,000 revolutions per minute. The 
four-cylinder engine is rated at 42 
horsepower at 4,500 rpms, and dis- 
placement is only 73.17 cubic inches. 
It has overhead valves. 

But in traffic, it is possible to 
drop down into second gear at 
speeds up to 35 miles an hour, if 
rapid acceleration is needed. 
Above 40, engine speed is high 
enough to produce necessary 
torque, and acceleration is very 
satisfactory in high gear. 

The steering ratio is tighter than 
on other American cars, resulting 
in positive and quick steering. It 
would perhaps be better if the car 
could turn shorter, but structural 
considerations, according to Nash, 
prevent this. 


+ * * 
I FOUND ample driving room, 
despite my rather large pro- 


Testing the Metropolitan 


Gas Mileage, Maneuverability, Road-Holding 
Impress Writer in Test Run 


National Assn. for Stock Car Auto 
Racing, the Nash Metropolitan pro- 
duced some outstanding results in 
both test runs. 

It averaged 41.57 miles to a gallon 
of gasoline at an average speed of 
34.83 miles per hour non-stop over 
a continuous 24-hour period, in 
which neither the engine or the car 
was stopped. No oil or water was 
added and no repairs or adjust- 
ments were required, Doss said. 

In the endurance test, the 

Metropolitan averaged 61.24 miles 
per hour for a 24-hour running 
time period on one of the world’s 
toughest and most abrasive one- 
mile tracks at the Raleigh (N. C.) 
Speedway. No repairs or adjust- 
ments were required. 

The hardtop is available in four 
two-tone color combinations, includ- 
ing spruce green, canyon red, Carib- 
bean blue, or croton green for lower 
body colors, with the roof top panel 
finished in mist gray. The convert- 
ible is available in black or light 
tan vinyl top with the same four 
lower body colors. 





Onslow Fire Damage 
Put at $200,000 


JACKSONVILLE, N.C.—Loss has 
been estimated at $200,000 in the 
fire which gutted Onslow Motor Co. 
(Nash). 

The blaze started in the parts de- 
partment at the front of the 250- 
foot building. Exploding oxygen 
tanks added to the menace of the 
flames for a time. All cars in the 
garage were driven to safety. 


| portion. I wore a hat while driving, 

and it did not rub the top. Con- 
trols are located well, except for 
the light dimmer switch, which is 
fairly high and to the left of the 
clutch pedal. 

The only gauges are speedometer 
and fuel. Amperes and oil pressure 
are indicated by red lights within 
the speedometer rim, and no tem- 
perature control is provided. 

The accelerator is British, sus- 
pended from above with a rubber 
roller for foot contact. There is 
no footrest for the accelerator, 
and this might be added for 
greater comfort on longer trips. 

To check on _ serviceability, I 
took the car to a service shop 

where a mechanic looked it over. 
It was found that certain types of 
hoists will not accommodate the 
shorter, narrower car, but others 
can be made to suit the purpose. 

Grease fittings are easily reached. 
and the drive train is simple and 
easily serviced. Many of the bolts 
and nuts are designed in British 
measurements, but Nash said that 
American-made wrenches can be 
used in most cases. A set of Wit- 
worth sockets and wrenches, made 
in England, would be handy in a 

dealer shop. 
. a * 

N RIDING, the Metropolitan’s 

85-inch wheelbase is a little 
short for the smoothest ride. How- 
ever, the little car does not “heel” 
in turning at rapid speeds, and does 
not pitch or roll during general 
road usage. 

Apparently the car will have 
considerable appeal for women, 
since nearly every woman I 
showed it to either called it 
“cute” or declared it was “just 
what I need to get around in.” 
My wife, when driving the car, 
had to adjust the seat forward as 
far as possible to reach the 
pedals comfortably. 

It would perhaps be wise if the 
dealer and his salesmen became 
thoroughly familiar with driv- 
ing the car before demonstrating 
it to potential buyers. Many of the 
best features are found at higher 
engine speeds than other passenger 
cars, and its road-holding ability 
shows up best when driven on 
winding roads. 

Perhaps, for best demonstration 
purposes, it would be wise to lay 
out a route in your community 
which will point up the best 
features of the highly maneuver- 
able little car. 





New LOF Fiber 
Used as Shock, 


Sound Insulator 


TOLEDO.—A new, high-density, 
compressed fibrous glass material 
with shock and sound-absorbing 
qualities is being produced by the 
fiber glass division of Libbey- 
Owens-Ford Glass Co. 

According to Clinton F. Hegg, 
general sales manager for LOF 
fiber glass, the new material 
already is being used for instru- 
ment-panel safety padding in 1954 
cars and for blower housings on 
air-conditioning units. 

“High - density compressed fiber 
glass,” Hegg said, “will help solve 
many of the problems which have 
harassed product engineers for 
years. Extensive tests have shown 
that it absorbs and reacts to im- 
pact slowly and affords extremely 
effective shock protection, absorbs 
a high percentage of annoying vi- 
bration-borne sound, and is an ex- 
cellent thermal insulator.” 


In addition to these advantages, 
Hegg said, the compressed fiber 
glass will not burn, mildew, rot, 
absorb moisture or odors. 

Among current and potential ap- 
plications of high-density fiber 
glass, Hegg listed car arm rests 
and roof liners, intake deflectors 
in air conditioners, and low-cost 
breaker strips in prefabricated 
steel buildings. 

Hegg said the new material was 
made by compressing superfine 
fiber glass under heat and pressure. 
It is available in densities ranging 
from three to 50 pounds per cubic 
foot, in flat sheets or in specified 
forms and shapes which are 
molded at LOF’s factory in 
Parkersburg, W. Va. 


Synthetic Fuel 


Prospects Brighten for Oil 


Made Out of Coal 


WASHINGTON. — Use of syn- 
thetic gasoline and oil in automo- 
biles may not be too far off, ac- 
cording to an article in the April 
issue of Mechanization. 

A survey by the Corps of Engi- 
neers, it is pointed out, shows that 
there are more than 200 areas in 
the U. S. which meet requirements 
for the production of liquid fuels 
from coal or lignite, with a capac- 
ity of 15 million barrels a day. 

Leading the way in the pro- 
duction of synthetic fuels are the 
Bureau of Mines and the U. S. 
Army. Among private concerns en- 
gaged in stabilizing synthetic-fuel 
processes are Pittsburgh Consoli- 
dation Fuel Co. in combination 
with Standard Oil Development Co., 
Carbide & Carbon Chemicals Co. 
and Texas Power & Light Co. 


The article explains that, at 
present, much of the fuel-oil supply 
is imported. When competition 
from world markets forces the 
price upward, synthetics will be 
able to compete, it is forecast. The 
difference between the two now is 
a small one. 
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Chicago Show Proves a Magnet 


figure-skaters were scheduled five;|around the stage and many 


(Continued from Page 2) 
and bringing salesmen and pros- 
pective buyers together in vast 
numbers.” 

Cleary’s views were corroborated 
by Show Chairman James F. Good- 
win and Committee Members Steve 
J. Barrett, CATA president; James 
F. McManus, jr.; Frank H. Yar- 
nall; Jerry H. Cizek; Edward C. 
Schneider; Charles Hermanek, and 
Michael F. McCarty. 

Salesmen worked four to six- 
hour shifts. Some were on a volun- 
tary rotational basis. Others were 
scheduled regularly each day at the 
exhibits and were paid for every 
hour they worked. 

Salesmen had been given re- 
fresher courses by dealers and 
factory sales representatives 
prior to the show. They got a 
final briefing each day before 
they went on the exhibit floor. 
One salesmen is said to have 

gained 10 good prospects on the 
opening Saturday, set up three 
appointments and phoned his boss 
Sunday evening with a request that 
he be allowed to return to the 
show that night as a free-lancer. 

There were, of course, other ex- 
tremes. One salesman queried about 
how things were going said, “I 
never expect to get any prospects 
at the show, but I guess it’s good 
experience to be here.” 

Despite adverse weather on the 
opening day, 55,000 persons dis- 
regarded sleety, raw temperatures 
to throng the exhibits. Mayor 
Martin H. Kennelly, in company 
with Goodwin, Manager Edward L. 
Cleary and a group of high-school 
safety slogan contest winners of- 
ficiated at the ceremonies. 

Preceding the opening, a two- 
hour television program featured 
show officials and focused the 
camera on the cars being displayed. 
Chicago newspapers gave strong 
editorial support and coverage be- 
fore and during the show. Com- 
munity and suburban papers co- 
operated in publicizing the queen- 
picking contest in which 20 girls 
were chosen as representatives of 
various areas. 

Visitors on opening and suc- 
as days found the Amphi- 
theatre gaily decked with 70,000 
yards of fabric. In the exhibit 
spaces the color scheme was 
largely copper and white. In the 
central arena, site of the mam- 
moth stage revue, “Wheels of 

” the color theme was 
copper and black with touches of 
white. 


The manufacturers’ spacious ex- 
hibit areas on the first and second 
floors were, in effect, a series of 
shows in their own right. The 
emphasis was on dramatic pres- 
entations and animation. 

Crowd favorites were the “dream 
cars” spotlighted on _ turntables. 
Among them were the Ford Atmos 
and Thunderbird, the DeSoto Chia, 
Hudson Italia, Cadillac Le Espada, 
Plymouth Belmont, Chevrolet hard- 
top Corvette, Dodge Firearrow, 
Oldsmobile F88, Mercury XM800, 
Packard Panther Daytona and 
Pontiac Bonneville Special. 

Attendance also was stepped up 
by other attractions. The Nash ex- 
hibit presented an ice show, “Air- 
flyte Features,” with an $80,000 
portable ice-skating rink and stage 
70 feet long. Shows featuring 





times a day. 

Chevrolet staged “Musical 
Charades,” a revue that performed 
on an almost continuous schedule. 
Ford presented a Cinemascope film 
of 1954 cars and trucks in techni- 
color. 

In virtually every exhibit there 
were explanatory “lightups” and 
cutaways of body and chassis 
units. Lecturers narrated the 
latest improvements in design 
engineering and manufacturing, 
welcoming questions on me- 
chanical details and _ speci- 
fications. 


The revue, “Wheels of Progress,” 
presented twice daily, had a cast 
of about 100, including the 20 com- 
munity queens on a 150-foot stage 
with settings that featured a live 
flower garden and fountain. 


Each of the 19 makes, had its 
spotlighted appearance on the 
stage, in between swiftly paced 
dancing, orchestral, choral, and 
comedy numbers that held the 
attention of 13,000 persons in seats 


Tenn. Sales Tax 
Ruled Applicable 


To Nonresidents 


NASHVILLE. — Chancellor 
Thomas A. Shriver, of Nashville, 
has ruled that Tennessee’s 2 per- 
cent sales tax must be collected on 
sales to nonresidents if delivery of 
the merchandise takes place in 
Tennessee, 

The main question involved in 
the case, which concerned sales 
made by a Tennessee dealer to 
Alabama firms, was where actual 
transfer of the autos took place. 

If delivery of the vehicles is in 
Tennessee, the sales tax must be 


paid regardless of the fact that 
the cars may later be transferred 
out of the state, the court ruled. 


If the purchaser takes possession 
of the property outside the state, 
no sales tax is due, because this 
— commerce, the ruling 


thousands more standing on the 
arena floor. 


All U. S. makes of cars were 
shown. Among trucks on display 
were Chevrolet, Diamond T, Dodge, 
Ford, GMC, Hendrickson, Inter- 
national, Studebaker and Willys. 

A new feature added to the show 
this year was the Winners Circle, 
presenting cars which have es- 
tablished world records in speed 
and endurance contests. 


Elsewhere were displays of ac- 
cessories, automotive parts and 
educational presentations. 

At the show’s opening, most of 
the top management figures of the 
automotive industry were in Chi- 
cago. 

These executives paid tribute to 
the Chicago Automotive Trade 
Assn., at a banquet marking the 
CATA’s 50th anniversary. 

More than 1,200 factory ex- 
ecutives, dealers and guests joined 
in the celebration recalling the 
epochal development of the motor 
industry since the turn of the 
century. 

The guests heard an elaborate 
program, including a broadcast by 
the Northern Trust Co.’s choral 
group, the Northerners, and the 
NBC Orchestra in  stereophonic 
sound. Ronald Reagan, movie actor, 
narrated a review of half a century 
of progress in automobiling. Prin- 
cipal speaker was H. V. Kalten- 
born, news commentator. 

s + s 


Spokane Show Opens; 
Dealers Hail Pa. Event 


SPOKANE. — The first annual 
Spokane Motor Show opened last 
week for a five-day run at the 
Spokane Interstate Fairgrounds. 

More than $1 million worth of 
motor equipment was put on dis- 
play. ; 

Meanwhile, the auto show at 
Wilkse-Barre, Pa., attracted 20,100 
visitors in five days. Charles S. 
Frantz, president of the sponsor- 
ing Wyoming Valley Automobile 
Dealers Assn., said the event was 
so successful that dealers want to 
make it an annual affair. 





Plastic Car for $1,700 


Chicago Firm Selling Body to Home Mechanics, 
Says Old Ford Parts Can Be Used 


CHICAGO.—They’re making new 
ones out of old ones in Chicago 
now. 


A plastic-body sports car was dis- 
played at the Chicago Auto Show 
by Triplex Industries, Inc., which 
the firm says can be duplicated for 
about $1,700 by auto enthusiasts 
using parts from old-model Fords. 


Frank Hinger, president, says 
the company is making the body 
and frame to sell for $1,500. Three 
deliveries have been made, and 
three more are on order. Triplex 
hopes for production of 300 units 
the first year. 

The firm also expects to market 
a complete car with V-8 engine for 
about $2,500. New and reconditioned 
Ford parts would be used. 

Models on exhibit at the show 


Leaders of Automotive Electric Group— 


Newly elected officers of the Automotive Electric Assn. are (from left), J. A. Shank, 
a tanga G. Z. Spencer, president; Frank Murray, vice-president; Richard | Ketcham Automotive Corp., Chi- 


. secretory-treasurer, and C. A. Nelson, vice-president. 


are called the Chicagoan and are 
equipped with an Oldsmobile 88 
and a Ford engine. 

Weighing only 2,100 pounds, the 
car is said to develop 235 horse- 
power and accelerate to 60 miles an 
hour in six seconds. Its top speed 
is rated at more than 120 miles an 
hour, 

The Chicagoan’s tubular frame 
is designed to provide an unusu- 

ally low center of gravity. 

Two body styles are planned. One 
is a convertible with rollup windows 
—the first plastic sports car to offer 
this feature, Triplex says—and the 
other is an open sports car with 
windshield only. Both models have 
conventional hinged doors and are 
three-seaters. 

The car has a 100-inch wheelbase 
and eight-inch road clearance. Over- 
all length is 14% feet. Height to the 
top of the cowl is 38 inches, and to 
the top of the windshield, 52 inches. 

Triplex officials say a sports-car 
or hotrod fan can make himself a 
Chicagoan for about $1,700 with 
parts from a Ford of the 1942-48 
model years. 

The company also is offering a 
car made of all new parts for 
$3,208, exclusive of the paint job. 
The assembly charge is an addi- 
tional $500, 

Triplex manufactures packaging 
machinery, high-explosives loading 
equipment, refrigeration equipment 
and hoisting machinery. Robert 
Owens, chief engineer of the plas- 
tics division, has been in the auto- 
motive design field for more than 
10 years. 

The car will be distributed by 


cago. 
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DeSoto Sellers Briefed at Chicago Show— 


Prior to the Chicago Auto Show, DeSoto dealers and salesmen met with factory 
officials at a briefing session. Presiding was J. B. Wagstaff, sales vice-president. 


Salesmen, Shop Unions 
Spur Dealer Drives 


(Continued from Page 6) 


think the American public would 
agree that the salesman is entitled 
to a fair wage.” 

2 + * 


lee dealerships in Westchester 
County, N. Y., were notified that 
their shop employes have been or- 
ganized, one by the AFL Machinists 
and the other by the UAW-CIO. 

The National Labor Relations 
Board later advised one of the 
dealers that one union had with- 
drawn its petition for an election. 
The other dealer is awaiting a 
ruling by NLRB before going 
ahead with the election. 

In Mount Vernon, N. Y., NLRB 
has ordered an election of all em- 
ployes, except clerical help, sales- 
men, guards and supervisors, at 
Brennan’s Motor Corp. (Cadillae). 
The UAW-CIO is the petitioner. 

a * * 
HE AFL Machinists have suc- 
petitioned for an elec- 
tion at Everett Auto Co. (Chrysler- 
Plymouth), Everett, Wash. Partici- 
pating in the vote will be all shop 
employes. 

Shop employes of Boulevard 
Motor Corp. (Ford), of Jersey 
City, N.J., voted a solid 28 to 0 

m of the UAW- 


bargaining agent. 

Meantime, the U.S. Labor De- 
partment reported last week that 
nonfarm unemployment rose by 
300,000 during February, bringing 
total unemployment to about 3.4 
million. 

& * * 

ECRETARY of Labor James P. 

Mitchell said that while the un- 
employment trend is: continuing, 
there are signs that it is slowing 
down. 

The Labor Department also re- 
ported that employment among 
automotive and accessories dealers 
totaled 851,000 on Feb. 1, down 7,700 
since Jan. 1, although the figure is 
up 41,000 since Feb. 1, 1953. 

Last week 


straining Dodge Truck Local 140, 
UAW -CIO, from intimidating 
foremen and from interfering 
with truck production at the 
Mound Road (Detroit) Dodge 
truck plant. 
The corporation charged that the 
union caused serious damage to two 
hourly rated employes, who were 


Capital Exhibitors 
Get 100% Dividend 


WASHINGTON. — The Automo- 
tive Trade Assn. of the National 
Capital Area last week sent divi- 
dend checks to all member ex- 
hibitors in the recent nine-day auto 
show held at the National Guard 
Armory. 

The checks were for 100 percent 
of the list price of space in the 
show, which was at $1.50 per 
square foot. 

“We have had four postwar auto 
shows,” commended Manager Mike 
Murphy. “For 1950, a 98% percent 
dividend was paid, and in 1952, 
1953 and 1954 a 100 percent divi- 
dend was paid. We doubt that any 
other association can match our 
auto show dividend record.” 


previously foremen, by bringing 
them to trial for “conduct unbe- 
coming a member of a union” and 
fining them. 
* - 7” 
N A COUNTERCLAIM, Emil 

Mazey, UAW-CIO secretary- 
treasurer, demanded last week that 
Chrysler Corp. compensate 1,300 
automotive body division employes 
for expenses they incurred in a 
Chrysler callback when there was 
no work. 

Contemplating an increase in 
the production of Plymouth cars, 
the corporation called in the 
workers on March 8 and then let 
— go four days later, Mazey 

id. 


He stated that many of the 
workers had quit other jobs to re- 
turn to Chrysler and are now 
“forced to return to a pitiful ex- 
istence on unemployment compen- 
sation because of the foulup of the 
Chrysler Corp.” 


U.C. Dealer Jailed 
In Auto Thefts 


PROVIDENCE. — Max Gitman, 
32, president of the defunct Bren 
Motor, Inc., has been sentenced to 
15 months in Federal prison after 
pleading guilty to charges of con- 
spiracy in connection with an 
interstaté stolen-car ring. 

A partner in the used-car firm, 
Earl J. Resnick, 27, of Providence, 
was placed on probation for two 
years. Resnick was treasurer of the 
firm. 





IH Dealer Party— 


More than 180 International truck deal- 
ers from Minnesota and northwestern V/is- 
consin flew to Springfield, O., for inspec 
tion of International Harvester Co.'s tuck 
plant. They were greeted at the airport by 
Ralph M. Buzard (right), sales manavjef, 
and W. A. Riggs (second from right). At 
left is T. C. Jackson, Minneapolis assis‘ant 
motor truck manager. 








ath en ah 


aes re Fhe lhl FC Chk 


oreo 4 4 ss & 


n= A. 


-_ fr -— = 3; 


o 


@24ogos3 7.4 a 7 


= 


oO = 


2 ut 


—e— A2hlC 


~~ 4 es TP 


a, 











Cite Need Now .. . 





AUTOMOTIVE NEWS, MARCH 22, 1954 


NADA, AMA Renew 
Plea for Excise Cut 


(Continued from Page 2) 


on Apr. 1 the auto tax would be 
reduced to 7 percent and that the 
tax on trucks, parts and accessories 
would be cut to 5 percent. 

* . ~ 


pee sss the opposition of 
NADA, AMA and numerous 
other groups, members of the Sen- 
ate committee indicated that they 
didn’t expect to change the House 
bill greatly and would shortly re- 
port it out for consideration by the 
full Senate. 

Costley said: “We view with 
alarm this proposal which does not 
permit reductions in automotive ex- 
cise taxes scheduled to become 
effective in Apr. this year, par- 
ticularly when this same proposal 
affords reductions in the taxes of 
many products which were not 
scheduled for decreases. 

“We believe in a tax program 

fair to all. It does not seem fair 
to us, however, that in the inter- 
est of expediency the essential 
commodities we sell should be 
forced to bear a disproportionate 
share of the excise tax burden.” 

Noting that the House bill was 
designed to stimulate the economy 
by providing a means for increas- 
ing consumer spending, Costley ob- 
served: 

* s > 
CERTAINLY are in accord 
with this objective, but we are 

at a loss to understand why the 
bellwether of the nation’s economy 
—the automotive industry—is de- 
nied the benefits of tax reductions 
to which it is entitled and which 
it was assured it would have.” 

NADA, he said, opposed the 
present auto excises because: 

1. They are discriminatory and 
unfair. Competitive transportation 
is not similarly taxed, and the 25,- 
000 communities without rail serv- 
ice and the 2,140 communities with- 
out street car or bus service are 
unjustly penalized. 

2. They penalize the lower-income 
groups, who own the vast majority 
of cars. : 

. s * 

3 THEY are a glaring example of 

* multiple taxation. A car buyer 
must pay Federal and state taxes 
on all gas and oil, parts, tubes, as 
well as by license plates yearly. 

4. They restrict mobility. America 
is a nation of wheels and, when 
mobility is deterred, the whole 
economy suffers. 

Barit told the committee, “Des- 
pite our willingness to support a 
general manufacturers’ excise tax 
in the past, the automobile indus- 
try wants the record to be clear 
that it continues to oppose the 
discrimination and inequities of 
the present excise taxes. 

“The arguments we have ad- 
vanced for repeal of the existing 
‘emergency’ and ‘temporary’ taxes 
on cars and trucks, on repair parts 





Caraway Is Fined 
$20,000 on Tax 


Evasion Charges 


FORT WORTH.—E. L. Caraway, 
Spur (Tex.) auto dealer, last week 
pleaded guilty in Federal Court 
here to six-count indictment for in- 
come-tax evasion in 1947-49. He was 
fined $20,000. 

Caraway also was given a six- 
month jail sentence to be probated 
if he pays the fine. He was given 
30 days to pay. 

District Attorney Heard Floore 
said that Caraway’s unreported in- 
come for the three years was $32,- 
836.64, with taxes of $12,306.30 due. 

Unreported income in a civil set- 
tlement — which is separate from 
the criminal case—may, with a 50 
Percent penalty, cost Caraway as 
much as $100,000, it was stated. 

Caraway’s attorney pleaded that 
his client had a bad heart. Testi- 
mony was given that the defendant, 
an auto dealer for 37 years, is a 
church elder, a civic leader, and a 
generous giver to chureh and civic 
projects. 


and accessories, on tires and tubes, 
and on gasoline and oil have never 
been successfully challenged. We 
believe they are beyond challenge.” 
- . * 
HHREE of Barit’s reasons for 
fighting excise taxes are: 


1, They impede commerce by in- 
creasing the cost of moving goods 
and people. 

2. They are an increasing threat 
to production and employment in 
the auto industry and in supplying 
industries. 

3. They are unfair, as they 
place a relatively greater tax load 
on farmers, small town people 
and others who necessarily de- 
pend mainly or solely on automo- 
tive transportation. 


ee his 
sa 

oH the Senate believe that the 
present automotive taxes should be 
extended, a conclusion with which 
we are in disagreement, such ex- 
tension should be definitely and un- 
qualifiedly limited to one year. 

* * * 


ee the provisions made 
by the House for refund or 
credit of excise taxes on automotive 
vehicles in floor stocks on that date, 
should also be adopted by the Sen- 
ate.” 
Senator Eugene Millikin, Colo- 
rado Republican and chairman of 
the Senate Finance Committee, 
said that the Apr. 1, 1955, termi- 
nation date on the auto excises 
does not guarantee a tax cut next 
year, but merely guarantees that 
Congress will look at the situation 
before then. 

Michigan’s Governor G. Mennen 
Williams also wrote the Senate 
committee, urging that the prom- 
ised cuts in auto excises be affected 
so that the serious unemployment 
situation in Michigan could be 
eased. 


argument, he 


Ike’s Silence on Excises 


Hints Surrender to Cuts 


WASHINGTON. — President 
Eisenhower’s failure to mention 
excise taxes in his radio and tele- 
vision talk last week came as no 
surprise, observers said, inasmuch 
as Republican leaders had already 
strongly suggested that the Senate 
would go along with House-ap- 
proved excise cuts. 

It has been generally recog- 
nized by Republican leaders in 
both houses that support for the 
legislation, which sets a 10 per- 
cent ceiling on excises, is too 
formidable for the Adminis- 
tration to overcome. 


In his talk to “the people,” about 
taxes, Mr. Eisenhower denounced 
the view advanced by some Demo- 
crats that the country was “on the 
very brink of economic disaster” 
and, therefore, deeper tax slashes 
were justified even if they did swell 
the national deficit. 

He said there were only two 
ways the Government could possi- 
bly give bigger tax relief than the 
$7 billion already proposed. One 
was larger additional cuts in the 
cost of government, and the other 
was through “bigger and bigger 
deficits and to borrow more and 
more money.” 

The former, Mr. Eisenhower 
said, would “mean seriously 
weakening our national defense.” 
As to boosting the debt for the 

sake of tax cuts now, the President 
said: “Either we or our children 
will have to bear the burden of 
this debt. This is one kind of 
chicken that always comes home 
to roost.” 


Denver Revenue Rises 

DENVER.—Total receipts of the 
Denver Motor Vehicle Department 
were up more than 9 percent dur- 
ing January and February over the 
same period of last year. They 
amounted to $2,852,550, as against 
$2,609,812 for the 1953 period. A 
total of 136,238 car licenses was 
issued during the first two months, 
compared with 127,903 the previous 
year. 








Dealer Decker Tours New Tool Plant— 


Charles Decker (center), president of the Rogers (Ark.) Chamber of Commerce and 
owner of Decker Motor Co. (Buick), inspects the new plant of Wendt-Sonis Co. The 
firm manufactures carbide-tipped cutting tools, some of which are used by Buick, 


Ford and Chrysler. 


By Martin Trepp 
Staff Correspondent 

SEATTLE.—Indications were ap- 
parent in large measure at the 4- 
day run (March 4-7) of the 1954 
Pacific Automotive Show in the 
Seattle Civic Auditorium that auto- 
motive service industry manufac- 
turers and wholesalers anticipate a 
high-volume year in the service and 
replacement parts field. 

The show, noted as the largest 
regional automotive trade show in 
the U.S, had 306 participating 
manufacturers, occupying 535 booth 
spaces—a complete sell-out of the 
two auditorium levels and the ice 
arena annex. 

Some 540 individual wholesaling 
concerns, representing an average 
of three stores each, were listed 
as sponsoring wholesalers of the 
show. Canadian wholesaler spon- 
sorship and attendance, from 
British Columbia and Alberta, 
was the highest ever attained at 
a Pacific Automotive Show. 

Total attendance, consisting of 
exhibitor personnel, manufacturers 
representatives, wholesalers and 
their personnel, car dealers, fleet 
operators, and the general trade, 
was estimated to be 31,500. 

Although not up to Pacific Auto- 
motive Show attendance in prior 
years in San Francisco and Los 
Angeles, where population is far 
greater, the Seattle show attend- 
ance is regarded by show officials 
as excellent. 

Attendance at the 1951 Pacific 
Automotive Show, which was also 
held in the Seattle Civic Auditorium 
revealed a total figure of 32,538. 

Exhibitors surveyed by AuTomo- 
tive News almost unanimously ex- 
pressed satisfaction with the show 
and the results it produced for 
them. New developments in the 
equipment field drew particular at- 
tention. Many orders were written 
up in the booths, according to re- 
ports. One manufacturer said that 
he sold 60 units of a $400 machine. 
Another reported taking orders 
totaling $20,000. Another exhibitor 
declared that his participation in 
the show will lead to the establish- 
ment of three new warehouse out- 
lets for him in the Pacific North- 
west. 

An undercurrent of interest in 
and speculation concerning the 
recently established General Mo- 
tors parts distribution plan ran 
throughout the show. Wholesalers 
sought information from their 
suppliers as to whether the dis- 
count scale put into effect by 
General Motors could be met or 
offset by means of merchandising 
programs. 

General conclusions reached were 
that the competitive situation would 
resolve itself over a period of time, 
and that “wait-and-see” should be 
the present attitude of manufac- 
turers and wholesalers. 

Meetings of Motor and Equipment 
Wholesalers Assn. and National 
Standard Parts Assn. on March 3 
in the Olympic hotel drew more- 
than-capacity crowds, with the GM 


Pacific Jobbers Confident 


Look for High Volume in Service, Parts Fields; 
Show Draws 31,500 in Seattle 


parts plan featured in the discus- 
sions of both groups. 

The Automotive Booster Club 
Kick-Off Banquet, held the evening 
of March 3 in the Eagles audi- 
torium, was rated a huge success, 
with an attendance of 862. 

Following a meeting of Pacific 
Automotive Show directors the 
morning of March 6, it was an- 
nounced that the 1955 show will 
be held in the Pan Pacific Audi- 
torium in Los Angeles on Feb. 
24-27, 1955. 

Howard B. Weaver of Feather- 
stone’s, Inc.. Los Angeles, was 
elected president of the 1955 show, 
replacing Frank B. Smith, Portland, 
president of the just - concluded 
show. 

Other officers of next year’s show 
are: Louis J. Cresta, Cresta Broth- 
ers Auto Parts, Inc., San Francisco, 
first vice-president; Ray Gerlach, 
Jensen-Byrd, Spokane, second vice- 
president; P. T. Johnston, Motor 
Parts Depot, Los Angeles, secretary 
(re-elected); and Ira Lambert, 
Lambert Company, Ltd., Los An- 
geles, treasurer (re-elected). J. 
Leonard Gibson, Los Angeles, will 
continue as executive manager. 


Calendar 


(Continued from Page 4) 


Nov. 29-Dec. I—Idaho Automobile Deal- 
ers Association Convention, Boise Hotel, 
Boise. 

Dec. 2—Utah Automobile Dealers Associa- 
tlon Convention, Newhouse Hotel, Salt 
Lake City. 

Dec. 8 — Milwaukee County Automobile 
Dealers Association Convention, Milwau- 
kee Athletic Club, Milwaukee. 

xe 2 


General 


March 27-29—National Truck Leasing Sys 
tem Conference, The Greenbriar, Witte 
Sulphur Springs, West VirgI!nia. 

March 27 - April 4—GM Motorama, Civic 
Auditorium, San Francisco. 

April 6-ll—Easter Parade of Stars Auto- 
mobile Show, Waldorf-Astoria Hotel, 
New York Ci 

April 21-May 2—International Motor Show, 
Turin, Italy, 

April 26-28—1954 Metal Powder Show and 
Tenth Annual Meeting of Metal Powder 
Association, Drake Hotel, Chicago. 
April 28—Twelfth Annual Luncheon, New 
York Metropolitan Council, Automobile 
os Timers, Roosevelt Hotel, New York 

City. 

May 44 — National Highway Users Con- 

ference, Mayflower Hotel, Washington, 


May 13-15—Association of American Bat- 
tery Manufacturers, Inc., Greenbriar 
Hotel, White Sulphur Springs, West 
Virginia. 

May 24-26—Automotive Engine Rebuilders 
Association, Statler Hotel, Buffalo. 

June 6-11—Soclety of Automotive Engineers 
(Summer Mosman). Ambassador and 
Ritz-Carlton Hotels, Atlantic City, N. J. 

August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 15-17 — National Petroleum Assn. 
fend Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Sept. 20-22 — Truck Body and Equipment 
Assoclation, Inc., Hotel Statler, Buffalo. 

Oct, 18-22—National Safety Council, Chi- 
cago, IHinois. 

Oct. 25-27—National Association of Inde- 
pendent Tire Dealers, Sherman Hotel, 
Chicago. 

Oct. 25-29 — American Trucking Associa- 
tlons, Inc., Waldorf-Astoria Hotel, New 
York City. 

Nov. 15-17— American Finance Confer- 
ques. Commodore Hotel, New York 

ity. 

Dec. 6-7—National Standard Parts Associ- 
atien, Hetel Sherman, Chicago, 
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Top 102 Salesmen 
For L-M Gross 
$40 Million Total 


DETROIT. — When the nation’s 
salesmen received Inner Circle 
top 102 Lincoln and Mercury retail 
awards last week, $40 million worth 
of car salesmanship was repre- 
sented. 

Guests of the Lincoln - Mercury 
division, the Inner Circle winners 
sold an average of slightly less than 
$400,000 worth of autos and acces- 
sories per person during 1953. 

They sold 10,609 Mercurys, 1,962 
Lincolns and 9,419 used cars for a 
total of 21,990. This is an average 
of 215 units per salesman. 

. Top-selling honors were shared 

y: 

B. H. Taylor, Tifton Lincoln-Mer- 
cury Co., Tifton, Ga., who sold 733 
used cars. 


W. E. Eaton jr.. Montgomery- 
Stubbs Lincoln - Mercury, Silver 
Springs, Md., who sold 204 Mer- 
curys. 

Dominic Morley, Clark & White 
Lincoln-Mercury, Boston, who sold 
75 Lincolns. 


The average top salesman is 40 
and has been selling Lincoln and 
Mercury for five years. Of the group 
of 102 salesmen, 63 attained Inner 
Circle honors for the first time, 15 
were two-time winners, 12 were 
triple winners and 12 won the 
award for the fourth year. 


Obituaries 
Pop Myers, 80; 
900° Official 


INDIANAPOLIS. —T. E. (Pop) 
Myers, 80, vice-president of the 
Indianapolis Motor Speedway, died 
here March 13. 

Mr. Myers had been linked with 
racing here since 1910, a year be- 
fore the first 500-mile race. He was 
Carl Fisher’s right-hand man in the 


| first running of the Memorial Day 


classic. 
* + * 


Frank Clark, 58, Leader 
Of Okla. City Dealers 


OKLAHOMA CIT Y.—Frank 
Clark, 58, owner of Clark Motor Co., 
Inc. (Dodge-Plymouth), 115 N. 
Shartel, died March 9 in St. An- 
thony Hospital. 

Mr. Clark, who began his career 
in 1919, also had been identified 
with the Nash, Packard, Chrysler 
division and Hudson lines. 


He was a past president of the 
Oklahoma City Car Dealers Assn., 
a member of NADA, and a member 
of the board of directors of the 
Motor Vehicle Commission. He also 
was engaged in the parts-distribu- 
tion business through Southwest 
Parts Corp. 


Ed Hofkes 
BOYD, Wis.—Ed Hofkes, owner of Boyd 
= & Garase Co. (Chevrolet) since 1931, 


James N. Luck 
RICHMOND, Va. — James N. Luck, 68, 
who became an auto dealer in 1916, died 
March 11. 
+ * . 


Clarence S. Eisenhuth 

CONCORD, Calif. — Clarence S. Eisen- 
huth, Dodge-Plymouth dealer here since 
1952, was found dead March 11 in a 
Stockton (Calif.) motel. He had been 
shot. A ncte indicated despondency over 
financial matters. 

. o * 


Archer Lee Ainsworth 

NASSAU, Bahamas.—Archer Lee Ains- 
worth, 53, ‘Cadillac - Chevrolet - Oldsmobile 
dealer of Toronto, Ont., died here March 
12 while on vacation, A prominent radio 
technician and director of many Canadian 
radio manufacturing companies, he also 
was a gun expert. During World War II, 
he was associate director-general of gun 
production in the Canadian Department of 
Munitions at Ottawa. 

7 . o 


Deck Goad 
LOUISVILLE.—Deck Goad, 64. former 
Ford dealer in Lexington, Harrodsburg and 
Louisville, died March 13. 
*. @ + 


William Hampton Hudgens 

SPARTA, Tenn. — William Hampton 
Hudgens, 71, retired DeSoto - Plymouth 
dealer here. died March 10 at Vanderbilt 
Hospital in Nashville. He received an award 
from the Chrysler Corp. three years ago 
for being the oldest dealer in middle 
Tennessee. 

* * . 


Wayne Marchbanks 
FORT SMITH, Ark. — Wayne March- 
banks, 51, a used-car dealer here, died 
March 13. 








Xt 
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Sales Conditions in Various Areas... 





Auto Market Reports 


New Orleans 
New-car sales for February in 
New Orleans totaled 1,605 units— 
1,402 through franchised dealers 
and 203 through unauthorized deal- 
ers. 


The February figure represented 
a 7 percent increase over January’s 
1,496 sales. 

Sales by individual makes 
through authorized dealers were: 
Chevrolet, 457; Ford, 324; Pontiac, 
108; Plymouth, 99; Buick, 81; 
Oldsmobile, 70; Mercury, 70; 
Studebaker, 48; Dodge, 29; Chrys- 
ler, 29; Cadillac, 22; DeSoto, 18; 
Packard, 15; Nash, 14; Lincoln, 5; 
Hudson, 8; Henry J, 1; Willys, 1, 
and miscellaneous, 8. 

Unauthorized new-car sales were: 
Chevrolet, 108; Plymouth, 51; Pon- 
tiac, 17; Buick, 10; Ford, 5; Mer- 
cury, 5; Dodge, 4; Cadillac, 2, and 
Chrysler, 1. 

New-truck sales totaled 256 for 


the month, 66 fewer than in Janu- 
ary. Sales by makes were: 


Chevrolet, 91; Ford, 80; Interna- 
tional, 41; Dodge, 15; GMC, 13; 
White, 6; Studebaker, 5; Mack, 3, 
and Diamond T, 1.—(Gordon He- 
bert.) 


* * ® 


Louisville 
New-car sales in Louisville in 
February totaled 1,502, compared 
with 1,099 in January. 
Dealers are not talking too 
much about a lot of long and 
lousy trades that were made, but 
at any rate the cars are moving. 
In the battle between Ford and 
Chevrolet, Ford is leading with 168 
units in February for a 1954 total 
of 827. Chevrolet sold 459 in Febru- 
ary and 811 in the first two months 
of the year. 
Mercury sales also improved in 
February, jumping to 73 from 58 
the previous month. Other Febru- 


ary gainers were Pontiac, up to 105 
from 84, and Studebaker, up to 49 
from 35. 


New-truck sales in February 
totaled 192, compared with 225 in 
January. The combined total for 
the two months was the highest 
for that period in four years. 


Chevrolet led Ford in truck sales 
in February, 84 to 69.—(A. W. Wil- 
liams.) 

* * * 
Ottawa 

Price-cutting and heavy advertis- 
ing enabled some used-car dealers 
to establish sales records in Feb- 
ruary. 


Dealers say Many prospective 
buyers started shopping earlier this 
year in an attempt to find “winter- 
priced” bargains. 

“Tt’s a cinch,” one dealer said, “to 
sell a good used car to a buyer who 
really needs it when you play ball 
and show him that it won’t pay to 


drive around in a jalopy.”—(M. L.| February, compared with 1,540 n 


Schwartz.) 


* * 


Minnesota 
New-car registrations in Minne- 
sota during February totaled 6,- 
900, according to the Minnesota 

Automobile Dealers Assn. 
A breakdown of the total 
showed the following turnover: 
Chevrolet, 1,734; Ford, 1,655; 
Buick, 654; Plymouth, 595; Pon- 
tiac, 436; Mercury, 401; Oldsmo- 
bile, 336; Dodge, 204; DeSoto, 149; 
Chrysler, 147; Studebaker, 146; 
Cadillac, 98; Nash, 92; Packard, 
91; Hudson, 57; Lincoln, 
Willys, 26; Kaiser, 12; Henry J, 

3, and miscellaneous, 8. 
New-truck registrations for the 
month were: Ford, 431; Chevrolet, 
417; International, 174; GMC, 88; 
Dodge, 71; Studebaker, 15; Willys, 
10; Mack, 7; White, 7; Divco, 7; 
Diamond T, 3; Reo, 3, and mis- 


cellaneous, 14.—(Donald M. Lyons.) 
* * + 


Toledo 


Toledo and Lucas County dealers 
delivered more new cars in Febru- 
ary than they did in any month 
since November, according to the 
Toledo Automobile Dealers Assn. 

Deliveries totaled 1,578 in 


* 





E-Z-Eye Tackles The Sun 
To Help Your Business! 





See this test right at your desk 

Prove to yourself the great difference between ordinary 
untinted windshields and E-Z-Eye. Ask for a Radiometer 
demonstration. Write Libbey-Owens-Ford Glass Com- 
pany, 5634 Nicholas Building Toledo 3, Ohio and we'll 
send a man to your desk. 


E-Z-EYE SAFETY PLATE 


with the shaded windshield 


“Reduceo Glare, Eyestiain, Sun beat 


E-Z-Eye Safety Plate Glass in your trucks protects 
your drivers from the nagging, blinding glare of 


sun and sky brightness. . . 


reduces eyestrain and 


dangerous fatigue. That’s a tremendously impor- 


tant safety factor. 


And E-Z-Eye reduces incoming solar radiation— 
filters out much of the sun heat that would pour 


right through regular glass. This 
vantage in the summer. 


is a great ad- 


So for safety and comfort, be sure to get E-Z-Eye 
in your next truck. Only E-Z-Eye—made by 
Libbey *Owens*Ford—has the shaded windshield 
with the darker blue-green band at the top. 


LIBBEY-OWENS-FORD GLASS CO., TOLEDO 3, OHIO 





ALL L-O-F SAFETY GLASS IS GRADE-MARKED 
lf the word PLATE isn't etched on your car windows. 
they aren't safety Picte glass. 


56; - 


January, 1,449 in December a: d 
1,641 in November. 

As compared with February, 1{53, 
six makes sold more cars, 12 sold 
fewer and one was unchangec .— 


(George E. Toles.) 
* + * 


Oakland, Calif. 


The new-car sales picture in 
Oakland has improved, but dealers 
are being forced to trade harder 
than they did last year. 

The increase has not been up 
to expectations and has failed to 
match last year’s early spring 
trade. 

Bootlegging is held partly re- 
sponsible for the unsatisfactory 
situation. 

The used-car market has been 
strong partly because of the 
spring pickup, but mostly because 
prices have been lowered and are 
proving acceptable to shoppers 
(Steve Still.) 

. 


* + 


Pittsburgh 

New-car registrations in the week 
ended March 6 were the lowest dur- 
ing a four-week period in Pitts- 
burgh, according to the Bureau of 
Business Research of the Univer- 
sity of Pittsburgh. 

Nearly all major lines of eco- 
nomic activity, the report says, 
showed reduction, the larger de- 
creases being in freight shipments 
and in trade. 

The business index fell to 160.2 
percent of the 1935-39 average. It 
had been 172.3 in the final week of 
February.—(Leon M. Leffingwell.) 
| a oz + 


Cleveland 


March sales in Cleveland have 
slumped sharply, with dealers 
blaming continued snow and cold 
for the poor showing. 

In the week ended March 13, 
new-car sales were 1,523; used-car 
| sales, 1,412, and new-truck sales, 
119. 

Many used cars on outdoor 
lots were buried under snow for 
the first two weeks of the month. 

New-car sales for February in 
Cleveland totaled 5,123 and were 

divided as follows: 

Ford, 1,396; Chevrolet, 1,091; 
| Buick, 553; Mercury, 383; Pontiac, 
| 315; Plymouth, 300; Oldsmobile, 
283; Dodge, 185; Cadillac, 137; 
Chrysler, 119; Nash, 82; DeSoto, 80; 
Studebaker, 67; Packard, 36; Hud- 
son, 33; Lincoln, 31; Willys, 15; 
Kaiser, 8; Henry J, 1, and miscel- 
laneous, 8. . 

New - truck sales, 
454; broke down. as follows: Ford, 
132; Chevrolet, 113; GMC, 95; In; 
ternational, 31; Dodge, 30; White, 

29; Reo, 9; Willys, 6; Studebaker, 
5; Autocar, 2; Divco, 1, and Mack, 
1.—(Sanford Markey.) 


* * = 


Topeka, Kans. 

The consensus of used-car 
dealers in Topeka is that if a 
customer wants to purchase a used 
car, now is the time to do it. 

Prices in the Kansas capital are 
lower than they have been since 
the start of World War II and are 
running about $200 under a year 
ago. 

Some used-car dealers are be- 
ing forced out of business be- 
cause they bought high and sold 
cheap. Several have filed for 
bankruptcy. 

Other dealers say that only the 
marginal sellers are being forced 
|} out of business because they lack 
| sufficient capital to withstand tem- 
porary losses. 
| At least one Topeka bank now 
| refuses to make loans on models 
| earlier than 1949. 

Dealers feel that the rock bottom 
|in the used-car field was reached 
| about the first of the year. Since 
| then, business has firmed up. — 
| (George Hunholz.) 
| = * 





which totaled 


Dallas 

New-car sales in Dallas during 
February totaled 2,585 while new- 
truck sales amounted to 376. 

Car sales were: Ford, 71761: 
Chevrolet, 604; Pontiac, 252 
Buick, 223; Plymouth, 152; Olds 
mobile, 151; Mercury, 138; Dodge 
76; Cadillac, 46; Studebaker, 43 
Chrysler, 34; Packard, 28; Kaiser 
17; Lincoln, 16; Nash, 14; DeSoto 
12; Willys, 8; Hudson, 4, anc 
miscellaneous, 6. 

Truck sales were: Chevrolet, 13%; 
Ford, 136; International, 40; GM«, 

17; White, 13; Divco, 12; Dodge, 
Mack, 6; Autocar, 3, and Reo, 2. ~ 
(Ruby Fenoglio.) 











200-Car Order— 


Clarence Holtsinger (left), of Holtsinger 
Motor Co., Tampa, Fia., delivers the 200th 
Ford to A. B. Grandoff; president of Hertz 
Rent-a-Car of Florida, Inc., as the last of 
an order placed by Hertz. The transaction 
put Holtsinger in fourth place in sales 
among Ford dealers in the U.S. 


New Lubricants 


Meet Needs of 
High Compression 


DETROIT.—Further increases in 
auto compression ratios are 
practical through development of 
properly compounded engine oils, 
three research engineers for Ken- 
dali Refining Co., Bradford, Pa., 
told the annual meeting of the 
Society of Automotive Engineers 
here recently. 

Ray L. Overcash, Wildrick Hart 
and Donald J. McClure reported 
laboratory and road-test evidence 
that properly compounded oils 
could control the amount and type 
of combustion chamber deposits. 
Special oils, now available, will 
permit efficient operation of high 
compression ratios, the research 
team claimed. 

Also, research work on de- 
velopment of motor fuels is being 
carried on at a rapid rate. It may 
be soon possible for engineers to 
produce engines with 12 to 1 com- 
pression ratios for ordinary road 
use, they said. 

It was pointed out that pre- 
ignition in modern engines is 
caused by ignition of the fuel-air 
mixture by some “hot spot”—such 
as those caused by deposits within 
the combustion chamber. 

The Kendall tests showed that 
oil containing low boiling-range 
stocks and selected additives lower 
octaine requirements by as much 
as 10 numbers, 

The special oil, however, did not 
have the ability to remove deposits 
already placed there by other 
lubricants. Tests were conducted 
with new or thoroughly cleaned 
engines, the  engtnesns said. 
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The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provision for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 


Current Prices on New Cars 


sed., $2,711.17; Riviera, $2,625.56; conv., 
$2,963.59. Roadmaster — 4-dr. sed., $3,- 
269.36; Riviera, $3,373.05; conv., $3,520.56; 
Skylark sports car, $4,483 
standard on Roadmaster, 
$192.50 on all other models.) 
CADILLAC—Series 62—4-dr. sed., $3,- 
932.70; cl. cpe., $3,837.77; Coupe de Ville, 
$4,261.01; conv., $4,404.31. Series 60 


5 optional at 


BUICK — Special—4-dr. sed., $2,265.32; Special—4-dr. sed., $4,633.32. Series 75 
2-dr., sed., $2,206.88; Riviera, $2,305.43; | g-nass. sed., $5,874.78; lim., $6,090.17. 
conv., $2,563.17; stat. wag., $3,163. Cen- Eldorado — conv., $5, (Hydra-Matic 
tury—4-dr., sed., $2,520.17; Riviera, a. standard on all models.) 

533.56; stat. wag., $3,470. Super — 


Old Timers Report 


Membership Gain 
Of 126 in Year 


NEW YORK. — The Automobile 
Old Timers made a net gain of 126 
members in 1953, the executive 
committee reported at its first 1954 
meeting here. 


Among 143 new members elected 
at the parley were Roger S. Fire- 
stone, director of Firestone Tire & 
Rubber Co.; Robert W. Dowling, 
president of City Investing Co., 
New York, owner of many antique 
cars, and B. M. Larrick, general 
manager of Twin City Rapid Tran- 
sit Co., Minneapolis. 

John L. Collyer, president of B. 
F.. Goodrich Co., was elected to the 
board. 

Added to the standing commit- 
tees recently appointed by Presi- 
dent C. M. Bishop was a policy 
committee consisting of Bishop as 
chairman, George Conrad Diehl, A. 
A. Lally, John J. Schumann jr., 
William L. Mallon, Alfred Reeves, 
C. Ray Palmer and Frederick H. 
Elliott. 


The new Florida State Council, 
formed in January, makes a total 
of 36 state and city groups affili- 
ated with the national organiza- 
tion. Other organizational activities 
will be undertaken in the Philadel- 
phia area; Westchester County, 
N. Y., and Texas. 

A resolution was adopted to con- 
gratulate Earl C. Anthony, AOT 
life member and director, who re- 
cently celebrated -his 50th anni- 
versary as a California Packard 
distributor. 


Sun Rubber Broadens 
Activities in Auto Field 


BARBERTON, O. — Development 
of new patented machinery and 
processes, for the application of 
vinyl foam, plastics and rubber in 
the automotive industry, has been 
announced by the Sun Rubber Co., 
Barberton. 

To match this broadened service, 
Sun has extended its representation. 

Automotive interior decor and 
styling will be handled by Gardner 
S. Staunton, 406 Fisher Bldg., De- 
troit 2, Mich. Functional mechanical 
goods for the automotive, refrigera- 
tion and appliance fields will be 
handled by Metalec Sales, Inc., 1135 
Fisher Bldg., Detroit 2, Mich. 


OHEVROLET — One-Fifty — 4-dr. sed., 
$1,680; 2-dr. sed., $1,623; utility sed., $1,- 
539; 6-pass. stat. wag., $2,020. Two-en 
—4-dr. sed., $1,771; 2-dr. sed., $1,717; 
cl. cpe., $1,782; 6-pass. stat. wag., $2,133. 
Bel Air—4-dr. sed., $1,884; 2-dr. sed., $1,- 
830; hardtop, $2,061; conv., $2,185; 8-pass. 
stat. wag., $2,283. onv., $3,523. 
(Powerglide standard on Corvette, optional 
at $178.35 on all other models.) 

CHR YSLER—Windsor Deluxe—4-dr. sed., 
$2,562 (8-pass., $3,492.25); cl. cpe., $2,- 
540.50; Newport, $2,830.75; $3,- 
045.75; stat. wag., \ orker— 
4-dr. sed., $3,228.75 (8-pass., $4,368); cl. 
epe., $3,202; Newport, $3,503; stat. wag., 
$4,024.25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. cpe., $3,406. oe Newport, $3,- 
707.25; conv., $3,938.25. Custom Imperial— 
4-dr. sed. $4,259.50; itm $4,797; New- 
port, $4,560.25. xown Impertal — '8-pass. 
sed., $6,921.50; lim. $7,043.75. (PowerFlite 
standard on all eight- -cylinder models, op- 
ticnel at $189 on Windsor Detuxe.) 


DeSOTO — Powermaster Six—4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., Ss 
364; stat. wag., $3,107.75; Fire Dome 
—4-dr. sed., $2,678 (8-pass., $3,558.75); 
cl. cpe., $2,651.50; Sportsman, $2,922.50; 
conv., $3,144.25; stat. wag. $3,381. 
(PowerFlite optional at $189 on ail models.) 

DODGE—Meadowbrook Six—4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—4-dr. sed., $2,196; cl. 
ope., $2,109; 2-dr. stat. wa $2,228.50; 
4-dr. 2-seat stat. wag., $2, 3; 4-dr. 
3-seat stat. wag., $2,790.25. Coronet V-8— 
4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. 
cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag. Ww 
960.25; 4-dr. 3-seat stat. wag., 

Royal V-8—4-dr. sed., $2,372.75; cl. a: 
$2,349; spt. cpe., $2,503; conv, a 
(Fluid Drive optional at $20.40 
Meadowbrook Six and Coronet Six qotens 
and club coupes. PowerFlite optional at 
$189 on all models.) 


FORD — Mainline Six — 4-dr. sed., $1,- 


700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr, stat. wag. $2,029; Customline Six 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr, stat. wag., $2,202. Crestline Six— 
4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 
liner, $2,164; conv., $2,164; 4-dr. stat. 
wag., $2,338.50. (For V-8 models, add 
$76.50. Fordomatic optional on all models 
at $184.) 


HENRY J — Corsair Four — 2-dr. sed., 
$1,404. Corsair Deluxe Six—2-dr. sed., 
$1,566.18. 

HUDSON—Jet—4-dr. sed-, $1,858; 2-dr. 
utility, $1,836.75. Super Jet — 4-dr. sed., 


$1,932.75. Jet-Liner— 
4-dr. sed., $2,056.60; 2-dr. sedan, §2,- 
045.85. Wasp—4-dr. sed., $2,256.11; 2-dr. 
sed., $2,209.43; cl. cpe., $2,256.11. Super 
Wasp — 4-dr. sed., $2,465.84; 2-dr. sed., 


$1,954; 2-dr. sed., 


$2,423.28; cl. cpe., $2,465.84; Hollywood, 
$2,704; conv., $3,004.20. Hornet — 4-dr. 
sed., $2,768.86; cl. cpe., $2,741.99; Holly- 


wood, $2,987.75; conv., $3,287.70. (Hydra- 
Matic optional at $178.03 on all models in 
Jet category. Borg-Warner automatic 
transmission optional at $178.03 on all 
other models.) 


KAISER — Special—i-dr. sed., $2,389; 


2-dr. sed., $2,334. Manhattan—4-dr. sed., 
$2,670; 2-dr. red., $2,617. Darrin 161— 
Conv., $3,668. (Hydra-Matic optional at 


$178.20 on all models except Darrin, which 
cairies overdrive as standard equipment.) 


LINCOLN—Lincoln—4-dr. sed., $3,537; 
hardtop, $3,640. Lincoln Capri—4-dr. sed., 
$3,884; conv., $4,045.50. 


$3,726; hardtop, 
(Hydra-Matie standard on all models.) 


MERCURY — Custom — 4-dr. sed., $2,- 
265.50; 2-dr. sed., $2,208.50; sport cpe.. 
$2,330. Monterey — 4-dr. sedan., $2,347.50; 
hardtop, $2,466.50; Sun Valley, $2,596.50; 
conv., $2,624.50; stat. wag., $2,791. 
(Mere-O-Matic optional at $189.77 on all 
models. ) 


NASH—Rambler Detuxe—2-dr. sed., $1,- 
550. Rambler Super—4-dr. sed., $1,795; 2- 
dr. sed., $1,700; hardtop, $1,800; Suburban, 
$1,800. Rambler Custom—4-dr. sed., $1,965; 
hardtop, $1,950; conv., $1,980; 2-dr. stat. 
wag., $1,950; 4-dr. stat. wag., $2,050. 
Statesman Super—4-dr. sed., $2,158; 2-dr. 
sed., $2,110. Statesman Custom — 4-dr 
sed., $2,332; hardtop, $2,423. Ambassador 
Super—4-dr. sed., $2,417; 2-dr. sed., $2,- 
365. Ambassador Custom—4-dr. sed., $2,- 
600; hardtop, $2,735. (Hydra-Matic optional 
at $178.85 on all models.) 

OLDSMOBILE — Series 88 — 4-dr. sed.. 
$2,337.09; 2-dr. sed., $2,271.62; Holiday, 
$2,449. Super 88—4-dr. sed., $2,476.71; 2- 
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dr. sed., $2,410.25; Holiday, $2,688.39; 
conv., $2,867.59. Series 98—4-dr. sed., $2,- 
805.82; Holiday, $2,826; Deluxe Holiday, 
$3,041.75; Starfire conv., $3,248.84. (Hydra- 
Matic optional at $178.35 on all models.) 

PACKARD—Clipper 2-dr, sed., 
$2,544. Clipper Deluxe—4-dr. sed., 695; 
2-dr. sed., $2,645; Sportster cpe., 830. 
Super — ‘4-dr. sed., $2,815; 2-dr. 


Clipper 
sed., $2,765; Panama hardtop, $3,125. 
Packard — ‘Cavalier 4-dr. sed., $3,344; 


Patrician 4-dr. sed., $3,890; Pacific hard- 
top, $3, 827; conv., $3,935; Caribbean conv., 
3 100; 8-pass. sed., $6,900; lim., $7,250. 

Ultramatic standard in Patrician, Pacific, 
convertan and Caribbean; optional at $199 
on other models.) 


PLYMOUTH—Plaza—4-dr. sed., $1, oy 
cl, sed., $1,727.25; bus. cpe., $1,617. 
stat. wag., $2,064. Savoy—4-dr. sed., a 
872.50; cl. sed., $1,835; cl. cpe., $1,842.50; 
spt. cre $2, 064; conv., $2, oa stat. wag., 
$2,207.25. Belvedere—4-dr. -» $1,953.25; 
spt. cpe., $2,145; conv., $2, 301; stat. wag., 
$2,288. ( y-Drive optional at $145.80 on 
all models, PowerFlite at $189.) 


PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,026.64; 2-dr. sed., ° 968.36; 2-seat 
stat. wag., $2,364; 3-seat stat. wag., $2,- 
419. Chieftain 6 Deluxe — 4-dr. sed., $2,- 
130.53; 2-dr. sed:, $2,072.28; 2-seat stat. 
wag., $2,504. Chieftain 8 Special — 4-dr. 
sed., $2,101.62; 2-dr. sed., $2,043.45; 2- 
seat stat. wag., $2,489; 3-seat stat. wag.,” 
$2,494. Chieftain 8 Deluxe — 4-dr. sed., 
$2,205.51; 2-dr. sed., $2,148.32; 2-seat stat. 
wag., $2,579. Star Chief 8—Deluxe 4-dr. 


sed., $2,301; Custom 4-dr. sed., $2,304; 
conv., $2,630. Oatalinas—Chieftain 6 De- 
luxe, $2,316.30; Chieftain 6 Custom, §2,- 
382.43; Chieftain 8 Deluxe, $2,391.99; 


Chieftain 8 Custom, $2,458; Star Chief & 
Custom, $2,557. (Hydra-Matic optional at 
$178.35 on all models.) 


STUDEBAKER — Champion Custom — 
4-dy, sed., $1,801.11; 2-dr. sed., $1,758.07. 
Champion’ Deluxe — 4-dr. sed., ; & 918.18; 
2-dr, sed., $1,875.18; 5-pass, cpe., $1, 
971.93; stat. Champton 


$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
$2,241.29; stat. wag., $2,295.33. Com- 
mander Deluxe — 4-dr. sed., $2,179.13; 
2-dr. sed., $2,136.13; 5-pass. cpe., §2,- 
232.88; stat. wag., $2,447.88. Commander 
Regal—4-dr. sed., $2,287.23; 5-pass. cpe., 
$2,340.98; hardtop, $2,502.23; stat. wag., 
$2,555.98; Land Cruiser 4-dr. sed., §2,- 
438.28. (Automatic Drive optional at $216 
on Champion, $226.50 on Commander. ) 


WILLYS—Lark—4-di. sed., $1,823; 2-dr. 
sed., $1.737. Ace—4-dr. sed., $1,968; 2-dr. 
sed., $1,892. Ace Deluxe—4-dr. sed., $2,- 
023; 2-dr. sed., $1,947. Eagle—Hardtop, 
$2,167; Deluxe hardtop, $2,222; Custom 
hardtop, $2,411. (Hydra-Matic optional at 
$178.55 on all models except Larks.) 


New Commercial Car Registrations, 
8 States for February, 1954-1953 


Truck registrations by states are 
released here weekly, as com- 


piled by R. L. Polk representa- 
tives in state capitals. 















































Arizona ‘54 3) 48 | 33 1 3| 3 438 
‘53 | 138 1} 49) ior| 36 5) ;| 24| 8 r 8 3 452 
Delaware “54 80) | 23 42 17| 23 I | 3 ;| i| 192 
‘53 | 135) a a) a) 2 2} 2 i 
Ilino.s ‘54) 1} 1044 53 260 990 250) 442 14 9) 57 a4 49) | ant 
*53| 2| = 1632 25| 561 1157 324} 622 13 3| 130) 40) 74| a 
Nebraska 54) 2) 297 | 8 53) 330) 88 121 5 | i 8 27 5| 
' 1} 405) 10 68 287 71) 153) 1} 1} 28) it 45 
Nevada *54| | 47) 13 47) 16} 16 2) | 4) 8 | 15! 
*53) | 51} | 2! 27 23 6 | | 5) 8 141 
Virginia "54 5| 384) | 94) 404) 101) 91) 17 7| 27) 14 23) | i 425 
53 | 3} 407) 178} 168; 115 108| 14 10) 46 7| 25} 
West Virginia ‘54) 1 183) 2) 53 138 54) 32) 1) 1! 8 5 | 10 aE 
‘53| 247| ‘| _—«92|_—s*83]_—S5]_——séS7 7| |< ac ie 44 12) 740 
Wyoming a 54) | 104) 1 16 87) 27) 32 i l 4) 1 a q 300 
‘53 | 97| 24| 72 28} S| 2| 4) 28 309 
8 States Reported ‘54) 9 2275 | 67) 560 2178) 608; 790) 42) 19) 120 76} 160 52 6956 
To Date for February 53) 7|_ 3019} — 38} __—sdtN 2054 | 706; 1065) 44 23) 265) 81} 234 57| 8704 
Year *54) 101; 23601) 272; 5700! 21003; 5801; 6872) 479 | 984 935 | 1132) 582| 67662 
To Date 53) 102| 28293) 285) wees 20382! 7774 ore 534! as) 2475 861| 2098) 732| 81310 








New Passenger Car Registrations, 14 States for February, 1954-1953 
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Truckers Set Record... 


9 Pct. Gain Reported 
On Intercity Tonnage 


WASHINGTON. — Intercity ton- 
nage transported by motor carriers 
in 1953 was 9.3 percent above the 
volume handled in 1952, according 
to the American Trucking Assns. 
department of research. 

The rate of increase, ATA said, 
established a record for the truck- 
ing industry. 

Figures released by ATA showed 
that 1,457 Class I motor carriers, 
reporting to the Interstate Com- 
merce Commission, transported a 
total of 216,453,948 tons of intercity 
freight as compared to 198,067,980 
tons in 1952, 

This pushed the ATA truckload- 
ing index to a record high of 270. 
The index is based on the year 1941 
as 100. The previous high index 
number, established in 1952, was 
247. 

Tonnage increases were general 





524 tons in 1952; increase of 9.6 per- 
cent. 


CentTrat (Ill, Ind., Mich., lower 
peninsula, O.): 391 carriers; 75,284,- 
422 tons in 1953; 66,764,368 tons in 
1952; increase of 12.8 percent. 


Southern (Ala, Fla, Ga. Ky., 
Miss., N.C., 8.C., Tenn., Va.): 
176 carriers; 22,950,367 tons in 
1958, 21,371,282 tons in 1952; in- 
crease of 7.4 percent. 

NortHwest (Mich., upper penin- 
sula, Minn., N.D., 8.D., Wis.): 54 
carriers; 7,134,945 tons in 1953, 6,- 
626,858 tons in 1952, increase of 7.7 
percent. 

Mipv.ewest (Ia., Kans., Mo., Neb.) : 
91 carriers; 12,529,175 tons in 1953, 
11,788,284 tons in 1952; increase of 
6.3 percent. 

SoutHwest (Ark., La, Okla., 
Tex.): 97 carriers; 12,157,177 tons in 




























throughout the nation and for all | 1953; 11,532,103 tons in 1952; in- 
types of carriers—with the excep- | crease of 5.4 percent. 
tion of carriers of building ma-| Rocky Mountain (Colo., Id, 


terials, who experienced a decline 
of 4.5 percent. 

Regional increases ranged from 
42 percent in the Pacific region 
to 12.8 percent in central region. 
Increases ranged from L1 per- 
cent for refrigerated liquids to 
8L2 percent for carriers of motor 
vehicles, Motor vehicle carriers 
had suffered a sharp decline in 
tonnage in 1952, 

Contract carriage showed a rela- 
tively greater gain in tonnage than 
did common carriers as a group. 
The former had an increase of 12.9 
percent, while the latter had a gain 


Mont., N. M., Wyo., Utah): 43 car- 
riers; 6,396,077 tons in 1953, 5,692,506 
tons in 1952; increase of 12.4 per- 
cent. 

Paciric (Ariz., Calif., Nev., Ore., 
Wash.): 126 carriers; 22,227,167 tons 
in 1953, 21,336,358 tons in 1952; in- 
crease of 4.2 percent. 

Full-year figures by commodity 
groups were as follows: 

General freight: 843 carriers; 

111,100,222 tons in 1958, 101,512,- 

087 tons in 1952; increase 9.4 per- 
cent. 

HovusgeHotp Goons: 37 carriers; 
787,947 tons in 1953, 764,470 tons in 


of 8.8 percent. 1952; increase 3.1 percent. 
Increases by regions were as fol-| Hezavy Macuinery: 41 carriers; 2,- 

lows: 523,172 tons in 1953, 2,321,215 tons 
New EnNauanp (Conn., Maine,|in 1952; increase 8.7 percent. 


Mass., N.H., R.1, Vt.): 124 car- 
riers; 9,968,728 tons in 1953, 9,334,747 
tons in 1952; increase of 6.8 percent. 

Mupoie Atiantic (Del., D. C., Md., 
N.J., N.Y., Pa, W.Va.): 355 car- 
riers; 47,805,390 tons in 1953, 43,621,- 


Detroit Withdraws 
$721,000 Tax on 
Dealer Stocks 


DETROIT.—For the second suc- 
cessive year, the Common Council 
last week overruled City assessors 
who had levied personal-property 
taxes on licensed new cars held in 
dealer inventory. 

The action relieves new-car 
dealers of a $721,000 tax obligation. 
The Council vote was 6 to 1. 


Liqgui PerroteuM: 112 carriers; 
49,891,784 tons in 1953, 46,422,745 tons 
in 1952; increase 7.5 percent. 

ReFRiGeRATED Liquips: 13 carriers; 
1,341,433 tons in 1953, 1,327,215 tons 
in 1952; increase 1.1 percent. 

REFRIGERATED Souips: 27 carriers; 
1,446,741 tons in 1953, 1,441,207 tons 
in 1952; increase 0.4 percent. 

AGRICULTURAL COMMODITIES: 26 car- 
riers; 3,007,923 tons in 1953, 2,982,517 
tons in 1952; increase 0.9 percent. 

Motor Veuicies: 69 carriers; 8,- 
961,112 tons in 1953, 6,831,671 tons in 
1952; increase 31.2 percent. 

Bumpina MateriaAts: 27 carriers; 
5,492,585 tons in 1953, 5,752,596 tons 
in 1952; decrease 4.5 percent. 

ALL OrHerR CLASSES: 262 carriers; 
31,901,029 tons in 1953. 28,712,257 
tons in 1952; increase 11.1 percent. 





In @ fight spearheaded by the Auto Stocks 
Detroit Auto Dealers Assn., dealers Mar. Mar. 1953-54 
contended that the tax was invalid 17 10 High Low 
and that, furthermore, it had been|Chrysler 625% 60% 96% 56% 
assessed without sufficient notice so | GM 64% 6% 69% 53% 
as to “catch” them with a big in- | Hudson 9% 9% 117 9% 
ventory Dec. 31. Kaiser 2% 2% 5% 2% 

The Council, sitting as a board of | Nash 14 14 25% 18% 
review on tax matters, was told| Packard 3% 3% 6% 3% 
told that collection of the tax would | Stude. 19% 19 48% 18% 


force dealers to add an average of 
$80 to the price of a new car. In 
today’s market, it was argued, this 
would cause undue hardship on 
both consumer and dealer. 

The Council finally voted down 
the tax on legal grounds, but City 
tax officials indicated that they 
would attempt to levy it again next 


Average 25.03 24.71 


Compiled from reports of trading on the 
American and New York Stock Exchanges. 





year. 

Meanwhile, dealers were support- 
ing a bill in the Michigan Legis- 
lature which would establish a 50- 
cent “storage fee” on new cars but 
would prohibit any further tax- 
ation on the local level. The bill 
-has been passed by the Senate and 
sent to the House. 


Auction Group 


Delays Parley 


INDIANAPOLIS. A meeting of 
the National Automobile Auction 
Protective Assn. originally 
scheduled Apr. 10 in Cleveland has 
been postponed. 

It is now scheduled Apr. 24 in 
Cleveland’s Hotel Statler. 

Members will discuss a proposed 
amendment to the Dyer Act which 
would make the purchase of a car 
at auction with a bad check 
tantamount to stealing the car. 


The annval children’s parade sponsored 
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Chicago Ford Dealers and Salesmen Hold Annual Meeting— 





A total of 369 members of the Chicago Ford Dealers Assn. and their salesmen attended an annual sales meeting prior to 
the Chicago Auto Show. George Montagnet, new and used-car sales manager of the Ford division, and George A. Saas, Indian- 


apolis, were the main speakers. 





Chrysler Corp. to Help 7 


Finance Dealerships 


(Continued from Page 1) 


ship commensurate with his mana-|General Motors and Ford, the 
gerial ability, and ultimately to|Chrysler plan will also provide fi- 
gain sole ownership through his| nancial aid for existing dealers 


own efforts.” 
. as - 


te the plan, dealers selected 
to participate invest a specified 
minimum of the required capital in 
the dealership. The remainder of 
the necessary capital is provided 
by Chrysler, with provision for the 
retirement of corporation’s interests 
out of the dealership’s earnings. 
The relations of participating 
dealers with their respective sales 
divisions of the corporation are in 
no manner different from those 
of any other dealers, Colbert said. 
If it follows similar setups at 


Rausch to Ease Up 
While Recovering 


From Operation 


TOLEDO.—Raymond R. Rausch, 
executive vice-president and gen- 
eral manager of Willys Motors, Inc., 
will take on a less strenuous sched- 
ule of business activities during the 
next few months while recuperating 
from a major operation, Edgar F. 
Kaiser, president, said last week. 

During this period, Kaiser said, 
Rausch will survey various domes- 
tic and foreign Kaiser and Willys 
plants. 

During Rausch’s absence, E. G. 
McCleary, his assistant, and Steve 
Girard, executive assistant to the 
president, will undertake some of 
his management duties, Kaiser said. 


Bethesda Dealer Equips Parade— 


by the Bethesda (Md.) Chamber of Com- 


merce got rolling with the help of Covington Motor Co. (Packard), which furnished 
convertibles. Town celebrities joined Art Covington (second from right), owner of the 
dealership, and Lee Tucker (right), general manager. 





when necessary. 

Colbert announced the ap- 
pointment of Richard W. Shanklin 
as manager to administer the 
dealer enterprise plan. 

. 


eas has been engaged in 

many phases of automotive sell- 
ing during the past 23 years. He 
began as a branch superintendent 
in the commercial body division of 
Chevrolet in 1931; and during the 
next 12 years he served in various 
field sales positions for Chevrolet. 


wholesale division in 1947. A year 
later, he became northeastern 
regional manager for that compa- 
ny. 

Since 1952, Shanklin has had fi- 
nancial and operating interests in 
automotive retailing concerns. 

A native of Frankfort, Ind., 
Shanklin was educated at Indiana 
University and Butler University. 


ACF-Brill Sells _ 
Plant, Says Ivll 


Stay in Business 


PHILADELPHIA.—A report that 
ACF-Brill Motors Co., bus manu- 
facturer, is going out of business 
has been denied by Vice-President 
Charles Hoell. 


The rumor popped up when the 
firm sold its plant here and offered 
to sell Twin Coach Co., its million- 
dollar parts inventory. 

Hoell, while refusing to say why 
the parts were put up for sale, said 
his firm is leasing back part of 
the plant from the purchaser. 

The sale of parts to Twin Coach 
fell through when the two firms 
could not agree on wording of the 
purchase contract, said Walter 
Smart, Twin Coach vice-president. 

Hoell said ACF-Brill can lease 
as much of the 810,000-square-foot 
plant as it wishes. 


He said the firm has now decided 
not to sell its parts and still has 
its bus-making machinery. The 
company has not produced any 
buses since December, but “we’re 


#| bidding right now,” said Hoell. He 


added that the firm has just re- 
ceived a new defense contract for 
aircraft parts. 

ACF-Brill’s engine plant in 
Berkeley, Calif., is working at a 
higher level than ever before, Hoell 
said. 





Viewpoint 
(Continued from Page 1) 
serve on the factory sales staff. 
In addition, he said, Chrysler will 
call in some of its most success- 
ful dealers to act as consultants. 


In regard to the projected dealer 
conventions, Quinn said: 

“From time to time, we propose 
to get together with groups of our 
dealers to discuss things of mutual 
interest and exchange ideas. 

a s e 
[7 IS our aim to work closely with 
our dealers on all phases of our 
business, and the best way to ac- 
complish this is by joining in prac- 
tical discussions. 

“This first meeting is part of 
our program to familiarize our 
dealers with what we are doing 
to increase profit possibilities in 
the competitive market.” 

Quinn said that participating 
dealers would be picked from all 
parts of the U. S. 

He said also that the Division 
was conferring with dealers for help 
on questions raised about condi- 
tions at the retail level. 

= . . 


Chrysler Dealer Council 
Opens Meeting Today 

DETROIT. — The 31-member 
Chrysler Dealer Council opens its 
annual spring meeting here today 
(March 22). The parley will con- 
tinue through Wednesday (March 
24). 

“On the first day top Chrysler 
executives will talk to the council 
members and to the 26 regional 
managers who will attend,” said 
E. C. Quinn, Chrysler division 
president. “The next two days will 
be devoted to discussions with 
Chrysler executives and the 
council.” 

Dealer Charles G. McKimmie, 
Richmond, Va., who was elected 
national chairman of the group at 
the last meeting, will head the 
dealer group. 

The council consists of one 
regional chairman for each of the 
26 Chrysler sales regions, plus five 
appointees at large. 

Tomorrow, the group will be the 
guests of Chrysler executives at 
a dinner party at the Detroit 
Athletic Club. 


Scintilla Plant Addition 
Nearing Completion 

SIDNEY, N.Y.—More production- 
line space is being added to the 
manufacturing facilities of the Scin- 
tila division of Bendix Aviation 
Corp. 

A new factory addition now near- 
ing completion will increase plant 
floor area to 533,000 square feet 
from 500,000, according to George 
A. Steiner, divisional general man- 
ager. The extra space will be de- 
voted to the manufacture of coils, 
condensers, electronic devices and 
ignition components for the air- 
craft, automotive, agriculture, ma- 
rine and petroleum fields. 
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Hoffman, Curtice Discuss Plans. . . 


Independents vs. Big Makers 


(Continued from Page 1) 


ter designed, better engineered 
and better manufactured cars— 
better than Gen- 
eral Motors, 
Ford or Chrys- 
ler...” 
Curtice told 
newspapermen of 
the GM Moto- 
rama, andits 
dream cars, two 
or three of which 
may go into pro- 
duction. Plans for 
one are already 
set, he said. 
s . e 

eee ae recently compli- 

mented GM in an ad for its 
dream cars, but pointed out that 
Studebaker is already building and 
selling today cars which GM is 
dreaming of for tomorrow. 

Curtice wasn’t especially modest 
about GM’s present cars either. 

“The impact of our design fea- 
tures,” he said in Chicago, “will 
be felt throughout the industry 
for many years to come.” 

He said the cars represent out- 
standing values and foresaw no 
price changes this year. 

* & * 
Bot# the biggest auto maker and 
the biggest independent con- 
demned bootlegging of new cars, 
but there the similarity ended. 
Curtice asserted that GM is going 





H. 8. Vance 





Kyes Returning? 

CHICAGO. — Harlow H. Cur- 
tice, president of General Motors, 
sidestepped a question at a press 
conference here on _ whether 
Roger Kyes would return to GM 
after he leaves his post May 1 
as deputy secretary of defense. 
Kyes formerly headed the GMO 
Truck & Coach Division. Cur- 
tice’s statement: “I’ve had no 
discussions with Mr. Kyes and 
expect to have none with him 
as long as he’s in government 
service.” 





to do everything in its power to 
stamp out bootlegging, and would 
be happy to restore closed territory 
and anti-bootlegging clauses in its 
dealer contracts, if the federal gov- 
ernment would permit. 

However, Curtice denied that 
GM was in a production race, or 
that it had overproduced, 

Studebaker’s Hoffman bluntly 
stated a few weeks ago that over- 
production is the direct cause of 
bootlegging, and that bootlegging 
will continue as long as there is 
overproduction. 

Cause and effect may not apply 
here, but it should be noted that 
GM cars have been favorites on the 
bootleg market, along with Ford 
products. 


ENERAL MOTORS obtained 45 
percent of the auto market in 
1953 and is shooting for 48 percent 
this year, Curtice said at the show. 
Studebaker’s share of the market 
in 1953 was 2.8 percent, less than 
the portion GM plans to gain this 
year. Studebaker’s goal for 1954 is 


to bring dealers through the year, It also will make the return, or a 


in strong position, Hoffman de- 
clared. 


“Our goal,” said Hoffman, “is to 
put dealers in a position to make 
money this year.” 

As for building quality cars, Hoff- 
man d: 

“We can do it with 15,000 em- 
ployes, and they can’t do it with 
200,000 employes.” 


M AND Studebaker both have 

remarkably good relations with 
labor, although Studebaker has pio- 
neered on its own in this respect, 
too. The South Bend firm recently 
obtained labor cooperation in a 
joint labor-management seal of ap- 
proval on all Studebaker - built 
vehicles. 


Curtice revealed in Chicago 
that most of the billion dollars 
GM is spending this year and 
next on expansion will be used to 
convert facilities to automation. 
The money will not go into brick 
and mortar. 

Hoffman said: 


“You do not get dynamic ideas 
out of big laboratories. You get 
them out of the minds of creative 
men.” 

e * * 
— saw a good year for the 
industry as a whole, predicting 
the domestic sale of 5,300,000 cars 
and a million trucks. 

Hoffman saw a tough year for 
the independents, but he urged: 

“Don’t shed a tear for the 
struggling independents ... We 
are the ones who are making re- 
adjustments.” 

Both Curtice and Hoffman saw 
the need for greater selling efforts 
in 1954, 

Said Curtice: “This year the mar- 
ket will be even more competitive. 


movement in the direction of, sell- 
ing rather than order-taking. 

“In that area I feel that we still 
have much unfinished business.” 

Hoffman pointed out that since 
50 percent of all the goods Ameri- 
cans buy could be postponed, it is 
vital to know not what people can 
buy, but what they will buy. 

C. K. Whittaker, Studebaker vice- 
president in charge of sales, saw a 
heartening indication in that “sales- 
men are increasingly realizing that 
you have to work to make sales.” 

* > a 


Witt respect to sales, Hoffman 
said: 


“There is no substitute for com- 
plete integrity in merchandising. 
Too many people have forgotten 
that the customer is king. 

“Beware of the dealer who offers 
fantastic discounts, free gasoline, 
no interest charges. Few people are 
smart enough to outsmart.a gyp.” 

Commenting on auto advertising, 
Hoffman said: 

“Take the name and picture out 
of virtually any automobile ad of 
the past 12 years and they all 
look alike.” 

Both firms recently issued their 
financial statements for 1953, GM 
earned $598 million on sales of $10 
billion, or about 6 percent of sales. 
Studebaker’s total sales were just 
under GM’s profit—$595 million. On 
these sales, Studebaker earned $2,- 
687,973, or just under one-half of 1 
percent on sales. 

However, as Hoffman said: 

“The independents have always 
had to work hard.” 

GM, of course, hasn’t always had 
it so easy. Here are some of the 
cars that used to be in GM’s lineup: 

Oakland, Randolph, Rainier, Car- 
tercar, Elmore, Peninsular, Scripps- 
Booth, La Salle, Marquette, Viking. 

Remember them? 


Retail Sales, Dealer Morale 
On Uptrend, Colbert Says 


By Jack Weed 

CHICAGO.—Both retail sales and 
dealer morale have improved sub- 
stantially in recent weeks, L. 
(Tex) Colbert, Chrysler Corp. pres- 
ident, said last week at the Chicago 
Auto Show. 

“I see no reason for revising 
my earlier estimate that the auto- 
mobile industry would produce 
and sell five million passenger 
cars and approximately one mil- 
lion trucks in 1954,” he added. 

Despite all rumors, Colbert re- 
affirmed that there will be no early 
announcement of Chrysler Corp. 
cars. He said present plans call for 
the introduction of all 1955 models 
late in the fall or early next year, 
although no definite date has been 
set. 

Discussing his corporation’s recent 
$250 million loan, he denied that 
part of it would be spent for the 
acquisition of additional supplier 
plants. There have been rumors 
that Chrysler Corp. was considering 
the purchase of Electric Auto-Lite. 

Colbert said the loan was nego- 
tiated because “our working capi- 
tal wasn’t as much as we would 





Henney Presents Super Station Wagon— 


Henney Motor Co., Freeport, 


lll., custom quality coach and body manufacturer, 


offers a station wagon which seats 12 persons. The wheelbase is 156 inches long, and 
overall length is 252 inches. The first model was built on an extended Packard chassis 
and powered with a 220-horsepower Packard engine. The rear area is arranged to 
provide an observation lounge with a fourth seat, also wide enough for three passen- 
gers, looking rearward through the large back window. 


have liked for the volume of 
we are doing.” 


He also denied that the loan 


L. | would be used to develop the corpo- 


ration’s huge acreage near New 
Hudson, Mich, The development of 
this land isn’t even in the planning 
stage, he said. 

Declaring that the entire loan 
could have been taken when it was 
negotiated, Colbert said that Chrys- 
ler preferred to take it in four 
installments, as the need for the 
money arose. 


“The recent purchase of the 
Briggs plants by Chrysler was a 
$62.5 million deal,” he commented, 
“with $35 million going for L 
purchase of the 
$27.5 million going for eee 


Colbert again stated that Chrys- 
ler has no current plans for pro- 
ducing any of the “dream” cars. 


Colorado Titles 
Now Needed on 
Out-of-State Cars 


DENVER. — Gov. Dan Thornton 
last week signed legislation with 
the dual aim of eliminating com- 
petition between car dealers and 
auctioneers and of protecting 
purchasers. 


The law requires dealers to ob- 
tain a State title for cars brought 
in from other states before they 
can be offered for resale. 

It also forces auctioneers to com- 
ply with the same laws and tax 
payments as a regular dealer when 
they themselves act as dealers. 

Thornton said the new statute 
would prevent dealers from buying 
a@ car at auction and selling it at 
retail without first having obtained 
a clear title to the vehicle. Some 
dealers, in quick resales of 
auctioned cars, have avoided 
payment of the State inventory tax, 
Thornton said. 

The bill was favored by the Den- 
ver and Colorado dealer as- 
sociations. 





White Hosts 2 Expert Truck Drivers— 


H. H. Austin, Baton Rouge, La., and Roy Taylor, Mobile, Ala., 


together with their 


wives, tour the White Motor Co. plant in Cleveland as guests of the firm and Hearin 
Tank Lines, for which they haul petroleum products. Austin and Taylor have a safety 
record of more than one million accident-free miles. 





Gas-Tax Revenue Rises 


Highway-User Levies Show Slight Slump 
In Only Scattered Instances 


ECEIPTS from motor-fuel taxes 

and other highway-user levies 
are continuing their general up- 
trend, although in a few instances 
gasoline taxes are yielding less than 
in the corresponding period a year 
ago, according to analysis of reve- 
nue reports from state capitals. 


Arkansas gasoline taxes 
slumped to $2,085,172 in February 
from the $2,269,477 of the same 
month last year in the first major 
decline in gasoline taxes there 
since 1947. 


Revenue collected by the Califor- 
nia Motor Vehicles Department 
during 1953 amounted to $139,029,- 
938, an increase of $15,737,073 over 
1952. 


Colorado’s motor-fuel tax col- 
lections gained during February, 
totaling. $2,038,864, compared with 
$1,951,529 in February last year. 

The 5-cent gasoline tax in Kansas 
brought in $3,009,035 in January, 
0.52 percent more than a year ago. 
It was the only major tax in Kansas 
to hold above January, 1953. 

+ 7. ~ 
ENTUCKY’S road fund income 
for the first seven months of 

the fiscal year was reported at $40,- 
732,859, including $32,744,595 in tax 
revenue, 5.5 percent ahead of the 
corresponding period last year. 
Non-tax revenue for the fund 
jumped 15.8 percent, bringing it to 
$7,988,266. 

Gasoline tax collections in Min- 
nesota during January went up 
to $3,369,372, a 2% percent in- 
crease over January 1953, but 
after refunds for non-highway 
use of gasoline, net collections 
amounted to $2,406,906, a drop 
of 1.71 percent from the year be- 
fore. 

North Carolina’s highway fund, 
which is derived primarily from 
gasoline taxes, showed a slight in- 
crease for February when col- 
lections totaled $11,941,309 — some 
$50,684 more than the same month 
last year. 

After refunds, Ohio’s earnings 
from the sale of motor fuel during 
1953 ran $18,766,646 ahead of the 
year before. 

Oregon motor vehicle regis- 
trations increased about 4 percent 
last year with registration fees for 
1953 aggregating $10,295,938.66. 

* . * 


ASOLINE-TAX income in Ten- 
nessee dropped in February, 
when collections fell 7.25 percent 
to $4,306,212, but income for the 
current fiscal year shows an in- 


crease of 15.54 percent, or v0.02, 
383. 


Virginia’s a oe. 
lections passed $60,000,000 
mark for the first . cn in 19653. 
Collections of  $5,208,948.54 in 
January on 87,730,203 gallons sold 
in December brought total gaso- 
line taxes for 1953 to $60,990,- 
072.39. Virginia’s 1952 tax on 
gasoline totaled $57,920,853.70. 

West Virginia’s 5-cent gasoline 
tax last year brought net col- 
lections of $20,028,109, an increase 
of 2.4 percent over collections of 
$19,549,409 the year before. 

Gasoline tax total in Wyoming 
was $392,964.96 in February, an in- 
crease of $13,614.41 over the same 
period last year, when the total 
was $379,350.55. 


Ford Splits Up 
Detroit District 

DEARBORN.—The Ford division 
has split up its Detroit district, 
which formerly served all Ford 
dealers in Michigan’s lower penin- 
sula. 

A new district sales office has 
been opened in Lansing to cover 
all counties except those in the De- 
troit area—St. Clair, Macomb, Oak- 
land, Wayne, Washtenaw and 
Monroe. 

E. Ray Carter, assistant sales 
manager of tht Detroit district, has 
been named manager of the new 
district. 

The new sales segment is the 
first district added by Ford in the 
postwar period, bringing the total 





to 34. i 

“The division of this area into 
two districts will make possible 
closer attention to dealer problems,” 
said Paul Larson, central regional 
sales manager. 


Toledo’s Sunday Ban 
Lifted For Metropolitan 


TOLEDO.—Directors of the 
Toledo Auto Dealers Assn. 
granted Nash dealers 

to open yesterday (Sunday, 
March 21) for the express pur- 
pose of showing the new Metro- 
politan models. 





day 

the Metropolitan is a new series 
of cars. The board said approval 
will not be given where modified 
series are offered. 








Studebaker Honors Executives— 


E. C. Mendiler (center), Studebaker parts and accessories vice-president, is con- 
gratulated by Harold S. Vance (left), president, after receiving a 25-year service pin. 
At the same time, Courtney Johnson (right), general manager of the commercial 
vehicle division, was presented with a 15-year pin. 


XU 





New Hudson Dealer— 

A. Ll. Learner signs a Hudson franchise 
for Oakland, Calif., as Frank Hart, Berke- 
ley zone manager, looks on. The dealer- 
ship's facilities cover more than 100,000 
square feet. Ed Leitner is sales manager; 
George Waite, parts manager, and Dick 
Griegler, service manager. 


THE EXTRA-COMFORT 
THE NATION’S 
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Affecting Factories and Dealers .. . 


Auto Advertising 


By Marty Whitmyer 
Staff Writer 

Top-level merchandising posts 
were left vacant at Dodge and 
Plymouth last week following the 
resignation of A. 
E. Horne, Dodge 
advertising man- 
ager; Arthur B. 
Dowd, Plymouth 
merchandising 
manager, and H. 
B. Heberling, 
Plymouth assist- 
ant general sales 
manager. 

Horne joined 
Dodge in Febru- 
ary, 1934, as desk A. E. Horne 
head in the distribution department. 
He was transferred to the adver- 
tising department in 1936, and in 
1937 was appointed general copy- 
writer in the ad department. 

Early in 1940, he was appointed 


SEAT CUSHIONING 
LEADING CARS 


regional merchandising manager for 
the Detroit region. During the same 
year he was named assistant to the 
Detroit city manager and later be- 
came representative in the Detroit 
region. 

Following three years with the 
Army Air Forces during World 
War II, he rejoined Dodge as as- 
sistant advertising manager. He 
was promoted to advertising man- 
ager in 1946 and held that post 
until his resignation. 


Dowd, who joined the Chrysler 
organization in 1933, entered the 
advertising field in 1920 with a 
Detroit agency. He was appointed 
merchandising manager at Plym- 
outh in 1946. His experience in the 
intervening years included execu- 
tive positions in virtually every 


A. B. Dowd H. B. Heberling 


phase of advertising and merchan- 
dising. 

Heberling, who has spent his en- 
tire business career in the automo- 
tive industry, was first employed by 
Chrysler Corp. in 1935 as a used- 
car representative for the Chrysler 
division. He was named manage- 
ment representative on the labor- 
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management committee in 1944, and 
held that post until promoted to 
assistant general sales manager in 
1946. 


In the later position, he special- 
ized in advertising and sales pro- 
motion work. 

m « * 


°54 Kaiser Promotion 


Advertisements announcing the 
1954 Kaiser will appear in more 
than 1,000 newspapers on today and 
tomorrow (March 22-23). The ad 
features a large photograph of the 
new Kaiser in a prestige setting at 
Boca Raton, Fla. 


Newspapers on the list which 
sell front-page reading notices 
also will carry four-line front- 
page teasers directing the 
reader’s attention to the Kaiser 
ad on the inside pages. 


The new Kaiser also will be 
promoted on the Lowell Thomas 
news program over the CBS radio 
network, as well as in full-color 
magazine spreads, outdoor bulle- 
tins, and dealer-placed newspaper, 
radio and television advertising. 
William H. Weintraub & Co., Inc., 
is the agency. 

* x * 


New Awards for Dinah 


The American Society of Com- 
posers, Authors and Playwrights 
has named Dinah Shore, singing 
star of Chevrolet-sponsored radio 
and television shows, as_ the 
Singer - I’d - Like-to-Have-Intro- 
duce-My-Songs. 

Previously, the National Assn. 
for Better Radio and Television 
awarded Miss Shore a citation 
for offering “the best popular 
music program in radio.” 

* * * 


Match-Book Ad Awards 


Borcher’s Ford, Dayton, and 
Kelly-Springfield Tire Co., Cumber- 
land, Md., have been awarded 
bronze Joshua plaques for the most 
distinguished use of match-book 
advertising in the automotive in- 
dustry in 1953, it is announced by 
Charles Furcolowe, director of the 
Match Industry Information Bu- 
reau. 

Award certificates were voted by 
the judges to Jim White Chevrolet 
Co., Toledo; Beall Pipe & Tank 
Corp., Portland, Ore.; Casa de 
Cadillac, Sherman Oaks, Calif.; 
Auto City Motors, Detroit; Sunset 
Motor Co., Dalles, Ore.; Simoniz 
Co., Chicago; Gillie’s Auto Top & 
Trim Service, Fort Wayne, Ind.; 
Engine & Accessory, Inc., Miami; 
Johnson Motors, Waukegan, IIl., 
and McClaren’s Automotive Center, 
Van Nuys, Calif. 


x * * 


‘Chevrolet Show a Success’ 


Chevrolet All-Star Shows were 
seen by nearly 20 million persons 
in the United States and Canada 
in 1958, W. E. Fish, general sales 
manager of the company, an- 
nounced. 

This figure exceeded by more 
than 50 percent the previous high 
attendance in 1952 and included 
about a half million school chil- 
dren, he said. The 11 specially de- 
signed tractor-trailer units, which 
are on the road again this year 
carrying exhibits to show sites in 
every state, traveled approxi- 
mately 122,000 miles during the 
year. 

* +t cd 


Frank Harvey Dies 


Frank H. Harvey, automotive ad- 
vertising manager of the Detroit 
News for 49 years, died recently at 
his home at Point Reyes Station, 
Calif. He retired in 1949. 


* * * 


New Delco Campaign 

Campbell-Ewald Co., agency for 
the Delco Products division of 
General Motors, has created a 
series of full-page, two-color maga- 
zine advertisements which _illus- 
trate the applications of Delco 
electric motors for the home, 


factory and farm. 
* * * 


Conant Opens Office 


Conant & Co., Public Relations 
Counsel, Inc., has opened offices at 
40 E. Forty-ninth St., New York. 

Luther Conant jr., president, 
formerly was product publicity 
manager for Lever Brothers Co. 
Prior to that he was associated 
with Edward L. Bernays where 
he supervised such accounts as 
Procter & Gamble Co, Mack 
Trucks, Inc., the Republic of India 








and the National Better Business 
Bureau. 
* * s 


Carveth Joins Esquire 


Dan Provost, advertising director, 
has announced the appointment of 
Arthur B. Carveth as Detroit man- 
ager of Esquire magazine. His of- 
fice will be at 1065 Penobscot Bidg. 
Detroit. 

Prior to joining Esquire, Carvett 
was with Inside Michigan and In 
side Ohio. Previously he was sale: 
representative for Parade publica 
tions and the montreal Standard 
He is a graduate of the University 
of Toronto. 

+ * * 


Names 


E. M. Whitney has joined the 
eastern advertising staff of Out- 
door Life magazine. He formerly 
was eastern advertising manager 
of Field & Stream. 


Lawrence H. Smith, of Pitts- 
burgh, has joined the Detroit staff 
of Ross Roy, Inc., as a film writer. 
He formerly was with Gulf Oil 
Corp. 

George R. Titus has been ap- 
pointed promotion director of the 
Washington Times-Herald. He for- 
merly was assistant advertising 
manager in charge of sales pro- 
motion. 

William L. Whitcomb has been 
promoted to advertising manager 
of Glass Fibers, Inc., Toledo. He 
formerly was assistant to the ad- 
vertising manager. 

Roger H. Bolin has been appointed 
manager of general advertising for 
Westinghouse Electric Corp., Pitts- 


| burgh. Bolin succeeds Harry J. 


Deines, who left the company to be- 
come vice-president of the J. Wal- 
ter Thompson ad agency, in New 
York. 


Bert Halperin, formerly of Look, 
has joined Collier’s as an advertis- 
ing sales representative in New 
York. 


Charles A. Mason, veteran Detroit 
ad executive, has joined Betteridge 
& Co., Detroit advertising and pub- 
lic relations firm, as an account 
executive. 


Ralph E. Davis has been named 
creative chief of Richardson-Shaw, 
Inc., Detroit firm. He formerly was 
engaged in producing national serv- 
ice campaigns for auto manufac- 
turers. 


Charles W. Godwin has been 
named assistant to Ernest Lee 
Jahncke, vice-president of Ameri- 
can Broadcasting Co. Godwin for- 
merly was director of station re- 
lations for Mutual Broadcasting 
System. 


Richard D. Gibson has been ap- 
pointed financial advertising man- 
ager of the New York Herald 
Tribune. John N. Brodel, of the 
paper’s travel department, has 
— the financial advertising 
staff. 


Victor Armstrong has joined the 
Detroit office of Kenyon & Eck- 
hardt, Inc.,as vice-president and ac- 
count executive on the Ford Motor 
Co. institutional account. Arm- 
strong formerly was with J. Walter 
Thompson Co.’s Detroit office. 


C. Richard Atlanta, Ga., 
has joined the Detroit staff of Ross 
Roy, Inc. as an art director. 


William G. Winchester has joined 
the Detroit staff of Ross Roy, Inc., 
as a copy writer. 


POSITIVE REAR DOOR 


_ SAFETY LOCKS 


RETAIL 
$1.57 
Per PAIR 


100% EFFECTIVE—Cannot Fail 
Quickly Installed or Removed. Re- 
places Inside Door Handle. Rear Doors 
are Always Locked From Inside, but 
can be ed from outside as usual. 
No Mechanical Changes To Mate. 
Handle can be repli if desired. No 
Delicate Parts to Break and Cause 
Failure. Mounted on Attractive Dis- 
play Card. 
This New Design HOUSER’S 
SAFETY DOOR K No. 302 and 
No. 304 will ft more than 96% of all 
cars built in U. S. A. 
> IMMEDIATE DELIVERY 
If your jobber cannot furnish order 
direct. Write today for free catalog of 
over 200 HOUSER service items. 
HOUSER Engr. & Mfg. Co 
LIC STi) 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 














Week Week —_ 1 Jan, 1 
Ended Same Ended Mar., to 
Mar. 20, Week, Mar. 13, 1954, ton, 21, Mar, 20, 
1954 1953* 1954* To Date* 1953* 1954* 
CHRYSLER. .................... 15,550 26,648 14,050 41,714 296,084 158,035 
Olerystler ................::0000. 1,600 4,290 2,305 6,068 44,662 27,299 
ED: “ chctutsresvcssedvteindes 1,400 3,061 1,347 3,871 29,575 18,639 
eee 3,050 5,855 2,448 7,820 79,300 27,606 
PRIOUIIE crctesccsvcscsnsssouvi 9,500 13,442 7,950 23,955 142,057 84,491 
aan 38,250 27,309 37,014 113,084 280,705 412,487 
EE acl bchbestcesibsectasouevtieed 30,300 21,079 29,213 89,444 217,208 
I vcscuisincneudieverasiies 1,100 1,239 1,072 3,214 8,028 
SED evccrovesisevedetessend 6,850 4,991 6,729 20,426 55,469 
GENERAL MOTORS .. 61,685 58,743 56,324 172,254 599,762 
Buick .. 10,450 9,710 10,462 31,316 107,255 
ics Schatecessstbscousretae 2,835 2,499 2,839 7,940 26,748 
Chevrolet ...................... 32,700 30,742 27,321 86,277 303,322 
Oldsmobile ................. 8,200 7,280 8,341 24,506 75,386 
NID chi sesesiedecous vcecanont 7,500 8,512 1,361 22,215 $7,051 
BRIEPTES | esteiescosscesesssseeste 800 E:- ‘dctoets 1,680 21,437 
Ee 1,200 3,956 1,256 3,446 47,869 
KAISER MOTORS 755 2,704 573 1,876 24,362 
eee een 225 1,096 208 643 =: 10,788 
ee 530 1,608 365 . 1,233 13,574 
PACKARD 1,400 2,436 1,068 2,468 27,878 
STUDEBAKER 2,208 4,436 307 4,722 28,829 
Total Cars, U. S. ........ 121,848 128,639 110,592 341,244 1,326,936 
*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Mar., to to 
Mar. 20, Week, Mar. 13, 1954, Mar. 21, Mar, 20, 
1954 1953* 1954* To Date* 1953* 1954* 
CHEVROLET ................ 7,700 9,851 6,865 21,078 99,816 81,308 
DIAMOND T .................. 65 186 58 177 1,997 718 
ID icsissisnsstasésiviecssisiiurs 80 50 80 240 637 
ONIN cssaiicsssssesasvaceivasie 1,950 2,103 1,927 5,790 29,314 20,915 
FEDERAL ................00000... 60 46 64 186 330 600 
EC rn 6,550 7,863 6,348 19,141 49,679 75,260 
a ee 1,600 3,158 1,577 5,041 32,710 20,426 
INTERNATIONAL ...... 2,280 8,111 2,333 6,362 31,4381 23,974 
SINE Gi cisvenitstesiissnseatcstviosis 180 110 167 507 2,601 1,447 
ee 240 343 239 663 3,995 2,523 
STUDEBAKER ............ 384 1,233 385 1,165 15,911 2,548 
I ivtostsseciedhcstenesiusie 250 332 248 646 3,307 2,597 
MPMI oasecsenscosicesesseversis 1,170 2,001 1,180 3,129 25,060 13,224 
MISCELLANEOUS 115 328 112 405 3,752 1,997 
Total Trucks, 
Mn EE, teihserheenniasevicicakes 22,624 30,715 21,583 65,030 300,540 248,417 
Total Cars, Trucks, 
ee 144,472 159,354 132,175 406,274 1,627,476 1,490,444 
Total Cars, Trucks, 
eM 10,900 10,122 10,741 33,274 104,930 119,748 
Grand Total 


Cars and Trucks, 
U. S. and Canada 


wna 155,372 169,476 142,916 439,548 1,732,406 1,610,192 





*Revised. Miscellancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, ete. 


N.B.: All U. 8S. totals include cars and trucks for military orders. 





Car Production Hits 


Peak for Five 


Months 


(Continued from Page 1) 


nation of the Chrysler division’s 
second shift. 


Last week was the first time in 
a month that all vehicle makers 
were in production. 

Boosted schedules of the inde- 
pendents dropped the Big Three’s 
share of car output to 94.8 percent, 


ICC Sets Hearing 
On Truck Leasing 


WASHINGTON.—The Interstate 
Commerce Commission has 
scheduled a public hearing here 
Apr. 14 to reconsider two pro- 
visions of its rules governing the 
leasing and interchange of vehicles 
by motor carriers. 

The agency reopened the 
cuestion of its rule against any 
lease arrangement of less than 30 
days’ duration and its ban on com- 
pensation for leased vehicles based 
on a percentage of the rates in- 


volved, or on a_ percentage of 
revenue earned by the leased 
vehicles. 


ICC Examiner Henry Laughton 
will conduct the hearing. 


from a peak 97.1 percent in the 
preceding week. 
+ a * 
I AST week General Motors ac- 
‘ counted for 50.6 percent, against 
50.9 percent in the week earlier; 
Ford Motor Co. turned out 31.4 
percent, compared with 33.5 per- 
cent, while Chrysler Corp. moved 
up to 12.8 percent, from 12.7 per- 
cent. 

So far this year, U. S. makers 
have produced 1,242,027 cars, a 
decline of 6.4 percent from the 
1,326,936 in the corresponding 1953 
period. Truck production has slip- 
SE percent, to 248,417 from 


The only truck makers which 
have turned out more units- this 
year than last are Ford, Divco and 
Federal. 

Car makers, which are ahead of 
last year’s level, are the Ford di- 
vision, Lincoln, Mercury, Buick, 
Chevrolet and Oldsmobile. 

* +. * 


NOtESs: The Chrysler Corp. as- 
sembly plant at San Leandro, 
Calif., has laid off 150 of its 1,600 
workers for an indefinite period 

Cadillac last week continued 
its six-day week. 


Justice Dept. Oka 


Awaited... 





Makers Back Anti-Bootleg Clause 


(Continued from Page 10) 
Klugh asked. “Who cares which 
factory produces and sells the most 
automobiles? We believe that most 
dealers are not concerned about 
their factory being in first place 
or 16th place so long as they, the 
dealer, can make a_ reasonable 
profit.” 
o * * 

(Ss Entasagee Automobile 

Trade Assn. pointed out that 


the battle against bootlegging is 
being complicated by contracts 
with large companies for fleet dis- 
counts. 

Factories should review the 
entire fleet-buying situation, 
PATA said, and should realize 
that if the present trend con- 
tinues, dealer franchises “won’t 
be worth the paper on which 
they are written.” 

Several new gimmicks in the 
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Wayne L-M Plant Builds 100,000th Car— 


Harold H. Keays, manager of the Wayne (Mich.) Lincoln-Mercury plant, sits at the 
wheel of the 100,000th car built by the plant since its inception in October, 1952. 
Others (from left), are James K. Johnson, superintendent of the final line; Victor 
Schwartzenberger, plant employe, and Albert J. Chendes, assistant plant manager. 





R. I. Warns Makers 


Registrar Says Coercion Can Cost Right to Operate 
In State; Cites Dealer Reports 


(Continued from Page 2) 


Island Motor Vehicle Dealers 
License Commission that some 
makers had made arbitrary 
shipments, had used coercion to 
compel dealers to accept 1953 
models and had failed to honor 
cancellation of orders which had 
not been delivered at the time 
ordered because of strikes or other 
delays. 
* + ca 

T PRESENT, it was said, “these 

violations have been the subject 
of reports only.” 

“Should formal complaints be 
made,” Lussier said, “this de- 
partment will take action under 
the law. 

“It is therefore suggested that 
your district or zone managers, 
representatives and¢travelers be 
appraised of this law and the 
hazards assumed if the law is vio- 
lated.” 

* = 2 
7 Rhode Island law requires 
licensing of car and _ truck 
manufacturers, their branches, 
representatives, travelers, etc. 

Observing that the statute “is 
specific in outlawing coercion,” 
Lussier called to the manufacturers’ 
attention the following section “as 
grounds for denial, suspension or 
revocation” of a license: 

“Because the applicant or 
licensee has coerced or attempted 
to coerce any motor vehicle 
dealer to accept delivery of any 
motor vehicle or vehicles, parts 
or accessories therefor, or any 
other commodities which 
not have been ordered by said 
dealer.” 

Lussier’s letter said: 


Power Brakes Added 


To Plymouth Options 
DETROIT.—Plymouth is mak- 


“Reports 





its price for power brakes to 
$36.55 from $42.20. The cutback 
is retroactive, but it is believed 
that few deliveries have been 
made at the previous price inas- 
mueh as power brakes are a new 
option with Dodge. 

All four of Chrysler Corp.’s car 
divisions now offer power brakes 
at the same price. 





have reached the registry to the 
effect that some _ representatives 
have attempted to transact business 
in this state without first having 
obtained a license. There are also 
reports that factories have used 
coercion to compel dealers to ac- 
cept 19583 models or have even 
made arbitrary shipments. 


“One manufacturer, it is re- 
ported, has used coercion in refus- 
ing to deliver certain models the 
dealer requested unless the dealer 
accepted other units for which he 
had placed no order. 


“Another report is that the 
factory has shipped to a dealer, 
after cancellation by the dealer, 
cars previously ordered but which, 
because of strikes, shortages or 
other © oa. had not been de- 


livered.” 
Sales 


(Continued from Page 3) 


dig up a lot of sales. That’s your 
real spring boom.” 
a 7 * 

HE wholesale used-car market 

dipped slightly, but despite the 

$4 drop the overall index of whole- 
sale auction prices was still at the 
same level it had held five weeks 
earlier—$892. The decline was the 
first noted in three weeks. 

Despite the drop, three models 
showed price gains: ’5ls were 
up $7 to $795 (highest since Jan. 
25); °52s jumped $5 to $1,075 
(best since Feb. 8), and 50s, 
climbed $5 to $589 (top dollar 
since Feb. 1). 


The sharpest loss was absorbed 
by ’54s, which fell $21 to $2,191. 
They had gained $20 the previous 
week, however. Other declines 
were: '47s, down $11 to $230; ’53s, 
down $10 to $1,546; ’48s, down $7 
to $277, and °49s, down $1 to $430. 

Even among the models showing 
declines, all but ’53s enjoyed higher 
prices than they did 30 days ago. 

The price spread between models 
after last week’s adjustments was 
(previous week’s spread in pa- 
rentheses): ’54 to '53, $645 ($656); 
‘53 to ’52, $471 ($486); ’52 to ’51, 
$280 ($282); 51 to '50, $206 ($204); 
"50 to °49, $159 ($153); °49 to 48, 
$153 ($147), and ’48 to '47, $47 ($43). 


bootleg racket came to light last 
week. One is the system whereby 
a new-car dealer bootlegs his new 
cars to himself. 

By putting them on the used-car 
lot, under this system, the dealer 
cuts down on overhead and make- 
ready costs and escapes burdening 
his service department with war- 
ranty work. 

* * 


aa 

N MISSOURI, warned the 

Missouri Automobile Dealers 
Assn. “jockeys” are traveling the 
state in “souped up klunkers” and 
trading for new cars—which are 
transferred directly to the 
“jockey’s” own used-car lot. 

“These buyers are cagey oper- 
ators,” MADA said, “and have 
been highly successful in making 
deals with enfranchised dealers 
on a margin that leaves some 
room for them... ” 

Many dealers, MADA said, who 
abhor bootlegging, have been in- 
nocently pulled into it through this 
kind of a deal. 

+ 


peng tread chatgu, another factor 
in bootlegging which reportedly 
is under study by the FTC, were 
rapped again last week by Han- 
ford Crockard, Berkeley, Calif., a 
regional director of NADA. 

“The nationwide level price 
policy is the only answer to.. .. 
bootlegging,” he said. “Large 
numbers of bootlegged cars are 
finding their way into California 
from the midwest. - 

“They are driven out here in 
caravans, thereby saving the rail- 
road freight charges. Between 
the discount obtained from the 
selling dealer and the freight 
cost saved, they are sold as ‘new’ 
cars on used-car lots at prices 
with which the legitimate new- 
car dealers cannot com; 

Directors of the East Bay Motor 
Car Dealers Assn., Oakland, Calif., 
last week sent resolutions to state 
and national associations urging 
them to continue the bootlegging 
fight. 

Lyle A. Byers, president of the 
association, said bootlegging is ex- 
tensive in the San Francisco and 
Oakland area, but: added that 
dealers there believe the menace 
can be fought best at the state 
and national levels. 


Senators Eye Bill 
Hiking Road Aid 
To $855 Million 


WASHINGTON. — The Senate is 
weighing action on a bill passed by 
the House which would boost total 
Federal highway grants from $660 
million to $855 million annually. 

Under the bill’s provisions, the 
states must match the grants on a 
60-40 ratio. The proposed hike is 
embodied in a ‘linkage clause,” 
which provides for a new $200 mil- 
lion interstate highway grant on 
condition that the full Federal gas- 
oline tax of two cents a gallon is 
retained. 

Highway-user groups which op- 
pose the “linkage clause” on 
grounds that there is no connection 
between the tax and the aid 
program include the American 
Automobile Assn., American Assn. 
of State Highway Officials, Ameri- 
can Farm Bureau’ Federation, 
American Trucking  Assns., 
National Grange and American Pe- 
troleum Institute. 


Higher Sales Indicated 
For Latter Part of ’54 


WASHINGTON. — New-car 
sales in the latter part of 1954 
may be well above those of the 
first part, it was indicated in 
preliminary of the 
consumer survey conducted by 
the University of Michigan in 
cooperation with the Federal Re- 
serve Board. - 

FRB reported last week that 
the proportion of consumers 
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In the Letterbox 
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to do would be to serve his appren- 
ticeship as a salesman, make up his 
mind to be the best automobile 
salesman in his community and 
having proved himself to be such, 
certainly there is no obstacle in be- 
coming an automobile dealer. Re- 
garding security, our public institu- 
tions and cemeteries are full of 
people who, I am sure, would rather 
enjoy freedom than security. 

The writer has spent 13 years of 
his life in accounting departments 
of various dealerships, learning the 
business from the ground up. At an 
opportune moment, he was success- 
ful in borrowing capital from a 
friend to establish a Chrysler-Plym- 
outh dealership in Lebanon, Pa., 
with Bill Beyerle who also spent a 
similar length of time as a retail 
automobile salesman and who also 
desired to be come an automobile 
dealer. 

And what I did anybody can do. 
For the past 17 years with all its 
ups and downs, I would say that we 
have been moderately successful 
and respected. 

In my opinion, the future holds 
even greater opportunities for re- 
tail automobile salesmen and 
automobile dealers than it has 
had in the past 30 years of my 
experience. The population in the 
United States has exceeded all 
forecasts and continues to in- 
crease beyond expectation. The 
vast market for automobiles that 
is developing within the next five 
or six years is bound to create 
greater opportunities for men 
with vision. 

I therefore, feel that Mr. Zealor 
is most pessimistic about the oppor- 
tunities that are facing the retail 
automobile salesmen in our country 
now and in the future. — W. JoHN 
Mover, Beyerle-Moyer Motors, Leb- 


anon, Pa. 
+ * a 


N. Y. C. Traffic Solution? 


In your Jan. 11 issue, you had a 
short article with the heading as 
follows: “N. Y. Safety Board Puts 
Hope in New City Government.” 
This article is in reference to traf- 
fic improvement and congestion. 

I am a retired building construc- 
tion superintendent from New York 
City and living here in Arlington, 
Tex., with my daughter, Mrs. C, W. 
Bishop. I do know New York City, 
and I am well acquainted with its 
traffic congestion. I know what the 
board you mentioned in the article 
is up and the final result 
of their deliberations will be zero. 


Mobilgas Run 


(Continued from Page 2) 
Some are being tagged in dealers’ 
showrooms, while others will be 
from factory assembly lines. 

Once selected, the cars are care- 
fully guarded. Any tuning-up will 
be under the supervision of AAA 
officials. The 2,500- mile break-in 
runs will be made with an official 
sitting beside the driver. Each car 
is kept under guard at the im- 
pound area in Pasadena, Calif. 

One of the cars will emerge from 
the three-day run with the title for 
the highest ton - miles - per - gallon. 
There will also be winners in the 
four classes, low-priced, low- 
medium, upper-medium and high. 

Additional winners will be an- 
nounced from cars in the three 
. lower classes which have automatic 
transmissions. All cars in the 
high-price class have automatic 
transmissions. 

The list of cars entered is as 
follows: 

Crass A, STANDARD AND OVERDRIVE— 
Chevrolet Two-Ten, Plymouth Plaza, 
Ford Mainline Six, Ford Mainline 
V-8, Studebaker Champion Custom. 

Crass B, Automatic Drive—Hud- 
son Jet-Liner. 

Crass C, STANDARD AND OVERDRIVE— 
or Monterey, Dodge Royal 

8. 

Cuass D, Automatic Drive—Olds- 
mobile 88, Dodge Royal V-8. 

Crass E, STanparp AND OVERDRIVE— 
Studebaker Land Cruiser, DeSoto 
V-8. 

Cuass F, Automatic Drive—Nash 
Ambassador Super, Studebaker 

Cruiser, DeSoto V-8, Packard 
Deluxe, Hudson Hornet. 

Ciass G, Automatic Drivs—Chrys- 
ler, New Yorker, Lincoln Capri, 
Chrysler Custom Imperial. 








They have the answer to the 
traffic congestion in New York 
City at their fingertips; they 
either do not recognize the only 
answer, or they are afraid to 
recognize it. I have studied this 
problem from as far back as 
1928, and have worked out on 
paper every conceivable method 
that I could think of, and always 
came up with the same answer— 
more room required. 

This board will get the same an- 
swer after they manhandle the 
traffic for a while. The solution 
finally came to me while watehing 
the efforts of a former committee 
of experts on this same subject, 
and after I took a long look at the 
skyline of New York City, I knew 
that I had the. one and the only 
one solution to this problem. 

I thought it over for a year or 
more, then I wrote it down in de- 
tail in an article that I gave the 
following title: “A Practical Solu- 
tion by Using Practical Methods 
for Traffic Congestion and Traffic 
Control in New York City.” 

I then just left the article lie 
there, and did nothing about it, as 
I did not want the article to be 
made a political football in the 
city. I have no use at all for this 
breed in New York City. 

The whole industry will be in- 
terested because the solution will 
save millions of dollars every 
year, and will finally pay for the 
cost of the solution. 

I have the article in long hand 
here at home for inspection by 
competent traffic or highway en- 
gineers. JoHN CONNELLY, 908 
Moore Terrace, Arlington, Tex. 


Auto Credit 


(Continued from Page 2) 


installment credit — the means by 


which the average person finances 
his durable goods—must increase if 
the standard of living is to remain 
at the same level. It must increase 
even further if the standard of liv- 
ing is to rise.” 

Murdock, however, does not 
feel that the decline in the rate 
of extension of such credit pre- 
dicts a serious economic slow- 
down at this time. He concurred 
with a recent statement of econo- 
mists for the Federal Reserve 
Bank of Richmond, Va., who said: 

“People borrow to buy. If they 
are not borrowing, their desires to 
buy are not as great or they are 
being checked. 

“When the people of the nation 
as a whole decide to reduce their 
borrowing, they are beginning to 
reduce the total spending that 
keeps industry humming — and, if 
continued, this could spell trouble.” 





Kindly Acknowledge 


AUTOMOTIVE NEWS 


AUTOMOTIVE ACCOUNTANT. A real op- 
portunity for man willing to settle in 
Washington, D. C. Must have thorough 
knowledge of automotive accounting. 
Pleasant conditions. Paid vacation, un- 
usual company benefits for family man. 
$500 per month to start; increasing to 
$600 per month with yearly bonus. Box 
3601, c/o Automotive News, Detroit 26. 


AUTO BUYER—USED CARS. The chance 
you’ve been looking for. Full authority 
to buy cars for a large Washington, 
D. C. company. Must know dealers 
wholesaling their cars in the Michigan- 
Ohio area. State age, experience and how 
soon you can start. Box 3602, c/o Auto- 
motive News, Detroit 26. 





POSITION WANTED 


oat 


TRUCK’ SALES MANAGER, capable of 


organizing and directing large truck 
sales force, desires position as truck 
manager with well established dealer. 12 
years’ experience with both dealer and 
factory. Volume minded. Young and 
aggressive. Interested in future. Best 
of references. Location open. Box 3576, 
c/o Automotive News, Detroit 26. 


‘CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged ia all 


branches 


of the automotive 


industry from Maine 


to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates 


day received. Display ads: $11.20 per column inch, per 
OF PUBLICATION DATE. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


POSITION WANTED 


CADILLAC SERVICE MANAGER. Ex- 
perienced in management of both dealer 
and distributor service operations. Col- 
lege training in business management. 
Graduate of General Motors institute 
with high honors. Five years with Cadil- 
lac. Responsible man with family. Desire 
change to a progressive Cadillac dealer 
or distributor where diligent application 
of the job will be rewarded in additional 
responsibilities and opportunities. Will 
also consider a general management po- 
sition. Box 3574, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER and a sales man- 
ager as a team. If you are having 
trouble with low sales, high used car 
inventory, low service absorption and do 
not handle trucks, we as a top level 
team will be interested in talking with 
dealers, finance companies, banks and 
factory retail stores. Available in 60 
days. Box 3618, c/o Automotive News, 
Detroit 26, 


AUTOMOBILE—GENERAL OR sales man- 
ager. Do you need someone to help you 
carry the load or help assume responsi- 
bility? I am 45 years of age, married, 
2 children, honest, sober and reliable. 
Have 20 years’ experience in all phases 
of the business. The last ten years’ as 
geneial manager for a large volume 
dealer, I can take full charge and oper- 
ate profitably. Will locate anywhere. Box 
3505, c/o Automotive News, Detroit 26. 


MANAGER, CAPABLE operating dealer- 
ship. Heavy business management ex- 
perience, large and small operations. 
Factory approval and good references; 
can invest or operate on contract. Age 





37, Box 3572, c/o Automotive News, 
Detroit 26. 
YOUNG G MANAGER presently 


employed by 750 car Ford dealership. 
Seeking similar position with Ford or 
Chevrolet dealer who desires relief from 
responsibility, Management and charac- 
ter references available. Wish to locate 
in midwest, west or southwest. Box 3571, 
c/o Automotive News, Detroit 26. 


CORRECTION—Due to a clerical error, 
the name of I. J. Lukehart, Utiea, N. Y. 
was erroneously added to a Position 
Wanted ad in this section Mareh 15. 


PARTS MANAGER. Seven years’ ex- 
perience—Buick. Two years college. 36 
years of age, married. Record proves 
job efficiency. Complete resume of ex- 
perience on request. Permanent location 
south of Mason-Dixon line preferred. 
- 3603, c/o Automotive News, Detroit 


GENERAL MANAGER for Ford or L-M 
dealership. Holding this position at 
Present with 1953 income exceeding $20,- 
000. Looking for a change of atmosphere 
with chance of buying in. 35 years of 
age, married. Will go anywhere the 
proposition is right. Best of references. 
= 3604, c/o Automotive News, Detroit 
6. 


&{CTOR TRUCKS BRANCH manager with 
eight years’ experience both gas and 
diesel engines would like to make a con- 
nection with a manufacturer of motor 
trucks or associated industry. Have also 
had retail experience. Willing to relocate. 
Under 40. Box 3577, c/o Automotive 
News, Detroit 26. 

YOUNG GENERAL MANAGER with 
capital to invest in GM or Ford deal. 
Fully experienced in all phases of 
management. California experience and 
resident but would consider good deal 
anywhere. If retirement with continued 
ancome ‘sg what you want, I’m your man. 
I have a family and excellent references. 
Box 3605, c/o Automotive News, De- 
troit 26. 

SERVICE MANAGER, twenty years’ GM 
experience. Know shop procedure and 
factory methods. Can build volume and 
get profit. Can obtain, train and handle 
men. References from past and present 
employers. Box 3606, c/o Automotive 
News, Detroit 26. 

EXECUTIVE — BUSINESS — GENERAL 
management experience. Help organize 
rew, improve established dealership. 
Available soon. Box 3607, ¢/o Automo- 
tive News, Detroit 26. 

PARTS MANAGER—16 years’ experience, 
MoPar parts, wholesale and retail. Pre- 
fers southwest or west. Excellent refer- 
ences. Box 3563, c/o Automotive News, 
Detroit 26. 

SERVICE AND PARTS expert, 16 years’ 
experience Chrysler products, supervising, 
promoting and merchandising both de- 
partments. Wants to relocate in Texas 
or southwest. Presently employed. Box 
3608, c/o Automotive News, Detroit 26. 

GM SERVICE MANAGER desires position 
with aggressive dealer. Ten years service 
department experience. 859 E. Granada 
Ct., Ontario, Calif. 


COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediatety to the advertiser. 





Add One Dollar 


of Automotive News. Replies to Box Number ads 


($1) per insertion 


insertion 





DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE in eastern 
Virginia city, serving over 150,000 urban 
population. Now handling one of best 
selling independent makes. Modern new 
2-sto1y building embodying all necessary 
facilities: ample showroom, service de- 
partment including body shop, office and 
sales rooms. Adjacent used car lot with 
space for approximately fifty cars and 
used car servicing department. Ideally 
situated—corner location on well traveled 
thoroughfare. Community now facing an 
era of continued prosperity with huge 
rew government contracts in addition 
to inception of new industries. Reason 
for selling, other interests demanding my 
full attention. Box 3579, c/o Automo- 
tive News, Detroit 26. 


FRANCHISE HANDLING Dodge-Plymouth 
in midwestern city of 60,000 population. 
Parts and equipment valued at $50,000 
can be bought for $25,000. No buildings 
or used cars to buy. Good lease on new 
building with low rent. 1953 gross sales 
$1,350,000. Box 3584, c/o Automotive 
News, Detroit 26. 


CALIFORNIA DEALERSHIP handling 
Lincoln-Mercury—located in 2nd richest 
farm country in United States. Parts 
and equipment, signs, etc., $16,000 to 
handle, Building and equipment on lease 
basis. New car potential 150 to 200 cars. 
Trading area 75,000. Box 3586, c/o Auto- 
motive News, Detroit 26. 


FOR SALE. DUAL DEALERSHIP 
handling GM, located in a north central 
state. Handle in the neighborhood of 
350-400 new cars, Will sell physical 
assets und lease the building which is 
completely equipped. For further details, 
write Box 3585, c/o Automotive News, 
Detroit 26. 


DEALERSHIP. PRODUCT OF one of two 
largest manufacturers. Large territory 
in central Kentucky. 100 car. Inventory. 
Davis T. Bohon, Central Bank Bidg., 
Lexington, Ky. 


EXCLUSIVE CHRYSLER PRODUCT deal 
in southwestern metropolitan city of 
500,000. 25,000 car market, 1,800 car 
potential—$75,000 will handle. Buy fixed 
assets only. Good location and favorable 
lease. Box 3610, c/o Automotive News, 
Detroit 26. 


ONE OF THE “BIG THREE” in the 
Gulf coast area of Texas. 190 car con- 
tract, doing volume service and parts 
business $70,000 to $80,000 annually. 
Attractive lease available—$30,000 will 
handle. Box 3611, c/o Automotive News, 
Detroit 26. 


DEALERSHIP AVAILABLE handlin g 
Chrysler-Plymouth located in south- 
western city of ,000. Approximately 
$75,000 required to handle. Box 3587, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Dodge-Plym- 
outh—Texas’ largest city. Average $3,- 
600,000 gross annually. Purchase parts, 
equipment only. Good lease. Established 
15 years. Part cash will handle. Box 
3612, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Dodge and 
Plymouth grossing over $400,000 an- 
nually. One of Ohio’s most modern ga- 
rages located in a town of 25,000 serving 
a rich industrial and farming area. 175 
car deal. Averaging 400 shop orders 
monthly. Used car lot adjoining build- 
ing. No accounts or used cars to buy. 
Only parts and equipment to purchase. 
Owner retiring. Excellent opportunity for 
a qualified man, Box 3588, c/o Automo- 
tive News, Detroit 26. 


DO YOU WANT A MONEY making deal 
in south Florida. We have five Kaiser- 
Willys dealerships still available i.e. 
Coral Gables (Miami), Key West, Delray 
Beach, Vero Beach and Okechobee. $10,- 
000 to $30,000 will handle. Work and 
live in south Florida where summer 
spends the winter. Write Distributor, 
P. O. Box 630, Miami, Fila. 


VENTURA, CALIFORNIA — Agency 
handling Studebaker. Approximate cost: 








parts—$8,5C0; equipment — $5,500. No 
real estate. Excellent business 
(oil). Contact Jack Davidson, 


Main. 


iia 
are forwarded to the advertiser, 
CLOSING: 


town 
38 W.| 412 Fisher Bidg. 


use of a box aumber, in care 


unopened, the same 
SIX DAYS IN ADVANCE 


DEALERSHIPS AVAILABLE 


EASTERN DEALERS ATTENTION! Tired 
of snow, slush and a short selling 
season? Come to sunny California, the 
finest car market in the country. Doctor’s 
orders force disposal of successful busi- 
ness with outstanding service operation, 
a@ medium sized dealership in suburban 
Los Angeles county. Land and building 
for scale or lease. Full equipment availa- 
ble, Box 3617, c/o Automotive News, De- 
troit 26 


DEALERSHIP AVAILABLE handling 
Buick—Demopolis, Alabama, Located on 
two main highways. Good lease and 
building complete. Shop, parts, stock 
and office equipment, Extra nice display 
room and used car lot. Trade area in- 
cludes thirty towns. James Stewart 
Webb, P. O. Box 444, Demopolis, Ala. 


DEALERSHIP AVAILABLE handling 
Oldsmobile and GMC trucks. Prosperous 
northeastern Iowa town. Population §8,- 
000. Established 13 years, Will sell at 
inventory value, less used cars and book 
account, Will give lease on new building. 
Best location in city. Must have factory 
approval, Reason for selling, poor health. 
Contact R. L. Ash, Oclweia, Iowa. 


AGENCY FOR SALE handling Nash. Lo- 
cated in Indiana county seat. Equipment 
and parts at inventory. $5,000 down 
handles for responsible party. Reason- 
able rent on building. Proven money 
maker. Box 3599, c/o Autometive News, 
Detroit 26. 


RURAL DEALERSHIP AVAILABLE 
handling Pontiac. Wealthiest farming 
area in Michigan. Sold fifty new cars 
in 1953 with Pontiac cars on allotment 
most of year. With controls removed will 
now be available as needed. Sell or lease 
building. Merchandise and equipment at 
inventory. No used cars. Twenty thousand 
dollars will handle. Reason for selling, 
age and health. Box 3615, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP AVAILABLE handling Lin- 
coln-Mercury, Middle west, Missouri, ad- 
joining industrial city of 800,000. Only 
parts and equipment need be purchased. 

be transferred. tle Mercurys 
building, complete service facilities. Box 

3583, c/o Autemetive News, Detroit 26. 


CONNECTICUT DEALERSHIP handling 
DeSoto and Plymouth. Located on state 
highway. Long lease, rental very low, 
heat furnished, brick building. Excellent 
location. 75 car franchise. Factory ap- 
proval necessary. $18,500 cash for parts 
and equipment. No used cars to buy. 
Box 3614, c/o Automotive News, Detroit 
26. 


FOR SALE — DEALERSHIP handling 
Dodge-Plymouth, Located 60 miles trom 
New York city—150 car deal. Good trad- 
ing area. Excellent service and used car 
business. At inventory value. Buy or 
lease buildings. Replies confidential. Box 
3557, c/o Automotive News, Detroit 26. 


FOR SALE—DEALERSHIP handling Lin- 
coln-Mereury. 200 car deal. Located in 
San Joaquin Valley, California. Will sell 
for book. Cheap long term lease. Modern 
service facilities. No used cars or re- 
ceivabies. Box 3613, c/o Automotive 
News, Detroit 26. 

DENVER, COLORADO dealership handling 
one of ‘‘Big Three.’’ Same location over 

years. Excellent modern facilities. 
Sales well over $1,000,000 in 1953. Sel) 
at book value. With or without real 
estate. Consider working partner. Owner 
has other interests. Box 3510, c/o Auto 
motive News, Detroit 26. 


WHEN BUYING or SELLING 


ae 
AUTOMOBILE DEALERSHIP 
; Consult a Specialist 


LEO J. KLEM 


Detroit 2, Mich. 














DISTRICT SALES 
REPRESENTATIVES WANTED 


To sell and supervise installation and operation of unusual 
merchandising material. No competition; franchise agreement 
available. Dealer contact experience or automotive background 


in sales or service required. Our sales representatives enjoy 
permanent, dignified, high income bracket positions. Product 
approved by major automotive manufacturers and sold inter- 
nationally. Expansion program provides immediate opening 
over the entire U. S$. Our employees know of this ad. 


Write Box 3619, c/o Automofive News, Detroit 26, giving full 
details and recommendations; appointments will be arranged. 














Te er Ome aRMM' - «| 


era On! Hh Eao<s : ! 


- 
a 








FIVE HUND dealership. One 
of “Big ’’, City of 50,000. Trade 
area, 100,000. Midwestern tion. 
Modern well equipped building on lease. 
Verification responsibility and 
factory approval nec prior negoti- 
ations. Peason for selling, other interests. 


Box 3597, c/o Automotive News, Detroit 
26. 


GM AGENCY, rich agriculture area, profit- 
able dealership, good service parts busi- 
ness. Will tense-sell, attractive terms. 
Owner must Ed Payton, 5410 

North Oak, omens City 16, Missouri. 


DEALERSHIP WANTED 


PONTIAC, OLDS OR CADILLAC, 50-86 
units in Florida only. Factory approval 
assured. Box 3609, c/o Automotive N News, 
Detroit 26. 


CHEVROLET — WEST, southwest — town 
12,000-25,000. Approved. Confidential. 
Apt. D, 1404 Pratt, Dallas, Texas. 


DEALERS SERVICES 


Clean Off Your 
Used Car Lot 


AT PUBLIC 


AUCTION 
Results Guaranteed 
20 Years Experience 

Complete Sales Service 
Phone—Wire—Write for 
Sale Date and Particulars 


WM. A. LEIGH 


ASSOCIATES 
“Nation Wide Sales Service” 
Phone FO 5-5832 or WI 3-8104 


P.O. Box 7061 
Oklahoma City 12, Okic. 





New and Used Car Dealers! 
SALES DROPPING OFF? 


A postcard to us will show you how to 
increase your sales at least 25%. 


No Obligation On Your Part 
ARTURO 
PRODUCTIONS, INC. 


H'wy. 35 at Springwood Ave. 
Neptune, N. J. 








INVENTORY SERVICE 


you are in 
shape for "54. Obsolescence and shortages can 
kill profits so don't wait for the year end to 
learn how this department is operating. 
Dealers say our anal and testing of 
procedures alone cost of Inventory 
Full time experts. No pick-up part time help. 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 








NEW! MODERN! FAST! 
RECORDED | 


INVENTORY PARTS Dorel, tak 
Texas 4-7450 
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BUSINESS OPPORTUNITIES 


IF YOU ARE YOUNG AND energetic and 
have $15,000 or more to invest now in a 
Pon 


bilities to younger shoulders. Box P3616, 
c/o Autcmotive News, Detroit 26. 


CA R 


ATTENTION DEALERS ! ! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 





Excellent Bodies - oh pa - Heaters 


BUY NOW — LOWEST PRICES EVER 
1950-1951 


Plymouths — Fords — Chevrolets 
1 te 560 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 








BEAUTIFUL 1949 te 1953 
Used Cars— All Makes 


90% one owner cars. 
Detailed out—Ready for the front line. 


Write—Phone or Wire 


Ray Rochelle or Paul Quinlan 
HARLEY BUICK, INC. 


3752 Cass Avenue Detroit |, Michigan 
TE. 1-4807 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 


229 S. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 








TOLEDO AUTO 
AUCTION COMPANY 


5902 Telegraph Road Toledo, Ohio 
by the National Airport 


SALE EVERY TUESDAY, 1 P.M. 
Checks Guaranteed 


Harold Strait, Jim Vance 
Auctioneers 


Gale Neiswender, 
Manager 


— Open daily 9 to 5 — 
Phone Klondike 4631 








SYRACUSE AUTO AUCTION 
fer deciers only 


of 
unction of Routes 20 and I! (Greyhound 


y. Soae. &. Jr. 
= Cc. ‘fa re, 


BRITISH COLUMBIA 


The fastest growing province in Canada. Experts 
say the best fishing and hunting in North America. 
Excellent schools and universities. A wonderful 
place to live and do business. 


We invite enquiries on small and large contracts 
from experienced automobile merchandisers with 
capital who would like to live and work on 


Canada's Pacific Coast. 


FORD MOTOR COMPANY 
OF CANADA, LIMITED 


Mercury-Lincola-Meteor Division 


1210 Royal Bank Building 
Vancouver 2, B. C. 





WE 
WHOLESALE 
OUR 


USED CARS 


Franklin Weber 
Pontiac Dealer 


6101-25 N. Clark St. 
Chicago, Ill. 





ATTENTION DEALERS 


FOR SALE 
1950-1952 Plymouth 4-door 
Ex-Taxis 
Good Bodies, Good Motors 
New Upholstery 


Disney Motor Sales, Inc. 


6619 Euclid Avenue Cleveland, Ohio 
Ut. 1-7131 


sedans 


AUTO AUCTION 
TIM ANSPACH 
"‘Midway,"" Stop 20 
Albany-Schenectady Road 


ALBANY, N, Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 





1948 LINCOLN CONTINENTAL hardtop. 
Mint condition bumper to bumper. New 
V12, brakes, clutch. Janesville Lincoln- 
Mercury, Janesville, Wis. Phone 6651. 


CARS WANTED 


We Will Buy Any Model Used 
Car—Or Even An Entire Lot 


1954 MODELS PREFERRED 
CASH IMMEDIATELY 


Call Sidney 8800, 


St. Louis, Mo. 





NORTHWEST’S LARGEST volume used 
car dealer wants permanent wholesale 
connections. We buy all year! Grant’s, 
200—6th Ave., N.. Seattle. Wash. 


TIRES FOR SALE 
1,000 MATCHED SETS of used, perfect 
Good ch, U. 8. 


one, 

Royal — $4.75 each, Deep 
original tread design regrooved. Clean. 
Free of any repairs. Other sizes at low 
prices. Allied Tire Sales, rBoadway and 
Atlantic Ave., Camden, N. J. 


PARTS FOR SALE 


Must Reduce 
Inventory 


OVERSTOCKED 
ON ALL 


Genuine Studebaker Parts! 
Immediate Shipment 
Anywhere! Same day! 


All items at COST—LESS 


Quantity Discount | 
All Shipments COD 


NORTHSIDE MOTORS 


4232 Natural Bridge, St. Louis, Mo. 
(LUcas 4860) 















‘fo FREE 


GM ILLUSTRATED 


PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 

© Buick 

® Cadillac 

© Oldsmebile 

® Pontiac 

© Chevrolet 
One day service. Special cash allew- 
ance on Phone Orders. All Shipments 
C.0.D. 


GORDON BUICK 


(formerly Rabertesn id 

1000 S$. WABASH A 
Chicago 5, Miinels ae 2-1030 
Segs#2lLlsg we 


PARTS FOR SALE 





FORD PARTS 


Write or Tel 
Al Rowe, Parts Manager 
Midtown Motors, Inc. 
Bigelow Bivd. at Tunnel St. 
Pittsburgh 19, Pa. GRant 1-7250 





AUSTIN-BANTAM PARTS. Hage-Master, 
Laurel, Miss. 


BUSES FOR SALE 


SCHOOL BUSES 


THE LARGEST DISTRIBUTOR OF SCHOOL 
BUSES IN NEW ENGLAND 


Call us first for units that we stock 


CARPENTER PREMIER & DELUXE BODIES 
WARD SCHOOL BUSES 


Transit Sales and Service, Inc. 
23 South St, Danbury, Conn. 
Frank T, Mee, Jr. 

Tel. 3-4437 








SHOP EQUIPMENT FOR SALE 


SPECIAL MILLER TOOLS for Chrysler, 
DeSoto, Dodge. Complete set, good as 
new, % catalog price. Gulledge Motors, 
San Marcos, Texas. 


DYNAMOMETER 


In Excellent Working Condition. 


We are forced to move due to widening of 
highway, Act quick and we will sacrifice for 
Yo price, You can see it work, 


KING OLDSMOBILE 


Fort Lauderdale, Florida 








ANTIQUE CARS FOR SALE 


1912 BUICK, running condition—$1,000. 
Myron Siefken, Loveland, Colo. 


MISCELLANEOUS 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meets 1.C.C. Requirements 


‘Cannot Be Matched 
At Any Price 


Write Today For 
Illustrated Catalog 


FACTORY SALES DIVISION 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 


ENGINE REBUILDING — Crankshaft 
grinding and me . John P, Hughes 
Motor Co., Inc., Commerce 8t.. 
Lynchburg, Virginia. 
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MISCELLANEOUS 


IF SLOW ACCOUNTS can wait two months 
why not two years? Trust records shows 
them the answer is to pay now. You 
have control to fit each customer, Trust 

will collect 15 times the cost 
or price will be refunded. Book of 
twenty-five trust records and, copies— 
$2.50 postpaid. Trust Records, Box 841, 
Spokane, Wash. 

SILVERPLATING WITHOUT electricity 
or batteries! With ‘‘Silver Plating 
Liquids’’ (cloth applied). Write NuSilver, 
508-AN, Aurora, III. 


1,000 BUSINESS CARDS, raised er 


Samples free. Business Specialties, Dept. 
A-34, 1422 Rosemont, Chicago, Ill 


Automatic BraKinG 


With BRAKE HOOK-UP 


$ 45 
ONLY ..°51 
Meets 1.C.C. Strength secant 
e o 7 
COMPLETE with 
Guide Cables and 56] *8 
BRAKE HOOK-UP .......... 
Meets All 1.C.C. Requirements! 
—SPECIAL— 
Protecto Covers (Tallor Made) ....$6. 
SAFETY CHAINS, set of 2, only ....$2.50 


GET ACQUAINTED OFFER’ 
WANTED!!! 


1000 NEW CUSTOMERS 
SPECIAL intRA-state $66.30 


TOW BAR DEAL 


TRI-KING 3-Point Hook-Up 
(Folding “‘V" Type) 
—_e Bumper-to-Bumper 


THE ABOVE Only *50” 


(Offer Expires March 31st) 
* 2 e 
All Prices include 8% Fed. Excise Tax 
WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, il. 





If you pay more than 17c per ib.* 
for Wiping Cloths ..: 

IT’S TIME FOR A CHANGE!! 
Want the best mee cloth money can buy 
for any ae Sap a ones P a €.X- 

ic nd or a 
a Kg camperchict . 

Then change to pape 4 CHAMP. Enloy 
more wiping . better wiping . +85 
dollars. ER Cents Pound the 
es o/ uniform, cotton, mesh aes wip- 


Py =! yourself with GREASE CHAMP today 
tively clean machine pers, work sur- 
2S work areas, and hands. Every pomp 
has extra pickup . . . extra absorben 
extra nice, large, easy-to-use pieces. 

Order a trial 200 Ibs. now. It is your best 
ees buy. Your Satisfaction 1e Guar- 


an 

Setemene Company, Inc. 
Box 113, Tamiami Station Miami, Florida 
*F.O.B. HOLYOKE, MASS. 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [] or send bill [[] 


Greed ABBR s occddcccedecccccescsssnscesacevecsioce Zone No......... 
Gio dds cd ccactccéndctecssccsnasebeseaseten Se 
TRADE CONNECTION: 
Car Deoler [) Truck Dealer [] Manufacturer [] 
Jobber [) insurance [] Financial [) Supplier [) 
ta 68 Os ni ncnccaaondesneedacndeene OBnos0t00éne<nckeugieaadee 
3-22-54 | 
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Report from Owners 
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“Dear Dodce...” 


MR. LOUIS WARNER 
8041 S. Sangamon, Chicago, Ill. 


It’s mail call for Dodge! Thousands of 
people all over the country are taking the 
time these days to sit down and write us 
some very wonderful things they’re dis- 
covering about our new 54 Dodge. 


They write about our elegant new Jacquard 
interiors, our new Red Ram V-8 with its 
smoothness, dependability and performance, 
our great new PowerF lite Transmission, our 
new Full-Time Power Steering, and many 
other Dodge qualities such as comfort, 
roominess and ride. But the majority—like 


Mr. Louis Warner—appreciate most the 
way the ’54 Dodge combines so many fine 
qualities found separately in other cars. 


It is our main idea to build an all-around 
car ...a car that combines performance 
and economy, safety, easy handling and 
roadability. From the thousands of letters 
we are receiving, car buyers think we are 
doing a fine job of it and are endorsing 
our new ’54 Dodge more enthusiastically 
than ever before! This is why it’s great to 
be with Dodge! Write for details today! 


"54 DODGE 
dependable new 


Dodge Dealers of America present the tops in TV-Radio Entertainment: Danny Thomas, ABC-TV «+ Bert Parks in “Break The Bank,” ABC-TV + Roy Rogers, NBC-Radio 


DODGE DIVISION*CHRYSLER CORPORATION-DETROIT 31, MICHIGAN 
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